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State of the Nation’s Economy: 
Up 
Reraw Sates—Set a record of $171 


billion in 1953, or 4 percent more 
than in 1952, according to Com- 


House Tramers—Sales in 1953 
| increased to $321,437,820, or $1,- 


© 519,920 more than in 195%. How- 


' ever, the number of trailers pro- 
© duced in 1953 dropped to 76,899 
| from 83,054 in 1952. 


week at 136,296 Vehicles, poe oy 


% with 129,761 the 


— Heavy con- 
week ended 


Down 
INpustTRiaAL Propuction — Fell 


_ the third straight month in Janua’ 


to 124 percent of the 1947-49 ave 
_ age, according to Federal Reserve 
- Board. 


*Business Inpex—Physical vol- 
ume of business in week ended 
Feb. 6 declined to 103.1 from 
104.2 percent of the 1935-39 basis 
in the preceding week, according 
to Barron’s. 

WHOLgEsALE Prices — Slipped 0.1 


‘ percent in week ended Feb. 9 to 
- 110.5 percent of the 1947-49 index. 


Truck ReaistraTions—Slumped in 


| December to 68,659 from 72,596 in 


- December. 


Srore Sates—Department stores 
recorded 1 percent fewer sales in 
week ended Feb. 6 than a year 
earlier, according to Federal Re- 
serve Board. 

Sree. Ourput—Ran last week at 
743 percent of capacity, against 
74.4 percent the preceding week. 

Crupe On Stocks — Totaled 267,- 
896,000 barrels in week ended Feb. 
6, a decrease of 2,372,000 from the 
Preceding week. 

Rat. Loapincs—Declined 9.6 per- 
cent from the like 1958 week and 
0.6 percent from the preceding 
week. 

Copper SHipMENTS—Totaled 77,091 
tons in January, lowest in four 
years. 


Top Cars 


New-car registration 
states for January: 
1954 Pos. Make 
1—15,113 Chev. 
2—14,432 Ford 
3— 6,312 Plym. 
4— 4,197 Buick 
5— 4,140 Pontiac 
6— 4,089 Mercury 
I— 2,609 Olds. 
8— 2,146 
9— 1,758 
10— 1,521 
ll— 1,248 
12— 1,219 
13— 826 
14— 728 
15— 631 
16— 
, 


in 13 


1953 Pos. 
12,067— 2 


Hudson 1,210—15 
556—17 
456—18 
961—16 
255—19 


119 Kaiser 
Willys 


Henry J 


| For further details see page 
88, today’s issue. 


War-on E ootlegging 


ord Division Unveils New ‘Personal Car'— 


Slated for fall production, the Thunderbird is powered by a new 160-horsepower 
-8 engine. The car, which has an all-steel body, is a single seater with a cloth 
onvertible top. A removable hardtop also will be available as optional equipment. 





igh Replacement Sales 
| Indicated by Scrappage 


By Bob 
Managing Editor 
_HE 1954 market includes at least 
2,500,000 new cars needed for 
replacement alone, it was indicated 
last week by scrappage figures re- 
leafed by R. L. Polk & Co. 
ctually, observers believe, the 
replacement market may be far 
higher since low used-car prices 
and comparatively higher service 
cha point to accelerated 
scrappage. 
Pojk’s study indicated scrappage 
65,936 passenger cars and 615,- 
93 ‘trucks in 1953. The car figure 
was lower than in the previous two 
years — a paradox, since new-car 


Ford Is Planning 
To Build Sports 
Car Next Fall 


HE Ford division last week in- 

troduced its answer to Chevro- 
let’s Corvette in the form of a steel- 
body “personal car” called the 
Thunderbird. Production is sched- 
uled to begin in the fall. 

The Thunderbird, a_ single- 
seater, is powered by a 160-horse- 
power V-8 engine. 

Equipped with a cloth conver- 
tible top, it also will be available 
with a removable composition 

hardtop which makes it a closed 
car. 
* + + 
prs has not yet been an- 
nounced, but reportedly it will 
be in the Corvette range. The Cor- 
vette delivers for $3,523. 
new car now is on display, 
for the first time, at the Detroit 

Auto Show, which opened Satur- 
day (Feb. 20) for a nine-day run. 

It later will be shown at the 
Kansas City Auto Show, March 3-6, 
and the Chicago Auto Show of 
March 13-21. 

. cd * 

Bd ce Thunderbird will begin a 

new era in the automotive field,” 
said L. D. Crusoe, Ford division 
general manager. 
“While it resem- 
bles a sports car, 
it is a full-size 
vehicle — most of 
the major parts 
are interchange- 
able with our 
regular line of 
cars. It is com- 
pletely engi- 
neered and built 
so it can be 
i. B.Com serviced by any 
Ford dealer.” 


Its engine is of short-stroke, 
low-friction design with 256- 
inch 


(Continued on Page 39, Col. 2) 





sales were second-highest on record, 
5,738,989. 
* = * 

7 oo scrappage was the second 

highest on record. Percentage 
of trucks scrapped to new trucks 
sold (930,312) was 66.21, highest in 
the postwar period. 

Thus, the industry sold more 
than twice as many cars as it_ 
scrapped in 1958, while two trucks 
were scrapped for every three 
sold. 

Scrappage usually varies accord- 
ing to the availability of cars and 
economic conditions. Polk figures 
are based on cars on the road as 
of July 1, plus a projection for the 
remainder of the year. 

7 ~ * 

INCE new cars were abundant 

in the last six months, and used- 
car prices greatly deflated, condi- 
tions point to accelerated scrap- 
page 

These conditions prevail at the 
present time. 

For example, with good used cars 
available at low prices, while serv- 
ice charges appear high by com- 
parison, observers believe owners 

(Continued on Page 40, Col. 4) 


Production 


Automotive News Estimates: 
U. 8. Cars, Trucks 


152,305 
136,296 = 199.761 


Last Prev. 1953 
Week Week Week 


For complete production totals 
by makes, see table, page 40. 


$8 Per Year, 25c Per Copy 


Is Spreading Rapidly; 


Maker Hits Sources 


Three Eastern Dealers Taken Off Quota; N. Y. State 
Association Urges Factories to Act Promptly; 


Chicago Pushes 


EALERS were acting on sev- 

eral fronts last week in moves 
to protect their markets from the 
demoralizing effect of bootlegged 
new cars offered at cut prices. 


There also was at least one 
sign of action at the factory 
level. One maker, it was re- 
ported, has taken three dealers 
in the New York area off quota. 
In dealer developments: 

1. The New York State Automo- 
bile Dealers Assn. unanimously 
adopted a resolution calling on all 
members to “seek out and expose” 
those who supply bootleggers and 
urging manufacturers to shut off 
deliveries of cars to the offenders. 


* * * 
9 THE Chicago Automobile Trade 

* Assn. warned bootleggers that 
the secretary of state is considering 
a drastic enforcement policy con- 
cerning provisions of the Illinois 
Motor Vehicle Law dealing with 
licensing of new and used-car 
dealers. 

38. The Missouri Automobile 
Dealers Assn. completed plans 
for a meeting to be held Friday 

(Feb. 26) to discuss ways to com- 
bat bootlegging. 

Concern over problems created by 
bootlegged new cars has been build- 
ing up steam in recent weeks. An 
explosion which echoed across the 
nation and pushed the problem to 
the foreground erupted in Augusta, 
Ga., recently, when franchised deal- 
ers announced they would meet 
bootleggers at any price level. 

~ * * 


EALERS are divided in their 

opinion as to what fosters boot- 
legging. Some blame maldistribu- 
tion," while others say “overproduc- 
tion” is the cause. Just as many 
say indifference on the part of the 
factory is to blame. 

Dealers say that bootleggers 
are able to underprice them be- 
cause of the dealer’s investment, 
organization, warranty and 
service. 

The problem is hottest in areas 
some distance from the factory— 
the south, southwest and west — 
because the freight differential 
pushes up prices in those areas. 

West Coast dealers for years 
have pressed NADA to seek elimi- 
nation of the differential. These 

dealers say factories could go a 
long way toward solving the prob- 


Licensing Curb 


lem by setting up a single price— 
including the freight charges—for 
all sections, 

* * * 

AST week’s New York resolution 

said, in part: 

“It is known that a small minor- 
ity of new-car dealers is one of the 
sources of supply for . . . bootleg 
operations, and unless immediate 
steps are taken to stop this spread- 
ing condition, the manufacturers 
will lose one of their most valuable 

(Continued on Page 8, Col. 1) 


54 Production 
Running 6 Pct. 
Behind Last Year 


By Tom Hewitt 
Staff Writer 


HE millionth vehicle of 1954 will 

be produced by some U.S. car 
or truck plant tomorrow (Feb. 23), 
only two working days behind its 
1953 counterpart. 

However, the milestone vehicle 
would not be coming up so soon 
if Ford Motor Co, were not pro- 
ducing at a rate 50 percent higher 
than last year, since most other 
firms have been making fewer 
vehicles. 

On an overall basis, due mainly 
to Ford, this year’s vehicle produc- 
tion is running only 6 percent be- 
hind last year’s. 

* * + 

QOurrer last week climbed 5 per- 

cent above the level of the pre- 
ceding week. According to Automo- 
tive News estimates, 113,717 cars 
and 22,579 trucks were turned out, 
compared with 108,337 cars and 21,- 
424 trucks in the week earlier. 

Of last week’s car total, Gen- ' 
eral Motors made 512 percent, 
Ford Motor Co. turned out 32.8 
percent, and Chrysler Corp. made 
1L8 percent. Thus, the Big Three 
share was 95.8 percent. 

In the like 1953 week the Big 
Three produced only 87.8 percent, 
of which 47 percent was made by 
GM, 22.4 percent by Chrysler Corp. 
and 18.4 percent by Ford Motor. 

~ * * 

AST week’s car-output boost re- 

sulted because: 

Packard returned to production 

(Continued on Page 40, Col. 1) 


How Makes Fared in Various States 


By Bob Lienert 
Staff Writer 
[pPtaas. closeup views of auto 
makers’ ups and downs in all 
the states are presented in AuTomo- 
tTrve News’ statistical analysis of 
1953 new-car sales. 


ample, shows 
individual 

porations, and 6 
makes performe 


heads” in some states. Among other 
things, it gives a complete rundown 
on the Chevrolet-Ford battle for 
top spot. 
aa * 

At THE corporation level, the 

analysis shows that the Big 
Three took 90.51 percent of the 
total national market, and that that 
figure was bettered in 27 states. 
The Big Three was strongest in 
Georgia, where it sold 94.02 percent 
of all new cars in 1953. 

The Big Three also wrapped up 


more than 98 percent of the mar- 

ket in Mississippi, Oklahoma, 

South Carolina, Texas and the 
District of Columbia. 

The independents’ happiest hunt- 
ing ground turned out to be Ne- 
vada, where the Big Three could 
- only 86.45 percent of the mar- 

et. 

The independents also held the 
Big Three to less than 87 percent in 
Idaho and less than 88 percent in 
California, Connecticut, New Hamp- 
shire, Rhode Island, Washington 
and Wisconsin. 

* s * 
Geena MOTORS got its juici- 
est slice of the market in Dela- 
ware, with 49.63 percent of the 
(Continued on Page 37, Col. 1) 





2 
1,500 Hear Eisenhower Plead for Mobilization .. . 


AUTOMOTIVE NEWS, FEBRUARY 22, 1954 


Interest High in Safety Parley 


By William Ullman 

Washington Correspondent 
ASHINGTON. — Opening the 
White House conference on 
traffic safety here last week, Presi- 
dent Eisenhower called for the 
mobilization of public opinion to 
aid legal authorities in a nation- 
wide battle for more traffic safety. 

His call was answered by the 
greatest outpouring of organized 
citizenry ever to respond to such 
a plea. 

Seven basic groups representing 
agriculture, business, labor, wo- 
men, public officials, media of 
public information, and organi- 
zations—such as fraternal, reli- 
gious, service and veterans—set to 
work to carry out the chief ex- 
ecutive’s wishes, 

* + *« 

7 THE Vanguard was the 

business group including such 
automotive leaders as Harlow H. 
Curtice, chairman; Henry Ford II, 
William F. Hufstader, L. L. Col- 
bert, Paul G. Hoffman, NADA’s 
Frederick Bell, and many other top 
officials. 

More than 1,500 delegates were 
present to hear the President’s 
remarks. 

As a matter of fact, there were 
more delegates than could be ac- 
commodated in the departmental 
auditorium, while outside, on Con- 
stitution Ave. a knotty traffic 
problem worried police at the very 
outset of the conference. 

* * . 
E HAVE got to learn to con- 
trol the things we must use 


Sloppy?--A 


ourselves and not let them be a 
threat to our lives and loved ones,” 
the President declared. 

The President said he was 
shocked when he reviewed 
figures showing that in the last 
50 years automobiles have killed 
more persons in the United 
States than have been killed in 
all of the country’s wars. 

He said there is no easy solution 
to the highway safety problem but 
declared it to be every citizen’s re- 
sponsibility “whether driving a car, 
crossing a street, or taking care 
of his children.” 

Mobilization of public opinion is 
a must, the President told the 
delegates. He said estimates indi- 
cate that by 1975 some 80 million 
automobiles and trucks will be 
using our highways. 

The President stirred some mer- 
riment when he wondered aloud 
how delegates will get to safety 
conferences in the future if traffic 
improvement isn’t effected without 
delay. 


* * * 


ECRETARY of Commerce Sin- 

clair Weeks, who is general 
chairman of the White House 
safety campaign, told the delegates 
the main purpose of the conference 
already has been achieved. 

“It has brought together the 
very kind of leaders that we are 
seeking,” he said. 

Weeks said the country has 50 
years of experience on which to 


Check List 


Questionnaire Sent to New Mexico Dealers 
To Measure Their Efficiency 


ALBUQUERQUE, N. M, — The 
dealer management committee of 
the New Mexico Automotive 
Dealers Assn. has sent a question- 
naire to its members to enable 
them to determine if they are 
“sloppy operators.” 

Asserting that “certain people 
are content to deal with a sloppy 
operator but many seldom dark- 
en his door after the first one or 
two visits,” the questionnaire 
asks: 

1. Do you have an adequate staff 
of mechznics? 

2. Is your service station ade- 
quate in size? 

3. Is your service station clean, 
well-lighted and inviting to a 
customer? 

4 Do you handle incoming 
service traffic with a minimum 
of delay? 

5. Does your service manager or 
service salesmen greet the custom- 
er with a smile and make him feel 
that you consider it a privilege to 
serve his needs? 

6. If the answer to question 
No. 5 is “No,” have you ever taken 
the trouble to talk to the service- 
men? 

7. Do you live up to your “de- 
livery-time” promises or do you 
have to stall customers and then 
do a rush finish-up job on their 
cars? 

8 Bearing in mind that an 
employe’s attitude is no better 
than that of the boss, do you 
take time to counsel with your 
employes? 

The dealer management com- 
mittee said, “If the answer to any 
one of the preceding questions is 
‘No,’ then take heed. It is a red 
light giving you fair warning of 
danger to come.” 

Believing that poor employer- 
employe relations is a common 
characteristic of the “sloppy oper- 
ator,” the committee said that a 
dealer need not be a merchandis- 
ing expert. 

But, the report continued, the 


Canada Opens Probe 
Of Accessories Sales 


OTTAWA.—The Canadian Gov- 
ernment disclosed last week that 
its combined investigators had 
made a preliminary inquiry into 
the distribution and sale of auto- 
motive accessories, 

Details were withheld. 


successful dealer does need good 
judgment, the ability to plan, a 
real love of the game and a 
deep-rooted sense of fairness in 
dealing with people. 

The committee said, “Encourage 
your entire personnel to be on their 
toes, poised and ready to meet any 
situation. From porter to you, the 
boss, your service should be prompt 
and eager. 

“It should sparkle with en- 
thusiasm, a gladness that you can 
serve the customer and a gladness 
that he has come to you to be 
served. 

“Your employes must be led 
and they will follow if you pro- 
vide the right type of leadership. 
Bawling out an employe is a 
waste of time. Calling the group 
together to ‘raise hell’ is an in- 
sult to their intelligence und 
most folks don’t cotton to it. 

“Meetings or conferences with 
employes (on your time), held with 
the purpose of frank discussion 
as to how all of you can improve 


business conditions, correct weak- | 
pay you divi- | 


nesses, will 


dends.” 


etc., 


draw in its fight against mount- 
ing accident rates, But, he de- 
clared, the big problem today is 
that too many localities are 
“slighting or neglecting” im- 
portant parts of the safety 
program. 

Dan Thornton, Governor of Colo- 
rado, who heads the conference’s 
steering committee, declared the 
purpose of the conference is to 
arrive at a few fundamental steps 
in traffic safety, then go home and 
organize “the effectives.” 

“This meeting here,” he said, “is 
truly a peace conference, and the 
achievement of peace on our high- 
ways ought to be easy because in 
this conflict there is only one side. 
We have only to make peace with 


ourselves.” 
* * * 


eee the opening 
speeches, the group conferences 
got under way. 

The business group was urged by 
its chairman, Harlow Curtice, to 
organize safety efforts at the local 
level as the best means of reducing 
the accident toll. 

“We as business men,” he said, 
“have a tremendous responsibility. 
We also have the capacity to con- 
tribute to greater highway safety. 

“We must go far beyond vague, 
general pledges of support,” he 
declared. “We must plan and 
pursue a course of definite action. 

Such action will have a real im- 

pact on the problem and should 

further enhance the prestige of 
businessmen as a positive force 
for progress.” 

Curtice proposed that business- 
men select as their primary ob- 
jective the creation or expansion 
in every city of a special civic 
organization dedicated to highway 
safety promotion. 


Ford Starts February 


At Record Sales Clip 


DEARBORN. — Ford dealers 
during the first 10 days of Feb- 
ruary sold 40,448 cars and trucks 
—a postwar record for this period, 
L. W. Smead, general sales man- 
ager of the Ford division, an- 
nounced last week, 

In postwar, the second-best first 
10 days of February was made in 
1950, with 39,164 units, Smead said. 


“During January, Ford dealers 
sold more cars and trucks than 
during any previous January in 
the company’s history,” Smead 
added. 

Used-car stocks of Ford dealers 
fell 10 percent during the 60 days 
prior to Feb. 10, Smead said, and 
used-truck stocks declined 4 
percent, 





Mercury XM-800 Makes Appearance— 


Introduced as a car capable of going into volume production, the Mercury Mone. 
terey XM-800, a four-passenger hardtop coupe, is only 55.6 inches high. Its styling 


includes a concave front grille, wraparound windshield and integral 


bumpers. 


According to Benson Ford, general manager of Lincoln-Mercury, the cor will be 
placed in production if public demand warrants. 


* * * 


Detroit 


Show Is Highlighted 


By Debut of Dream Cars 


, pirmepepe display cars, created to 
give a glimpse at possible future 
trends in automobile design, high- 
lighted the Detroit Auto Show open- 
ing Saturday (Feb. 20). 

The show, sponsored by the De- 
troit Automobile Dealers Assn., 
closes next Sunday (Feb. 28) and 
was expected to draw 250,000. 

On display for the first time at 
the show are two entirely new 
cars: The Ford Thunderbird and 
the Mercury Monterey XM-800. 

Cadillac also has its plastic- 
bodied, experimental La Espada at 
the show. 

Along with its experimental Ad- 
venturer, DeSoto had a new pro- 
duction model on display—the Cor- 
onado, Fire Dome V-8 four-door 
sedan with emphasis on color 
styling. 7 

The Coronado, making its first 
public appearance at the show, 
will be available through dealers 
soon, according to J. B. Wagstaff, 
DeSoto sales vice-president. Ad- 
vertised-delivered price is 
$2,780.50. 

The new model’s two-tone color 
scheme of Cadiz blue and Sahara 
beige is applied to both exterior 
and interior. Leather and nylon 
fabrics are used for upholstery, and 
additional chrome trim is featured. 

Dodge exhibited a new “idea” 
car, a Firearrow sport coupe with 
hardtop body custom-built by Ghia, 
of Italy. The Firearrow coupe, only 
55 inches high, has a 150-horse- 
power engine and is equipped with 
Power Flite. 

* * * 
GrectaL.y appointed models of 
the various makers, particular- 
ly turned out for the Detroit ex- 
hibit, completed the display. 

While Ford division says the 
Thunderbird is slated for fall pro- 
duction, Lincoln-Mercury has an- 
nounced that the fate of the XM- 
800 rests with the public. 

Whether the car will be placed 


in production will depend on the 





San Francisco Auto Show Plays to Throng— 


Thousands of visitors thronged the San Francisco Civic Auditorium on the opening night of the 28th annual auto show. | would lop $800 million off the cost 
— |One of the attractions, besides new cars, was Jimmy Durante and his troupe. Note the packed golileries. 








interest it arouses, said Benson 
Ford, L-M general manager. 

* * * 
FOUR-passenger hardtop coupe, 
the XM-800 is lower than any 

American hardtop car now being 
produced, according to Ford. It has 
an overall height of only 55.46 
inches. 

Passenger comfort is maintained, 
Ford said, by a new frame con- 
struction and a lowered rear floor. 
The low center of gravity, he said, 
gives better stability on the road. 

While the prototype display car 
has a fiber-glass body, production 
units probably would be of steel, 
Ford said. 

The car is mounted on a chassis 
having a 119-inch wheelbase. In 
production it would be powered — 
by an advance-design overhead- 
valve V-8 engine, Ford said. 

“The Mercury Monterey XM-800 
is not a sports car, nor is it a7 
‘dream’ car of the distant future,” 
Ford said. “It has features of both, © 

(Continued on Page 42, Col. 1) d 


Nash and Hudson 
Stockholders to 
Vote March 24 


DETROIT.—Proxy statements 
and notice of special stockholders’ 
meetings on March 24, to vote on 
the proposed merger of Hudson 
with Nash-Kelvinator were mailed 
to stockholders of both companies 
last Friday (Feb. 19). 

The proposal, if ratified, will | 
bring Nash-Kelvinator and Hudson 
together under the name American 
Motors Corp. A two-thirds affirma- 
tive vote of the stock of each cor- 
poration is required for approval. 

A. E. Barit, president of Hud- 
son, and George W. Mason, head 
of Nash-Kelvinator, told stock- 
holders of their respective com- 
panies in letters accompanying 
the proxy statements that it is 
the unanimous opinion of direc- 
tors that improvement in compe- 
titive ability is expected to result 
from increased volume of produc- 
tion and integration of manu- 

facturing. 4 

The proxy statement reveals that 7 
management of American Motors 

(See NASH-HUDSON Page 8, Col. 5) 


No April Fool 


Reductions in Excise Taxes 


Could Save Millions 


WASHINGTON.—A 3 percent 
drop in the cost of new automo- 
biles, parts and accessories; a half- 
cent-per-gallon drop in the cost of 
gasoline; beer at $1 less per barrel; 
cigarets at one cent less per pack- 
age and a 5 percent cut in the cost 
of sporting goods—all these are in 
prospect Apr. 1 if excise-tax reduc- 
tions go through on schedule, says 
the U. S. Chamber of Commerce. 

Although the Eisenhower Admin- 
istration has asked Congress to 
cancel the scheduled reductions, the 
Chamber supports them. It says 
that tax cuts mean price cuts, and 
price cuts mean increased sales. 

The Chamber says the reductions 


of merchandise involved. 
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, Eprror’s Nore: While John Munn 
is on vacation, this space will be 
_occupied by a history prepared by 
Munn of the early days of the 
‘industry when he was a Willys- 
“Overland executive. 


Output Development 


2 THESE early years of the au- 
tomobile industry, it wasn’t a 


' question so much of design or sales 


effort. It was a problem of produc- 


_tion. There was a waiting market 
_for most any car. Factory successes 
were the result of the ability to 
learn how to make cars and a lot 


of them. 
Harry Shepler, who was manu- 


_ facturing manager for Willys Over- 
' land in the early days, had gained 


. 


his experience as superintendent 
for both the Lozier and Pope- 
Toledo cars which were previously 


built in the Toledo factory that 


Overland had purchased. He was 


_ surrounded by a corps of foremen 
_ who had been affiliated with him in 


ea 


TRE ee 


_ the previous operations. They knew 
machin 


ery. They knew how to han- 
dle men. 
And, aside from Ford, they did 
a better job of manufacturing and 
therefore expanded more rapidly. 


It was a staff organization, The 


foremen would get together once 
a week with Shepler, decide how 


many cars could be built and 


_Akron Dealers Set 
Morning Parleys 


For Salesmen 


ieee suuadar ge 85° 


AKRON. — Convinced that there 
is nothing wrong with the auto 
business that a little selling won’t 
help, Akron dealers are arranging 
a series of “early bird” conferences 
for their salesmen. 

The first session has been set for 
7 am. March 16 at the Mayflower 
Hotel, with Vince Baker of Pueblo, 
Calif., as speaker. Baker, sales man- 
ager of a Pontiac dealership, was 
one of the speakers at the NADA 
convention in Miami. 

He will discuss “Control Selling” 
and illustrate his talk with visual 
aids. Dealers and salesmen from 
nearby Portage and Medina coun- 
ties are invited. 

Baker also will speak in Cincin- 
nati, Cleveland, Dayton, Columbus 
and Toledo under auspices of the 
Akron Automobile Dealers’ Assn. 

On Apr. 20 Jack Lacy of Newton 
Centre, Mass., who operates a sales- 
training institute, will speak at the 
second breakfast conference. Lacy 
also appeared at the NADA con- 
vention. 

“The dealers have concluded that 
since their salesmen have had to 
do little more than to take orders 
since before World War II, it was 
about time their staffs be given 
some extensive training in sales 
fundamentals,” explained E. John 
Lehman, AADA secretary-manager. 
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Dealers tell me 


By John 0. Munn 


iy 


AUTOMOTIVE NEWS, FEBRUARY 22, 1954 
As Used-Car Momentum Grows. . . 


New-Car Sales Moving 
Out of the Doldrums 






what was required in the shape 
of material, supplies and addi- 
tional machinery to do the job. 
An efficient stock-chasing depart- 
ment was developed as a liaison 
between the purchasing and man- 
ufacturing. 

The employment department 
worked overtime. Local workers 
were attracted by offering a 
slightly higher rate than was prev- 
alent in contemporary industry. 
Skilled labor rates during the early 
years were 20 cents an hour, 10 
hours a day. Unskilled labor was 
paid 15 cents an hour. 

At that time eggs were 12 cents a 
dozen, bread was 5 cents a loaf. 
You brought out your pitcher to 
the milkman and he dipped a quart 
out of his bulk can at 5 cents a 
quart. It was a time in our econ- 
omy when-a man could raise a 
family in modest circumstances on 
$12 a week, if the employment was 
regular. 

~*~ 


The Favored Few 


GG three departments were 
organized, the mechanics, the 
platers and polishers and the tin- 
smiths, It might surprise you now 
that tinsmiths were required in au- 
tomobile manufacturing but we 
needed a lot of them. They soldered 
the radiators together and worked 
on mud-guard assembly. The plat- 
ers and polishers were the favored 
few. They worked at piece work 
that netted them $3 a day when the 
work was available. 

The morale among factory em- 
ployes was high. It was promoted 
by many factory activities such as 
a sixty-piece marching band which, 
for a time, I served as secretary. 
This band rehearsed every week 
and made many public appearances, 
traveling as far as Texas. The band 
led the entire staff in many pa- 
rades, including a parade to the 
opening ball games in Toledo. The 
factory was closed down for such 
occasions and all workers were paid 
for their time and furnished com- 
plimentary tickets to the event. 


A bowling league was organized, 
and alleys were erected in the 
basement of one of the new build- 
ings. An indoor rifle and pistol 
range was located along side of 
the bowling alley. The writer 
served as secretary of this organ- 
ization. Each member was auto- 
matically certified as a member 
of the National Rifle Assn., which 
Was encouraged by and affiliated 
with the War Department. We 
were privileged to hold outdoor 
meets in National Guard Ranges. 

A foreman’s club was located on 
the shores of Lake Erie. Buildings 
were erected by the millwright de- 
partment out of waste material 
from new factory buildings. It was 
available for factory foremen and 
their wives for fishing expeditions, 
and even had dormitory rooms. 
There were monthly get togethers. 
It was at this clubhouse that Jack 


“| Dempsey trained in 1919 previous 


to his battle with Jess Willard. 

During this time there were new 
buildings in the process of erection 
continuously. The forge shop was 
expanded until it was the largest 
in the nation. In the first Overland 
cars, as well as in most automo- 
biles in the early years, such items 
as the gearshift lever and the brake 
rod were gray iron castings which 
would occasionally crystalize and 
break with diastrous results. With 
our forge shop we immediately 
switched to forgings which were of 
unquestionable safety. A few years 
later, however, with the develop- 
ment of pressed steel, gearshift 
levers as well as brake levers be- 
came stampings. 

” * 


+. 

Finishing the Body 
Moe of the new factory space 
was made available for body 
manufacturing. Here the cabinet 
makers and wood workers were 
recruited from the Milburn Wagon 
Co., also located in Toledo. The 
largest dry kilns erected at that 

Continued on Page 36. Col. 3) 





$200 to $600 Discounts 
Offered Through AFL 


SPOKANE.—Unused 1954 cars 
are being purchased here 
through the AFL Buyers League 
at discounts of $200 to $600, ac- 
cording to Labor World, AFL 
house organ. 

The cars have a factory guar- 
antee, it is said. Makes available, 
the league reports, are Chevrolet, 
Ford, Oldsmobile, Dodge, Plym- 
outh, Mercury, DeSoto, Pontiac, 
Buick, Studebaker, Kaiser and 
others. 





Indianapolis Officers Chosen— 


Louis A. Walther (seated at left) is the new president of the Indianapolis Auto 
Trade Assn., succeeding Walter Hiser. Seated next to Walther are Roy Gale, vice- 
president; Charles Stuart, secretary; Joseph Wiles, treasurer, and Thomas E. Hanika, 
association manager. Standing are Ray McKay, Fred Williams jr., and Sam Wolf, all 
directors. Other directors are Tom O'Brien and Abe Wides. 


By Bob Lienert 
Staff Writer 
LTHOUGH dealers last week re- 
ported that improvement in 
new-car sales is spotty, a gathering 
momentum still sparks the used- 
car field. 
While new-car sales are still 





Shop Pay Cut Is Sought 
By St. Paul Dealers 


By Joe Callahan 
Staff Writer 

IHE Associated Auto Dealers of 

St. Paul, representing 31 dealer 
shops, last week proposed a wage 
cut ranging from 22 to 32 cents an 
hour at an annual wage-reopening 
negotiating session. 

The AFL Machinists, which 
represents about 1,300 St. Paul 
mechanics and other employes of 
dealerships and independent ga- 
rages, immediately rejected the 
idea of a pay cut. 

The proposal came on the heels 
of a five-cent hourly wage cut for 
shop personnel agreed upon a week 


Hartford Dealers 
Offer Waldorf 
Trip to mereee 


HARTFORD, Conn.—A “Week- 
end at the Waldorf” is being of- 
fered by the Hartford Automobile 
Dealers Assn. to any couple that 
buys a new car today (Feb. 22), 
Washington’s Birthday. 

In connection with their annual 
“open house,” the 33 HADA mem- 
bers offer the special gift to cele- 
brate the group’s recent citation 
by NADA as “the oldest local 
dealers’ association in continuous 
operation in the country, with 46 
years of community service.” 

The weekend includes a $25-a- 
day room for two at the Waldorf- 
Astoria Hotel in New York, dinner 
and dancing, Sunday breakfast in 
bed, tickets to top radio or tele- 
vision shows, a tour of the United 
Nations headquarters, and rail 
transportation to and from New 
York. 

The weekend trip is the gift of 
HADA, not of the dealer who sells 
the car, All makes and models are 
included in the offer. 

Lee Isenberg, executive secretary 
of HADA, said that his office 
would be in charge of arranging 
the trips. 

The offer appeared in the lead 
article of a special 32-page auto- 
mobile section in the Feb. 21 issue 
of the Hartford Courant. 

A similar section appeared in 
the paper last year, also as publici- 


visited their 
day. 


previously by the Laramie County 
(Wyo.) Dealers Assn., mostly in 
Cheyenne, and AF'L auto mechanics. 


Laramie County auto shops and 
garages immediately reduced cus- 
tomer labor rates from $4 to $3.75 
an hour. There is no indication of 
a similar reduction in St. Paul, as 
yet. 

. t a 

ST: PAUL machinists are propos- 

ing a 25-cent-an-hour boost 
across the board, plus the adoption 
of a health and welfare program 
and an increase in the mechanics’ 
flat rate from 46% to 50 percent of 
the customer labor charge. Last 
year mechanics received a 22-cent 
hike. 

Dealers asked that the flat rate 
be cut to 43% percent. The pro- 
posed reduction would bring wages 
back to levels existing before Apr. 
1, 1953. 

The Machinists contract is in 
effect until Apr. 1, 1955, but was 
reopened for wage and health 
and welfare negotiations. 

William Paulbitske, acting busi- 
ness agent for the machinists, said 

(Continued on Pag: 39, Col. 2) 





running behind the pace set last 
year at this time, they have pretty 
well climbed out of the doldrums 
which had beset dealers in the 
early weeks 1954. 

It is believed that in areas where 
sales have perked up, the improve- 
ment will continue and lead directly 
into a spring boom. In areas where 
the turnover is still slow, it is felt, 
the pickup should begin at any time 
as spring buyers enter the market. 

+o x ~ 


Spee dealer who reported that his 
used cars were moving well 
said his new units were still “slow.” 
He said, however, that improving 
used-car sales would enable him to 
offer better trading deals and jack 
up his new-car department. The 
sales impetus should rise to his 
new cars within two weeks, he said. 
Even the dealers who said that 
new-car sales were wallowing 
along at a so-so level reported 
signs of a pickup in the near 
future. 


One said his showroom traffic had 
improved surprisingly, and although 
the percentage of sales hadn’t 
climbed as yet, many shoppers gave 
strong indications that they are 
making up their mind now and will 
act within the next 30 days. 

7 * * 


Qr veteran dealer, citing wide- 
spread talk of “the return to 
the normal market,” denied that 
there is any such thing. 

“The only normal thing about 
the car market is that you can 
sell more cars in the spring,” he 
said. “Well, we’re already be- 
ginning to do that, But we're 
going to be selling more cars all 
year long. No reason why we 
shouldn’t.” 

Another dealer, in a middle-priced 
line of the Big Three, said deliv- 
eries are running up to three weeks 
behind orders on his most popular 
model. He is enthusiastic about the 
way sales have boomed in the last 
10 days. 

* . 
USED-CAR operator told Au- 
tomotive News that wholesale 
buyers are again willing to offer 
(Continued on Page 40, Col. 3) 





Insurance Bill Aimed 
At Maryland Dealers 


BALTIMORE, — The Automo- 
bile Trade Assn. of Maryland has 
notified its members that a bill 
has been submitted in the State 
General that would 
help drive auto dealers out of the 
insurance business, 

The measure, House Bill No. 4, 
would require that anyone = 
taneously selling coqnelty, ae 
ity, meg fire, marine and 
lines insurance must either 
aaa: an insurance school for 
60 days or have worked under a 
licensed broker for one year. 





Dealers Coach Cleveland Women— 

On the theory that more mechanical know-how will improve their driving, Cleve- 
ty for the open house, Dealers re-/|iand women have decided to take six-week courses offered by the city’s Ford dealers. 
ported. that about 72,000 persons | Mrs. Elsie Stecko (left), and Betty Ann Gill get their instructions from John Bokmiller, 


on that | service manager of Marc Lance Motors. More than 300 women have applied for the 
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How About the Makers 
Behind Sales Line? 


ae long ago we asked a veteran auto man, who had 
returned to the factory end of the business after several 
years as general manager of a dealership—‘“‘How come?” 


“Well,” he said, “I got tired of throwing someone else’s 
snowballs 12 hours a day. So I decided to come back to the 
factory and spend eight hours a day making the snowballs 
for someone else to throw.” 


The dealer is on the firing line in any competitive battle. 
And we have recorded on this page in recent weeks the need 
for him to provide inspiration to his sales organization as 
well as sound judgment for the overall operation. 


His efforts are of tremendous importance at this crucial 
point in the auto business, for the whole economy will bene- 
fit if he is successful, or suffer if he fails. 


Yet the dealer cannot carry the burden alone. Sales suc- 
cess in the auto business must start first with the product. 
Good dealer networks can and have carried non-competitive 
* products over rough spots in the market. But their ability 
to do this is limited. 


Customers are not so much satiated with cars as they are 
selective. To keep people buying new cars before they need 
them, the makers must provide new styling and new devel- 
opments to whet their desire, as well as competitive prices. 


The factories also have a great responsibility in the area 
of national advertising and promotion, distribution and 
sound factory-dealer policies. Cars must not only be sold at 
a profit to the maker, but at a profit to the dealer, too. 


In effect, the factories set the stage for selling. Are they 
_ meeting their responsibilities in this respect, or are they 
_ just pointing fingers at the guys on the firing line? 

_ In other words, are they doing a good enough job at mak- 
| ing the snowballs the dealers are throwing? 


og * 
# acs Bc fait ee pede: ‘ 





Auto 
Forum 


France is the sick man of 
Europe.—Pavut ReyNavup. 


Way of Faith 

By his regular participation 
in Christian worship, by the 
maintenance of his personal 
spiritual disciplines, and through 
his public utterances, the Presi- 
dent is pointing America to the 
way of faith.—Time. 


« * _ 


Think They Can 


Communists are pleasant 
when they think they can get 
something for nothing, or 
when they are getting some- 
thing for nothing. They’re 
very unpleasant, mean, when 
they can’t get the best of a 
bargain. Right now, Commu- 
nists act nice. They think 
they can cash in.—U. S. News 
and World Report. 


Remaking the GOP 


Will Eisenhower remake the 
GOP? He will if he can. Big 
policy changes are. being made 
now. More changes are in the 
works. As Ike sees it, it’s a long- 
range job. He expects plenty of 
opposition. He will get it.— 
Newsweek, 


* * * 


Means More Cars 


A study of 32 metropolitan 
areas showed ... that in- 
creases in number of retail 
outlet stores in the suburbs 
were as great as 67.6 percent 
os « Sau this movement 
to the suburbs means more 
automobiles, more mileage per 
car, and more multiple - car 
families.—Clarence C. Choyce, 
Sears, Roebuck & Co., retail 


sales manager. 
This Next? 


We're not going to consider 
any of these models the real 
dream car of tomorrow until 
one of them includes a disposal 
unit built into the ledge behind 
the back seat to chew up all the 
comic books, graham - cracker 
boxes, youngsters’ mittens and 
road maps.—Detroit News. 


What's in a Word? 


Muskegon (Mich.) police have 
banned accidents. From how on, 
it was decreed, there will be 
only “auto collisions.” 

“An accident,” Police Chief 
Fred Castenholz explained, “is 
an unfortunate event that is no 
one’s fault, while traffic col- 
lisions occur because someone 
is in the wrong through lack of 
caution, courtesy or disregard of 
the law.”—Associated Press. 

* * = 
Some men grow; other men 
just swell.—A. LincoLn. 


Shed No Tear 


Car makers and dealers shed 
no tears over growing auto 
graveyards. They figure if four 
million jalopies are junked this 
year, this will make room for 
% of their '54 production. — 
Nation’s Business. 


10 Years Ago... 


The Big Story 


Production of auto parts has increased 59 percent within the last 
year, while materials for parts are now much less difficult to obtain, 
. . A decrease of 23 percent in the number of 
new cars financed by sales finance companies was reported for De- 
cember, 1943, compared with the preceding month... 


according to NADA . 


to Ohio new-car dealers in 19438 totaled 1,789, compared with 2,677 in 


the peak year of 1941 . 


cording to Advertising Age . 


need for compulsory motor vehicle inspection and standardization || © 
of law enforcement practices was adopted by the traffic safety com- 
mittee of the National Safety Council. 





. The Michigan ‘State Highway Department 
has set up a $96 million construction program for the postwar period, 
Commissioner Charles M. Ziegler said . 
tising will be a factor of considerable importance after the war, ac- 





YES, | DID BUYA IFFNITZ 
A YEAR AGO BUT SIITCHEP 
To A GOSSMER-GWIZAL 
UNTIL | SAW THAT SWELL 
PAZANDO-7O BUT NOW 
I'VE GOT A FRANACRANZ 
AN®, BOY, WHAT A WAGON! 
MADE IN ZANZIBAR , 
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‘Voice of Salesmen ..... 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 


The dealer cannot order cars unless 
he can keep the doors swinging. 

The shopping public, such as Bob 
portrayed, is the cause of unsound 
salesmen, along with the uncertain 
thought that chiselers put forth 
such practices as Bob did on his 
little tour. Sure, I know that a 
large amount of real salesmen have 
left the business; but I still say, 
one week on the floor will open his 
eyes. 

Oh, and just as an afterthought, 
the dealers are the support of 
your paper. It seems to me that 
instead of wasting good money 
on Bob’s spree that you might 
cooperate with the newspapers, 
and write an article to spur pub- 
lic buying, instead of kicking a 
gift-horse in the back. 

In brief, articles like Bob’s are 
read in many cases by John Q. 
Public. If we are going to educate 
them, in proper buying methods, 
let’s do it with constructive articles, 
in favor of the automobile dealers. 

Fifteen years in selling, five years 
in automobiles—Lovu PickeEt., sales- 
man, Jess McNeal, Inc. (Dodge- 
Plymouth), Birmingham, Mich. 


This’ll Floor Him 


If Bob Lienert’s article on sales- 
men (Feb. 8) is the best he can do, 


with five pages of so-called re- 
search, he had better try again at 
a full course of “How to put facts 
over in the least amount of type.” 

In the first place, maybe he 
should place himself on the other 
side of the desk. I, for one, will 
stand at the sideline, and help him, 
on facts of the product. He can 
take over from there. I suggest one 
week on the new car floor for him 
would be plenty. 

Then, when he has had John Q. 
Public’s fast shuffle for one week, 
maybe he could write an article 
for the public to read. Title might 
be: “Stop trying to take the 
dealer and put men back to 
work.” 

By this token, the dealer could 
then make a profit again, and labor 
would have men back in the plants. 


Inspiring 

Having read your most insp'ring 
and enlightening article in the Feb- 
ruary 8th issue of Automotive News, 
“Are Your Salesmen Really Sell- 
ing?” by Bob Lienert, I feel tha 
every automobile salesman in our 
area should, by all means, read and 
carefully analyze this article as i: 
brings to light the definite selling 

e that is ahead of us. 

I want all of my salesmen to be 
constantly aware of the challeng- 
ing market.—H. K. Casuon, Milne: 
Chevrolet, Jackson, Miss. 


Licenses issued 


. Cooperative dealer adver- 
ar traffic code stressing the 


—From the Files ef Automotive News. 


——__—__g¢,— 
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SE TT RRL YL ETT RRR ET a 


His everyday needs make 





automotive advertising 3 times more 


effective in Country Gentleman 


} pond needs automotive power like the farmer! All day long (and 
often far into the night) he is using cars for transportation, trucks 
for hauling, tractors for farm work. 

And to keep the wheels on all three automotive units turning, the 
farmer needs tires, fuels, lubricants, parts and accessories. 

His triple use of automotive power makes automotive advertising 
three times more effective in Country Gentleman—the most effective selling 
force in the great car-truck-tractor farm market. 


it Greatest selling 
Automotive Ownership forc e in Ameri C as : 
One or more cars in 88.6% 9 reate St a utom oti Ve 


of Country Gentleman families 


Two or more cars in 20.6% mM Qa rket | 


of Country Gentleman families 


One or more tractors on 70.1% 
of Country Gentleman farms 


One or more trucks on 46.9% 
of Country Gentleman farms 


Source: Starch, July 1953 


Consumer Magazine Report 
A Curtis publication + Circulation now more than 2,600,000 
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Big , Small Towns Stag e Exhibits .. . 


Attendance Climbs 8% 
At Milwaukee Show 


—— Milwaukee Auto Show, which 
closed last week, was the first 
major 1954 show to report an at- 
tendance greater than last year’s. 
The attendance was up 8 percent. 

Some 84,158 paid eo a 
were registered, according 
N. Farrow, of the Milwaukee 
County Automobile Deales Assn., 

with 77,192 last year. 
On the last day of the ona’ he 
said, 10, rsons atten 

The Milwaukee show featured a 
number of experimental cars and a 
headline stage show. An added at- 
traction was an Army display of 
the M-47 tank. The five-man crew 
described the tank’s operation to 
show visitors. 

The Buffalo Auto Show reported 
that its attendance of 81,750 repre- 
sented a decline of 10 percent from 
last year. 

* 7 
QGHOW officials said, however, that 
the success of the Buffalo ex- 
hibit would be reflected in car sales 
during 1954. 

Thomas C. Grisewood, president 
of the Buffalo Automobile Dealers 
Assn. and general show chairman, 
said: 

“The show has fulfilled its pur- 
pose eee a as far as both the 
dealers and the public are con- 
cerned. People have had the op- 

to see and compare the 
latest cars and their features, 

“Those in the mood to buy a car 


e 

Dealers Back Bill 

o . 
Controlling Credit 

2 
Charges in Ky. 

LOUISVILLE.—The Greater 

Louisville Automobile Dealers 
Assn. has announced its support of 
a bill introduced in the Kentucky 
General Assembly that would regu- 
late new and used-car finance 
charges. 

The measure provides that a 
maximum of $7 per $100 can be 
charged by a dealer on the 
purchase of a new car; that a 
maximum of $9 per $100 can be 
charged on a car one or two years 
old; that a maximum of $12 per 
$100 ean be charged on a car two 
to five years old, and that a maxi- 
mum of $15 per $100 can be 
— on a car older than five 





~ Peabody, attorney, said 
the association is backing the bill 
to “protect the automobile - buying 
public from certain dealers who are 
giving the entire group a bad 
name.” Some dealers are collecting 
fees of 20 percent or more, it is 


said. 

The bill also requires dealers to 
set out in the purchase contract an 
itemized explanation of all charges. 

Peabody said the large majority 
of Louisville dealers would not be 
affected by the legislation since 
they now charge less than the bill 
allows. 


Another Talk Set 
On GM Parts Plan 


ST. LOUIS.—A discussion of the 
new General Motors Wholesale 
Parts Plan will highlight the an- 
nual midwest business conference 
to be held here Apr. 7 by the Motor 
and Equipment Wholesalers Assn. 

B. W. Ruark, general manager 
of the association, earlier had an- 
nounced that a similar discussion 
would be held at the western 
business conference March 3 in 
Seattle. 

The MEWA session at the Jef- 
ferson Hotel here will precede by 
one day the opening of the Mid- 
West Automotive Trade Show. The 
conference will start at 9 a.m. 

Presiding will be MEWA’s mid- 
west director, George Scheufler, 
president of Schuefier Supply Co., 
Inc., Great Bend, Kans., and R. 
Winn Miller, oe ee & M 
Accessory Co., esburg, 

Speakers will include MEWA 
executives and Dr. Charles L. Lapp, 

professor of marketing at 
Washington University, St. Louis. 





have probably made their choice. 
The dealers, according to their past 
experience, know that many of 
these people will be showing up to 
buy the cars they have decided 
upon.” - 

* a 


4 pow Buffalo show was managed 
by Miss Marjorie M. Baker, ex- 
ecutive secretary of the association. 
The only woman in the U.S. to 
manage a major auto show, she 


rode around the display floor on a Ee 


bicycle to check exhibits. 


The two-day auto show in Aber- 
deen, 8S. D., closes today (Feb. 22). 
On display are 36 new cars and 
18 booths exhibiting allied serv- 
ices and accessories. Eleven deal- 
ers participated in the show, which 
was sponsored by the Aberdeen 
Auto Dealers Assn, and the Aber- 
deen Junior Chamber of Com- 
merce, 

At the Mohawk Valley Auto Show 
in Mohawk, N. Y., 28 new cars were 
displayed. The Mohawk Valley 
Automobile Dealers Assn. said the 
cost of the show was borne by the 
30-cent admission charge. 

+ * * 


ppewarD L. CLEARY, manager 
of the Chicago Automobile Trade 
Assn., said last week that more 
than $1 million will be invested in 
exhibit settings in the upcoming 
Chicago Auto Show. 

Cleary said all makes of cars 
would be displayed at the 46th an- 
nual Chicago show, which runs 
March 13-21, 

“In addition to the most ad- 
vanced, high - performance auto- 
mobiles ever turned out in their 
regular lines,” Cleary said, “many 
of the manufacturers have de- 
signed and built cars of the 
‘dream’ variety to be shown in 
Chicago.” 

James F. Goodwin, show chair- 
man, predicted that attendance 
would surpass last year’s record of 
481,000. 

Leaders in the auto industry will 
be honored at the association’s 50th 
Anniversary banquet March 15. 









International Accent on Styling— 


To the publicist's camera, contours are contours, whether they be used to set off 
the charms of a new sports car or a pert French lass. Here, Suzanne Bernard, of 
Paris, adds her allure to that of the plastic Kaiser Darrin 161 at the third annual 
International Sports Car Show in New York. Suzanne, we are told, is waving the 
American flag because the picture was made the day she took her first steps toward 


becoming a U. S. citizen. 


By George Barclay 
Staff Correspondent 

CHICAGO. — Buyer attendance 
exceeded 10,000 at the 27th annual 
National Auto Accessories Exposi- 
tion here last week, with sales run- 
ning well ahead of last year, ac- 
cording to Jerry B, Baumann, 
Philadelphia, show manager. 


“The 1954 sales outlook has 
brightened considerably,” Baumann 
said, “due to steadily decreasing 
inventories in retailers’ stores and 
rising confidence in business pros- 
pects. 

“Buyers came here to buy and 
they didn’t disappoint us,” Bau- 

mann said, “There was no dead- 
pe Exhibitors were virtually 
unanimous in reporting increased 
accessories sales.” 


More than 500 manufacturers of 
accessories and allied products 
showed their merchandise in 700 
booths occupying 150,000 square 
feet of exhibit space. New accesso- 
ries and improvements on old gad- 


Used-Car Bulletin from Detroit... 
Latest Auction Prices 


(Copyright, 1954, by Automotive News) 
(Aptco Auto Auction. Sales every Wednesday) 


Feb. 17 


at ee ae. See ee 
cars out of 145 

BUICK—’53 Special See 4-dr., $1,- 
900*. '52 Super Riviera coupe, $1,- 
360*; Special 4-dr., $1,130*, ’51 
Special 2-dr., $955*. "50 Special 2-dr., 
$440, $390; 4-dr., $670; RM 4-dr., 
$805*. °49 RM 2-dr., $465°. 

CADILLAC — ’52 (62) 4-dr., $2,350°. 
"51 (62) 4-dr., $1,775*. °49 (62) 4- 
dr., $1,040*. 

CHEVROLET—’54 (210) 2-dr., $1,615. 
"53 (210) 2-dr., $1,320*; 4-dr., $1,- 
190; sport coupe, $1,425. ‘52 SL 
Special 4-dr., $860; Bel Air coupe, 
$1,105*. '51 SL Deluxe 4- -dr., $790*, 
$760*, $745*, $665; 2-dr., $715, $675; 
SL Special business coupe, $710; sL 
Deluxe Bel Air, $905. 
2-dr., ; 

60. °49 FL Special 


$2 
CHRYSLER—’51 Windsor 4- dr., $805*. 
DeSOTO—’54 Powermaster 4-dr. 
300*. °52 Fire Dome 4-dr., 
$1,165*. °51 Custom 4-dr., 
comes, $770. '49 Deluxe club coupe, 


$ 3 
DODGE — ’53 Coronet (8) conv., $1,- 
260*. °51 Wayfarer 2-dr., $420; Cor- 
onet 4-dr., $780, $420; Diplomat, 
$890*. '50 Meadowbrook 4-dr., $565. 
FORD — '53 Custom (6) 2-dr., $1,210, 
$1,250, $1,220; Crest Victoria, $1,- 
600*. ’'52 Main (6) 2-dr., 
Victoria, $1,300. 
dr., $760; 2-dr., $750*, $610. ‘50 
Deiuxe (6) 2-dr., $380. "49 (6) 2-dr., 
$275, $245; 4-dr., $235 
ON—'51 Pacemaker 4- wl $500. 
"50 club coupe, $320 
KAISER—’51 4-dr., $565, $400, $290; 


2-dr., $310. 
MEROCURY—’53 2-dr., $1,725. °51 club 
*50 4-ar., $610, $565; 


coupe, $770. 
club coupe, $520. °49 club coupe, 
$530; 


$335. 
NASH—'52 2-dr., $645. '51 4-dr., 
2-dr., $505. 
OLDSMOBILE—’53 coe, 4-dr., $1,925*. 
"51 (98) 4-dr., $1,075 
PACKARD—’51' (200) 4: “ar., $825*. 
PLYMOUTH—’'54 Plaza 4- ar., $1,700*. 
'53 Cambridge club coupe, $1,125, 
’52 Cambridge club coupe, 
; 4-dr., $785; Concord 2-dr., 
> en Cambridge 4-dr., 2 at $650, 
$625, $600; club coupe, $630; Belve- 


dere, $805; station wagon, $825. '50 
Deluxe club coupe, $600; 4-dr., $390. 
PONTIAC—’52 (8) 2-dr., $1,140. °50 
(6) 2-dr., $565, $510; 4-dr., $710. 
STUDEBAKER — '51 Champion 2-dr., 
$460*; 4-dr., $485; club coupe, $465. 
"50 Champion club coupe, $375. °49 

Champion 4-dr., $300. 


* * * 


Wednesday, Feb, 9 


an”. more 
elk 9 enme cut ef 88 


caine) 
BUICK—’53 Super Riviera oa. . 
005°; $1 


$485. $475". 
GEVROLET 03 (210)" “4-dr., $1,290, 
$1,245. 52 SL Deluxe 4-dr., 
2-dr., $915; club coupe, 
Bel $900; SL Deluxe 
$625; club coupe, $725*. °50 SL 
Special business coupe, $475. °49 SL 
Special 2-dr., $490. 
DeSOTO — i) Scam 4-dr., #. 280° 
(ps). °47 Deluxe 2-dr. , $150. 46 De- 
luxe club coupe, $150. 
IDGE—'51 Coronet club coupe, $725; 
%-ton pickup, $485. 
FORD—’53 Custom (8) 2-dr., $1,245°, 
$1,245, $1,240; (6) 4-dr., $1,17 5. 52 
Victoria, $1, 260°; (6) %-ton ae, 
$635. ‘51 Custom (8) 2-dr., 
$675*, $600; Victoria, $800. "50 
luxe (8) 2-dr., $560, $540; 
$415; (6) club coupe ; 
$420. 49 (8) 2-dr., $290, $265, $275; 
(6) 2-dr., $420, $350, $265;  4-dr., 


HUDSON—'51 club coupe, $630°. 

KAISER—’51 2-dr., " 

MERCURY — °52 4-dr., $1,210*, $1,- 
220°. °'51 4-dr., $770° 2-dr., $930; 
club coupe, . "SO 4-dr., $595, 
$590. °47 4-dr., $190. 

NASH—’50 Statesman 2-dr., b 

OLDSMOBILE — » (88) conv., $2,- 


325°. °50 (88) 4 5 
CKARD — ’52 ian $1,055°. °49 
"53 uate 4-dr., 


b $560, '50 Deluxe 
$510. nas D Deluxe 4-dr., $135. 


-dr., $170. 
PONTIAC—'51 (8) 4-dr., $905°; 
. $975; (6) 2-dr., "3915 
"51 (8) coupe, $480°. 


*Indicates automatic transmission or overdrive, and (ps), power steering. 


Other Auction reports are on Pages 26, 27, 29 





Accessory Show Payoff 


Sales Reported Well Ahead of Last Year’s Volume, 


But Some Buyers Are Cautious 


gets were evident in the mile-long 
displays. 

For the benefit of chain-store 
buyers, manufacturers showed some 
unrelated lines, including grass 
seed, garden hose, lawn furniture, 
card tables and folding chairs. 

The exposition was sponsored 
by the Automotive Accessories 
Manufacturers of America, 


Not all exhibitors and ‘factory 
representatives shared the show 
management’s optimism, but the 
general tone was favorable. Some 
reported they had done exception- 
ally well, with one —e sales 
in excess of $500,000. 

In other cases, purchases were 
said to be not much more than a 
sampling, with buyers reporting 
they would reorder in good volume 
if consumers reacted favorably. 
Some exhibitors said that with the 
present buyer’s market, accessory 
jobbers, chain stores and mail-order 
houses know they can get merchan- 
dise quickly from manufacturers, 
and hense are not too disposed to 
build inventories. 


Baumann announced that next 
(See ACCESSORY SHOW Page 36, Col. 3) 


Studebaker Pares 
Steering Aid Price; 
Buyer Refund Set 


SOUTH BEND.—Studebaker last 
week joined the auto industry’s 
round of price cuts on power steer- 
ing by reducing the price of its 
unit $43, retroactive to the begin- 
ning of the 1954 model year. 

The new price is $134.38, includ- 
ing Federal tax. Dealers will fur- 
nish refunds to buyers of 1954 cars 
who paid more than this, and in 
turn will be reimbursed by the 
factory, Studebaker spokesmen 
said. | 

Studebaker buys its power-steer- 
ing units from the Saginaw steer- 
ing-gear division of General 
Motors, which recently cut prices 
to the auto builders it supplies. 


McGauley Faces 
Bankruptcy Case 


HARTFORD, Conn.—A first hear- 
ing in bankruptcy has been held 
here by U. S. Referee Saul Berman 
for Francis P. (Square Deal) Mc- 
Gauley, auto dealer from nearby 
Plainville, who reportedly has 
debts exceeding $100,000 and who 
faces criminal charges of fraud 
and forgery. 

McGauley, 55, is president, treas- 
urer and director of McGauley 
Motor Sales Co. The bankruptcy 
hearing resulted from a petition by 
creditors. 

McGauley is accused of defraud- 
ing various banks of an estimated 
$50,000 through the financing of 
fictitious cars, issuing of checks 
where funds were insufficient, dual 
borrowing and forgeries. 





3 Miami Dealers 
Lay Out Million 
For New Plants 


MIAMI, — New-car dealers here 
apparently have few doubts as to 
the future of their business despite 
the current dip. Three dealers have 
announced plans for new build- 
ings which will mean a total ex- 
penditure of more than $1 million. 


Luby Chevrolet Co., oldest Chev- 
rolet dealer in Miami, will spend 
some $250,000 for a new sales and 
service plant to be erected on the 
site of the present operation at 
1055 W. Flagler St. 

Sam Luby, head of the organi- 
zation, also has two other Chevro- 
let dealerships, one in Baltimore 
and the other in Forest Hills, N. Y. 
His son Chester is general man- 
ager of the Miami operation. 

The newest Ford dealership here, 
J. D. Ball Motors, has awarded a 
contract for construction of its 
permanent home at 9000 Central 
Blvd. The dealership will occupy a 
corner site in a new shopping cen- 
ter and will contain 22,000 square 
feet of floor area and 114,000 feet 
of ground area. The building will 
be fireproof, with large overhangs 
for sun and rain protection. 

J. D. Ball, president, opened the 
dealership in December, 1952. He 
formerly was a Ford ‘official in 
Detroit. 


Gables Lincoln-Mercury, Inc., 
which has been newly organized, 
is to erect a sales and service 
building at Bird Rd. and Ponce 
de Leon Bivd. in Coral Gables, The 
firm is occupying temporary quar- 
ters at S. W. Twenty-second Ave. 
and Tamiami Trail, former location 
of a Studebaker dealership. 


Officers of the Gables company 
are Tom Skinner, president; Pete 
Schaefer, vice-president; R. D. 
Maxwell jr., secretary, and Joseph 
Gratton, treasurer. 

Skinner has been associated with 
Ford Motor Co. for 28 years. He 
was an official of the company in 
Detroit, and in ‘recent years served 
with Miami Lincoln-Mercury, Inc. 


Monroe Settles 


Bantam Claim 


PITTSBURGH. — Settlement of 
the two-year-old litigation between 
American Bantam Car Co., of But- 
ler, Pa, and Monroe Auto 
Equipment Co., of Monroe, Mich., 
was effected last week in a decree 
issued by Federal Judge Wallace 
S. Gourley. 

All claims between the two 
companies are now settled, with 
Monroe paying American Bantam 
$310,000 for certain specified book 
items in addition to withdrawing 
its claims against American Ban- 
tam and its subsidiary. 

American Bantam and the sub- 
sidiary originally had filed a 
counterclaim in excess of $2 
million, charging Monroe with mis- 
management, among other alle- 
gations. 

The settlement amounted to a 
withdrawal of the mismanagement 
charges, and the decree stated that 
Monroe’s conduct of the affairs of 
American Bantam and its sub- 
sidiary was based on _ business 
judgment reasonably exercised 
under the circumstances. 





Buicks and Soap— 


Ray Gieselman, of Ray Buick Co., Chi- 
cago, has devoted part of his showroom 
to a display of soap products. The reasor 
is that Gieselman is a one-man chamber: 
of commerce for the neighborhood in 


which he does business. He recently 
started to promote this area by displayinc 
the products made there. The first were 
the soaps and beauty aids made by 
Allen B. Wrisley Co. The section contains 
the plants of 144 manufacturers. 
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now Sigphing 


IS AS EASY AS accelerating 





















it is no longer necessary to lift the foot and exert leg 
power pressure to bring your car to a stop. With the 
Bendix Low Pedal Power Brake on about the same level q 
as the accelerator, an easy ankle movement, much like 
working the accelerator, is all the physical effort re- 
quired for braking. And by merely pivoting the foot 
on the heel, shifts from “go” to “stop” controls are 
made in far less time. 


keesubt/ MORE DRIVING COMFORT, 


LESS FATIGUE AND GREATER SAFETY 


) Bendix 
WA ae 
Division 

















Specified by More Car Manufacturers 


Than Any Other Make 


The car buying public has been quick to recognize that the Bendix* Low 
Pedal Power Brake is not only a most desirable new car feature but that 
its effortless, quick and positive braking is a revolutionary advancement 
in motor car control. Thus, the car manufacturer offering his customers 
this advanced feature has a decided advantage over competition. 

That this is an established fact and not a theory is unmistakably proven 
by the ever increasing percent of car buyers specifying the Bendix Low 
Pedal Power Brake on cars offering it as optional equipment. . . tangible 
evidence that the Bendix Low Pedal Power Brake is one of the most 
popular devices offered the public in years. 

This greatest improvement in braking since four wheel brakes is unique 
in many ways. It is, for example, the only low pedal power brake that 
has met the test of millions of miles under all operating conditions. In 
fact, Bendix Low Pedal Power Brake is specified by more manufacturers 
than any other make. Remember, too, this new low pedal power brake 
is the product of Bendix—world’s largest producer of power brakes and 
leader in braking developments since the earliest days of the industry. 

For any car manufacturer interested in adding a big plus to his sales 
story, the Bendix Low Pedal Power Brake is the answer. RES. v.S. PAT. OFF. 


BENDIX sivisicn SOUTH BEND 
Bendix 


AVIATION CORPORATION 











Export Sales: Bendix International Division, 205 East 
42nd St., New York 17, N. Y. © Canadian Sales: ‘ 
Bendix-Eclipse of Canada, Lid., Windsor, Ontario, Canada 
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One Maker Hits Sources... 


War on Bootlegging Spreads 


(Continued from Page 1) 


assets, namely their competent 
franchised dealers, and public con- 
fidence in our industry will be im- 
paired.” 

Declaring that the problem 
could be solved by the manu- 
facturers without legislation, the 
déalers resolved to “condemn the 
practice of supplying new auto- 
mobiles to bootleggers and urge 
each member of this organization 
to seek out and expose the of- 
fenders.” 

The association further resolved 
that copies of the resolution be sent 
to NADA, AMA and “to the chief 
executives of every automobile 
manufacturer with the urgent peti- 
tion that every manufacturer stop 
furnishing automobiles to those 
dealers who are known to be whole- 
saling new automobiles to used-car 
dealers.” 

© * * 

N ITS declaration of war on the 

bootleggers, the Chicago group 
issued a statement declaring that 


“the bootleggers must be stopped; 
there is no room for them in our 
business. 

“The serious economic conse- 
quence of bootlegging, and the de- 
moralizing influence a handful of 
dealers can bring to the retail auto- 
mobile trade,” says the statesment, 
“are already bearing their bitter 
fruit. 

“This menace, if allowed to 
continue, can well mean the end 
of many a dealer’s operation in 
1954, who can_.no longer compete 
with price cutting in their par- 
ticular lines by dealers who are 
out to make a ‘fast buck.’” 


Edward L. Cleary, CATA man- 
ager, said that only a comparatively 
few new-car dealers in Chicago 
“have seen fit to advertise and sell 
at a discount new cars other than 
the make they are licensed and 
franchised to sell. 

“But the number of used-car 
dealers who are licensed as such 
and are dealing at greatly reduced 
prices in all makes of new auto- 


mobiles is on the increase,” he 
added. 


OOTLEGGERS were warned by 

CATA that the secretary of 
state is considering a drastic en- 
forcement policy concerning pro- 
visions of the Illinois Motor Vehi- 
cle Law dealing with the licensing 
of both new and used-car dealers. 


This statute would make it un- 
lawful for any person to engage 
in selling or dealing in new motor 
vehicles unless he is authorized to 
do so by contract with the manu- 
facturer and unless the secretary 
of state has licensed such persons. 

Violations are punishable by a 
fine of $50 to $500 or by imprison- 
ment for 30 days, or both. 


In its definition of “used motor]. . . 


vehicle,” Illinois law declares that 
“a new motor vehicle shall not be 
considered a ‘used motor vehicle’ 
until it has been placed in bona fide 
consumer use, notwithstanding the 
number of transfers of such motor 
vehicle. ‘Bona fide consumer use’ 





Dodge V-8 Engine Powers Racing Boat— 
Stan Long (left), of Long & Long, Inc. 








(Dodge), Detroit, checks the Red Ram, o 


new racing boat he owns jointly with Jack Bartush (right), Detroit food company 
official. The boat competes in the 266-cubic-inch displacement class and is powered 
by a Dodge V-8 engine. Long believes the boat will exceed the present speed 


record of 121 miles per hour by 10 miles. 


means actual operation by an owner | reportedly indicated that similar ac- 


use in business or for pleasure pur- 
poses and was granted a certificate 
of title.” 
* * * 
i THE New York City area, the 
factory which was said to have 
punished three of its dealers also 
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YOU KNOW this tapered roller bearing is used on steering 


gears when it’s stamped with the number 5BC-6 (the second 
part number is seen on the bearing cup above). But the num- 
ber spells bearing extras—in quality and service—when the 
“Timken®” trade-mark is stamped’ beside. it. 





WE IMITATE maximum driving loads when we run front 
axle bearings on our new fatigue test machine. It determines 
the effect of spindle deflection on bearing life, tests seals and 
lubricants. It’s a small part of a big research program that 
helps make Timken bearings the number 1 value for a car’s 
moving parts—the vital zone. 


WHAT CAN YOU 
SPELL WITH 
NUMBERS? 





ONE WAY WE CHECK the accuracy of our machine and 
gage parts is to project them on a screen graduated to minute 
dimensions. It helps us give you bearings of uniform dimension 
—today, next week, next year. Such scientific measuring de- 
vices make another reason for always specifying ““Timken”’ 
with the bearing part number. And for full value, always use a 
Timken bearing cup with a Timken bearing cone. The Timken 
Roller Bearing Company, Canton 6, Ohio. 


TIMKEN is number 1 for VALUE where value counts most... in the vital zone 


TRADE MARK REG. U.S. PAT. OFF. 
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who acquired the vehicle for| tion would be taken against other 


dealers who order more cars than 
they can distribute in an “orderly” 
fashion, 

These measures heartened other 
dealers, who are convinced that the 
factories are in a position to do 
something about the bootlegging 
problem. 

Many point to the local Ford 
offices, which began working on 
this problem two years ago, when 
it began to appear in a few areas. 

Until recently, it was only rare- 
ly that a current-model Ford was 
found on a used-car lot. This, 
dealers feel, is proof that the 
problem can be licked at the 
factory level. 

Some dealers feel that the only 
solution to the bootlegging problem 
is within the dealer body itself. 
They say that if dealers would 
stop selling cars to the bootleggers, 
the*whole problem would be solved. 

A few dealers recommend that 
dealers refuse to sell cars for 
less than $300 to $350 above dealer 
cost. This, they claim, will force 
even the buyer who purchases 
the car for resale, to sell it at a 
price near or above the dealer’s 
price, 

Other dealers are asking for the 
return of sales territories, with 
clauses in their contracts for pro- 
tection against infringement. 

* * o 


i“ THE east, the largest Chevro- 
let dealer, it is said, isn’t even 
under contract to the factory. 
Another Chevrolet dealer, in a 
medium-sized town, says that 
although he is the only contract 
dealer in town, there are actually 
four Chevrolet dealers doing 
business. 

New Orleans dealers have joined 
the war on bootleggers by refusing 
to service cars the shady operators 
have sold. Franchised dealers there 
report that never before have so 
many independent operators had 
so many “new” cars for sale. 

In the recent Augusta flareup, 
franchised dealers called for a re- 
vamping of the factory retail dis- 
tribution, under which, they said, 
northern and eastern dealers got 
hundreds of cars a month and were 
forced to unload in bootleg channels. 


Nash-Hudson 


(Continued from Page 2) 


will be vested in a 10-man board of 
directors, consisting of Mason; 
Barit; Percy J. Ebbott, president, 
Chase National Bank, New York; 
Roy D. Chapin jr., Hudson director 
and son of one of the firm’s found- 
ers; George Romney, executive vice- 
president, Nash-Kelvinator; Harlan 
T. Pierpont, trustee and vice-presi- 
dent of Worcester (Mass.) Mechan- 
ics Savings Bank; James T. Wilson, 
board chairman, First National 
Bank, Kenosha, Wis.; H. G. Per- 
kins, vice-president, Nash-Kelvin- 
ator; George Granger Brown, dean, 
College of Engineering, University 
of Michigan, and Eustace Selig- 
man, a New York attorney. 


It is contemplated that Mason, 
president and chairman of Nash- 
Kelvinator, will hold the same 
positions with American Motors, 
and that Barit will serve as a 
consultant in addition to being a 
director. 

The Hudson meeting will be held 
in Detroit, while Nash-Kelvinator 
stockholders will meet in Baltimore, 
since the latter firm is a Maryland 
corporation. 
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Unly consistent power steering on the Nap 
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Safely the same at all speeds...the same in all hands...the same in all driving situations W onderful things keep 





In 1951, dealers in Chrysler Corporation cars were steering on the map... FULL-TIME power coming your way from 


first to introduce power steering to the American _ steering. This is no happenstance. It is tangible 


motoring public. Now, three exciting years later, evidence of the kind of leadership that has enabled Chrysler 


with power steering available on all 5 cars from Chrysler Corporation dealers to consistently offer 

Plymouth to Imperial, ChryslerCorporationdealers over the years more automotive firsts than any C t} 

are still out ahead with the only consistent power _ other single dealer group in America. or p ora 1i0n 
Plymouth *« Dodge « De Soto « Chrysler * Imperial — Dodge Trucks, MoPar Parts & Accessories, 
Oilite Metal Powder Products, Chrysler Marine & Industrial Engines, Airtemp Heating. Air Conditioning & Refrigeration, and Cvcleweld Cement Products 


Xt 
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FOB FACTORY 


Talk About Windshields 
Breaking Is Belittled 


CCORDING to informed Detroiters, reports of excessive 


glass breakage by owners 
windshields are in a class with 


of new cars with wraparound 
the premature report of Mark 


Twain’s death — the reports appear to be grossly exag- 
gerated. When the now-conventional curved windshields 


were introduced, there were 
similar unsubstantiated re- 
ports of windshield breakage. 


investigation at: that time showed 
that breakage during assembly was 
high initially, although this might 
have been anticipated in view of 
the design change. 

Rumors persisting at that time, 
and partly substantiated later, 
did not involve excessive break- 
age in the hands of owners. If 
the report was current when 
curved windshields were intro- 
duced that wholesale breakage 
had been experienced when the 
car was jacked up to change a 
tire, it failed to reach Detroit. 

The amazing thing about today’s 
crop of rumors is that, although 
there have been many reports of 
cracked windshields, nobody seems 
to have talked to anybody who has 
actually seen a cracked windshield. 


* * 


Confirmation Lacking 

AKERS of the rubber in which 

the new windshields are mount- 
ed know nothing about it, they as- 
sert. Glass producers admit some 
breakage has occurred during as- 
sembly, but say this was expected. 
They say they know nothing about 
large-scale breakage by car owners, 
although they have checked with 
Detroit garages. Detroit insurance 
firms are equally emphastic in de- 
nying that there has been any sig- 
nificant rise in claims resulting 
from windshield breakage. 


Wraparotnd windshields will 
be prominently featured in 1955 
car models, both by General Mo- 
tors and its competitors. These 
cars are already being tooled. 
The fact that car builders, in- 
cluding GM’s competitors, are 
willing to pay $12 to $14 per car 
to use this styling does not indi- 





Gliemical Industry 


Seen Headed. for 
Buyers’ Market 


NEW YORK.—For the first time 
in a decade or more, the prosper- 
ous chemical industry in the year 
ahead will have to exert vigorous 
selling efforts to move growing 
inventories, in the opinion of W. 
Mason jr., administrative  vice- 
president of Reichhold Chemicals, 
Ine. 

But in spite of the likelihood of a 
buyers’ market in the coming 
months, the industry as the whole 
expects to increase sales substanti- 
ally during 1954, Mason emphasized. 

Although most of the nation’s 
economists expect a moderate de- 
cline during the first half, he said, 
there are signs that basic demand 
for industrial chemicals will con- 
tinue high. | 

“With the easing of credit re- 
strictions, large numbers of homes 
and office buildings will continue 
to be built,” Mason said. “The auto 
makers expect to produce 1,700,000 
cars in the first quarter. 

“To meet this expected produc- 
tion, both the building and auto 
industries should make particularly 
heavy purchases of chemicals in 
the coming months.” 

Even allowing for this poten- 
tially increased demand, the steadi- 
ly growing capacity of chemical | 
manufacturers, Mason said, will 
make vigorous selling one of the 
industry’s major tasks during 1954. 

His own company, he said, is 
preparing to increase its sales vol- | 
ume beyond the current annua) 
figure of about $100 million by an 
expansion program begun in 1953. 

The program will enlarge and 
improve all of Reichhold’s 12 U. S. 
plants at a cost of $10 million, 
Mason said. The company operates 
32 plants throughout the world. 





cate any lack of confidence in 
wraparound windshield designs. 

Actually, the new windshields 
present new body construction 
problems that may require some 
time to solve to the complete satis- 
faction of everyone. As more glass 
is substituted for steel in passenger 
cars, ability of the body to absorb 
stress is changed. At least some of 
the steel replaced by glass must be 
put back in extra steel bracing in 
the body. This step has already 
been taken. 

The unpredictable thing about a 
major body change such as the use 
of a wraparound windshield, ac- 





cording to body engineers, is in- 
ability to determine how much 
stress may be locked up or expected 
on the windshield. 


* * * 


Unpredictable Stresses 


OME residual stress is often 

present following forming of the 
windshield. Variations in the body 
and the rubber mountings may re- 
sult in additional stress on the 
glass. If the worker on the assem- 
bly line is careless or indifferent, 
there may be further strain on the 
glass. Although such factors are 
difficult to measure, or anticipate, 
each must be considered. 


If wraparound windshields have 
done nothing else, they have 
started the juiciest rumor crop in 
Detroit in several years. These 
stories come cheaper by the 
dozen, but here are a couple of 
them: 

Chrysler was so concerned about 
windshield breakage that it bought 
a Buick and jacked the car up for 
all it was worth. Sure enough, the 
rumor says, the windshield broke! 
But a Chrysler engineer says that 
is bunk. They couldn’t get it to 
break by jacking, he says, although 
they noted stress in cornering. 

One car buyer bet another $20 
that if he jacked up his new car, 








“Only mechanic I know who 
road-tests ’em from the outside.” 





he would break the windshield. No- 
body saw the car being jacked up, 
but it was later reported that the 
windshield had cracked. All of the 
rumors similarly are second or 
third-hand: 

Detroit is used to rumors and 
usually discounts them. This year’s 


gossip, for some unexplained rea- 








son, seems to surpass anything of 
the past several years. It may be 
that the return of competitive sell- 
ing has something to do with the 


situation. 
* 


* * 
Improved Cup Packing 
Marketed by Houghton 

TRENTON, N.J.—E. F. Houghton 
& Co. is now marketing a cup 
packing made from leather impreg- 
nated with a “Thickol” liquid poly- 
mer, giving the leather the resili- 
ence of rubber. 

The new leather packings per- 
form well under extreme pressures 
and temperatures and provide ex- 
tremely tight seals against oils, sol- 
vents and gases, the manufacturers 
say. 

* * o 

Steel Specialties Listed 

FERNDALE, Mich. — Hammered 
forgings, composite die sections and 
cast-to-shape tool steels produced 
by its forging and casting division 
here are described in a new book- 
let issued by Allegheny Ludlum 
Steel Corp. Copies are available 
from the company’s Advertising 
Department, 2020 Oliver Bldg., 
Pittsburgh 22, Pa. 
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ST. JOSEPH, Mich.—Nylen Prod- 
ucts, Inc., manufacturer of original 
and replacement pistons, will begin 
construction later this year of new 
manufacturing facilities in Bridg- 
man, Mich. 

_ Officials of Nylen, which recently 





Look closely at the three little pigs in 
3 the photograph opposite, and see forty years 
‘ of history in three significant pork symbols! 

All three pigs are five months old, born 

in the same litter. But . . . 

The pig on the left, fed the 1910 ration 
of 97% corn, weighs 105 lbs.—ate 523 lbs. 
of feed to gain 100 lbs. 

The center pig, fed the usual 1930 ration 
of corn plus tankage, weighs 136 lbs.—used 
364 lbs. feed per 100 lbs. gain. 

The pig on the right, fed a new mixed 
** Minnesota Supplement,” 
—needed only 287 lbs. feed to gain 100 lbs. 


ll 


Wrruscientific feeding, the pigs get fatter 
by eating less. This experiment conducted by 
Professor L. E. Hanson, of the University of 








Learner Hudson Opens in Oakland— 


A. L. Learner has opened one of the largest Hudson dealerships in California. 
Located in Oakland, the new firm has a floor area of more than 100,000 square feet. 


Nylen to Build Plant in Bridgman, Mich. 


sold its St. Joseph plant to Bendix 
Aviation, said increased demand for 
Nylen products necessitated the 
new plant. The present address is 
Nylen Products, Inc., St. Joseph, 
Mich. 


Three littie pigs 


. pinch hit for statistics! 
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Coming Events= 





Dealers Auto Shows 


Feb. tae Auto Show, Hunt 
Armory, Pittsburgh. 


Feb. 20-28—4/st Detroit Auto Dealers As- 
e— Auto Show, State Fair Grounds, 
ror 


Feb. 20-28—Washington, D. C. Auto Show, 
D. C. National Guard Armory, Wash- 
ington, D. C. 


Feb. 25-27—Ogdensburg fate Show, State 
Armory, Ogdensburg, N 


Feb. 26-28 — Lowell Auto a Lowell 
Memorial Auditorium, Lowell, Mass. 


Feb. 27-March 6—Kansas City Auto Show, 
Municipal Auditorium, Kansas City, Mo. 

March 2-6—Wyoming Valley Automobile 
Show, West Side Armory, Kingston, Pa. 

March 4-6—Ogdensburg Auto Show, State 
Armory, Ogdensburg, N. Y. 

March 7-10—Evansville Automobile Show, 
Evansville Armory, Evansville, Indiana. 
March 13-20—Rochester Auto Show, State 

Armory, Rochester. 

March 13-2I—Chicago Auto Show, 
national Amphitheater. 

March 26-28—Lewiston Auto Show, Lewis- 
ton, Idaho. 

March 27-28 — Kansas Automobile Show, 
Hutchinson Sports Arena, Hutchinson, 
Kansas. 

April 3-11 — Quad-City Autorama, Rock 
Island Armory, Rock Island, Ilinois. 
April 19-25— Denver Auto Show, Denver 
Municipal Bldg., Denver. 


Inter- 





Dealers Conventions 


Feb. 27 - March 6—Motor Car Dealers As- 
sociation of Greater Kansas City Con- 
vention, Municipal Auditorium, Kansas 
City, Missouri. 


March 4-6—Northern California Motor Car 
Dealers Association Convention, Fair- 
mont Hotel, San Francisco, Calif. 


March 8 — Louisiana Automobile Dealers 
Association Convention, Roosevelt Ho- 
tel, New Orleans. 

March 24—Rhode Island Automobile Deal- 
ers Association, Sheraton-Biltmore Hotel, 
Providence. 

March 29-30—lowa Automobile Dealers 
Association Convention, Hotel Fort Des 
Moines, Des Moines. 


March 30—Brooklyn & Long Island Auto 
Dealers Association Convention, Hotel 
Granda, Brooklyn. 

April 15-l16—Automobile Dealers Associa- 
tion of Indiana Convention, Claypool 
Hotel, Indianapolis. 

May 10-11 — Missouri Automobile Dealers’ 
Association Convention, Muehlebach 
Hotel, Kansas City, Missouri. 

May I1!-12 — Massachusetts State Automo- 
bile Dealers Association Convention, 
Hotel Statler, Boston. 

May 18-23 — North Carolina Automobile 
Dealers Association Convention, Cruise 
to Bermuda aboard the Queen of Ber- 
muda. 

May 18-23—South Carolina Automobile 
Dealers Association Convention, Cruise 
to Bermuda aboard the Queen of Ber- 
muda. 


and prosperity. The farm family is a prime 
prospect for better housing, new furniture 
and furnishings, conveniences and luxuries. 


Servine the country’s best farmers, with 
the highest buying power, SuccEssFUL FARMING 
concentrates its 1,250,000 circulation in the 
agricultural Heart states ...and has eight out 
of ten of its farm subscribers in the 39% top 


bracket farms that earn 88% of the country’s 


weighs 200 lbs. 


Minnesota, is also indicative of the advances 


in farming in the last forty years. 

No other industry has changed so much, 
is changing so fast. Research steadily finds 
new methods of increasing production, while 


lowering costs. 


A good farmer today is a good business 
man; and good customer for chemicals, tools, 
machinery, and assorted equipment. 

The farm home also reflects farm progress 





















farm income. The average annual cash income 
of SF farm subscribers is about $10,000— 
64% above the national farm average. 





With this audience, general media and T'V 
have only limited influence. The national 
advertiser needs SuccessFUL FARMING for its 
deep penetration, high readership, and family 


influence based on more than a half century of 


MEREDITH PuB.LisHinc Company, Des Moines... 
and New York, Chicago, Detroit, Philadelphia, 
Atlanta, Cleveland, San Francisco, and Los Angeles. 


service—and to balance national schedules, 
get the most of today’s and tomorrow’s farm 
automotive sales potential. 

For full facts, call the nearest SF office. 
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May 27-28—Michigan Automobile Dealers 
Association Convention, Pantlind Hotel, 
Grand Rapids. 

June 3-5— Washington State Auto Deal- 
ers Association Convention, Bellingham, 
Washington. 

June — Automobile Trade Association of 
Maryland Convention, Ocean City, 
Maryland. 

June 7-8—Automobile Dealer Associations 
of Ontario Convention, Sheraton Brock 
Hotel, Niagara Falls. 

August — Automobile Dealers Association 
of West Virginia, Greenbriar Hotel, 
White Sulphur Springs. 

Sept. 10-11—Colorado Automobile Dealers 
Association, Broadmoor Hotel, Colorado 
Springs. 

Sept. 12-14—New York State Automobile 
Dealers’ Convention, Saranac Inn, Sar- 
anac, New York. 

Sept. 10-12— Maine Automobile Dealers 
Association Convention, Samoset Hotel, 
Rockland, Maine. 

Sept. 19-20—Automobile Dealers Associa- 
tion of North Dakota, Convention, Far- 
go, North Dakota. 

Sept. 20-2I1—Minnesota Automobile Deal- 
ers Association Convention, Nicollet Ho- 
tel, Minneapolis. 

Sept. 20-2i—Wisconsin Automotive Trades 
Association Convention, Hotel Schroe- 
der, Milwaukee. 

Sept. 23-24—New Jersey Automotive Trade 
Association Convention, Atlantic City. 
Oct. 3-5—Automobiie Dealers Association 
of Alabama convention, Biloxi, Missis- 

Sippi. 

Oct. 8-9—Pennsylvania Automotive Asso- 
ciation Convention. Haddon Hall, At- 
lantic City, New Jersey. 

Oct. 10-12—Texas Automotive Dealers As- 
sociation Convention, Gunter Hotel, San 
Antonio. 

Oct. 17-18—Georgia Autornobile Dealers 
Association Convention, General Agle- 
thorpe Hotel, Savannah. 

Oct. 17-19—Tennessee Automotive Associa- 
tion Convention, Peabody Hotel, Mem- 
phis. 

Oct. 23-25—Arkansas Automobile Dealers 
Association Convention, Horel Marion 
Little Rock. 

Oct. 24-26 — Florida Automobile Dealers 
Association Convention, Hotel George 
Washington, Jacksonville. 

Oct.—Connecticut Automotive Trades As- 
sociation Convention, Hartford. 

Nov. 7-9—Ohio Automobile Dealers Asso- 
ciation Convention, Hotel Mayflower, 
Akron. 

Nov. 7-9 — Kentucky Automobile Dealers 
Association Convention, Kentucky Hotel, 
Louisville. 

Nov. 29- Dec. I—Idaho Automobile Deal- 
ers Association Convention, Boise Hotei, 
Boise. 

Dec. 2—Utah Automobile Dealers Associa- 
tion Convention, Newhouse Hotel, Sait 
Lake City. 

Dec. 8— Milwaukee County Automobile 
Dealers Association Convention, Milwau- 
kee Athletic Club, Milwaukee. 

- * + 


General 


March 2-4—Society of Automotive Engi- 
neers (National Passenger Car, Body, 
and Materials Meeting), Statler Hotel, 
Derroit. 

March 4-7 — Pacific Automotive Show, 
Seattle Civic Auaitorium. 
March 6-14—GM Motorama, 
Auditorium, Los Angeles. 
March 27-29—Nationai Iruck Leasing Sys- 
tem Conterence, The Greenbriar, White 

Sulphur Springs, West Virginia. 

March 27- Apr. 4—GM Motorama, Civic 
Auditorium, San Francisco. 

April 6-11—Easter Parade of Stars Auto- 

| mobile Show, Waldorf - Astoria Hotel, 
New York City. 

April 26-28—1954 Metal Powder Show and 
Tentn Annual Meeting of Metal Powder 
Association, Drake Hotel, Chicago. 

May 4-6— National Highway Users Con- 
terence, Mayflower Hotel, Washington, 
Db. C. 


May 13-15—Association of American Bat- 
Greenbriar 


Pan Pacific 


tery Manufacturers, Inc., 
Hotel, White Sulphur Springs, West 
Virginia. 


May 24-26—Automotive Engine Rebuilders 
Association, Statler Hotei, Buffalo. 


June 6-l!1—Society of Automotive Engi- 





neers (Summer Meeting), Ambassador 
and Ritz-Carlton Hotels, Atlantic City, 
N. J. 

August 16-18—Society of Automotive Engi- 
neers (National West Coast Meeting), 
Los Angeles. 

Sept. 15-17 — National Petroleum Assn. 
(52nd Annual Meeting), Traymore Hotel, 
Atlantic City, New Jersey. 

Sept. 20-22—Truck Body and Equipment 
Association, Inc., Hotel Statler, Buffalo. 

Oct. 18-22—National Safety Council, Chi- 
cago, Illinois. 

Oct. 25-27—National Association of Inde- 
pendent Tire Dealers, Sherman Hotel, 
Chicago. 


Oct. 25-29— American Trucking Associa- 
tions, Inc., Waldorf-Astoria Hotel, New 
York City. 

Nov. 15-17— American Finance Confer- 


ence, Commodore Hotel, New York 


City. 
Dec. 6-7—National Standard Parts Associ- 
ation, Hotel Sherman, Chicago. 


Canadian Dealers Admit 


Defrauding Credit Firm 
OTTAWA. — Lyle Smith, presi- 
dent of the Defunct Dundas Auto 
Sales Co., Ltd., Winchester, Ont., 
and Lloyd Bilow, Winchester 
dealer, have pleaded guilty to 
charges of defrauding Commercial 
Credit Corp., Ltd., of Ottawa. 
Detective Sgt. Albert Leblanc, 
testified that Smith and Bilow 
had submitted forged contracts. 
Counsel for the defendants stated 
that the finance company had been 
paid back. 
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Introducing a completely new kind of sports car... 


Ey Ne ERT SE re meme 


a, truly fine car... with a new concept of low-silhouette styling 
... road-hugging stability ... and high performance 
... plus the comforts, conveniences and all-weather protection 


of today’s modern automobile. 





7ee FORD 


WORLDB PREMIERE 
DETROIT AUTO SHOW * February 20-28 


Also on Display 


KANSAS cen AUTO SHOW 
March 3-6 


CHICAGO AUTO SHOW 
March 13-21 





AVAILABLE TO DEALERS EARLY THIS FALL! 





yh AE TL mex ¢ ‘ 
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Another Ford First! 


Ford Division of Ford Motor Company presents the 
Thunderbird . . . a new concept in sports cars developed 
expressly for those who desire something unusual in 
personal transportation. 


It’s an American-designed car with far more elbow and 
leg room than the conventional two-passenger sports car. 
Its body is all steel—with dependable, time-tested con- 
struction. Most of its major parts are interchangeable 
with those of other modern and advanced Ford models. 
And though the Thunderbird is distinctively new and 


One more reason why 





TA, undonhind. 





different, it is so engineered and built that it can be 
serviced by Ford Dealers — everywhere. 


Among the many features that make the Thunderbird 
unique on the American Road are: Thunderbird Special 
160-h.p. Y-block V-8 engine with four-barrel carburetor 
* Choice of two tops — built-in, convertible-type top — 
and an easily-removable glass-fibre hard top for all- 
weather comfort * Wide angle windshield > Safety-glass 
roll-up windows > _ Telescopically-adjustable steering 
wheel >» One-piece, form-contoured seat > Ball-Joint 
Front Suspension > Recessed door handles * Choice of 
Conventional Drive, Fordomatic or Overdrive *« Choice 
of all power assists. . . . There's nothing else like it! 


it’s GREAT to be a FORD Dealer! 


Division o f 


FOR D 


MOTOR 





COMPAN Y 
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AUTOMOTIVE WASHINGTON 
How Federal Bureaus 


Affect Auto Industry 


By William Ullman 


Washington Correspondent 


ERHAPS because I have not been quite clear, or adequate 
—or for some other reason—every now and then I get a 
letter from some AUTOMOTIVE NEws reader asking me to ex- 
plain this or that, of obvious interest, which I had tried to 
make clear in the first place. Most of these queries concern 
the complexities of the® ae EE ng 
Government agencies having 
to do with the retail end of 
the automobile business. 

Now that NPA, OPS and Regu- 
lation W have gone with the wind, | 
so to speak, dealers in the far 
corners of the nation are wonder- 
ing what next. In their local papers, 
it seems, they do not get the de- 
tails regarding just what the Gov- | 
ernment planners are planning for | 
them. And so they ask, “Where are! witiam Uliman 


we—what’s cook- 
ing?” 

Most of the 
questions I have 
tried to answer 
from the Wash- 
ington standpoint 
from time to time, 
but AUTOMOTIVE 
News, with its 
space not being 
unlimited, must 
necessarily stop 





short every now and then. But here 
is a brief supplementary rundown 
which, I trust, brings the Govern- 
ment program concerning automo- 
biles down to the minute. 

* * * 


The Agencies Concerned 


HE fortunes of the automotive 

industry — meaning the manu- 
facture of cars—and the automotive 
trade—meaning the retail selling of 
autos—are at the moment largely 
in the hands of the Department of 
Commerce which, as its name im- 
plies, is a Government agency de- 
voted to the welfare of American 
business. 

Here are some of the other Gov- 
ernment agencies: 

The Department of Labor, which 
always has been labor-wise in its 
views. 

The Federal Reserve Board, 
which regulates credit terms, as 
most car dealers will sadly recall. 

The Interstate Commerce Com- 
mission, which seems to be for- 
ever in argument with the truck- 
ing industry. 

The Federal Trade Commission, 
which keeps an eye out for dubious 
selling practices. 

The Department of Justice, which 
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Roads Bill Proposes 


Extra $225 Million 


WASHINGTON. — A bill call- 
ing for a $225 million increase in 
Federal aid for highway con- 
struction was introduced in the 
House last week by Rep J, Harry 
McGregor, Ohio Republican, The 
bill was endorsed by President 
Eisenhower. 

The increase would up Federal 
road expenditures from $575 
million a year to $800 million. It 
would be for the fiscal years 
ending June 30, 1956 and 1957, 
and $200 million would be con- 
tingent on continuance of the 
two-cent Federal gasoline tax, 
due to expire in April, Since the 
bill is on a Federal-state match- 
ing basis, it could mean an ad- 
ditional $450 million annually for 
roads. 





watches for monopolistic tendencies 
on the part of big business. 

All other departments — Interior, 
Agriculture, Post Office and so on— 
come into the automotive picture 
at some point but, excepting the 
Office of Defense Mobilization, 
which is the ruling hand at the 
throttle of the entire machine, the 





More MIICKER »,Pumps 


than all other makes combined are used for 


HYDRAULIC POWER STEERING 


‘ People who loek for 
quality look to 


VicKERs 





As the sleek modern automobiles roll over the highway, more 
and more of them have hydraulic power steering. Power 
Steering has caught the interest of all motorists. Demand for it 


is rocketing. 


More Vickers Pumps are used for hydraulic power steering 
than all other makes combined because Vickers pumps have 


the quality and characteristics needed. 


’ Vickers, with more than 25 years experience in building 
hydraulic pumps of all kinds (including those for power steering 
heavy vehicles) was ready with the right pump. Hydraulic 
balance eliminates pressure-induced bearing loads. Pressure 
compensation maintains optimum running clearances. The result 
is high operating efficiency, and exceptionally long life with a 
minimum of attention required. They deliver ample power 


over a very wide range of operating speeds. 
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Department of Commerce is the big 
brother—not the big boss—of the 
motor world. 

* iB * 
Commerce Chiefs 


ITHIN the Department of Com- 

merce there is the Bureau of 
Public Roads, the Bureau of the 
Census, the National Bureau of 
Standards, the Patent Office and 
the Business and Defense Services 
Administration, all of the utmost 
importance to the manufacture and 
selling of motor cars. 

It is here that we find, in the 
Business and Defense Services Ad- 
ministration, the automotive divi- 
sion which, in the main, deals with 
the factories, and the Office of Dis- 
tribution, which, as its name im- 
plies, devotes itself to the problems 
of those who get commodities from 
where they are manufactured to 
deliver them to where they are 
needed—or wanted. 

The Department of Commerce 
is a vast institution, but here is 
a concise breakdown from the top 
right to the automotive business: 

Top man is Sinclair Weeks, who 
is secretary and a member of the 
President’s Cabinet. Robert B. Mur- 
ray jr., is undersecretary for trans- 
portation. Lothair Teetor, former 
president of Perfect Circle Piston 
Ring Co., is assistant secretary of 
commerce for domestic affairs. 
Charles Honeywell is administrator 
of the Business and Defense Serv- 
ices Administration and George 
Davis is director of the automotive 
division. Henry Ketchum is director 
of the Office of Distribution. 

= * * 


Want More Service 


i is the lineup direct from 
the top to the car maker and 
seller. Of course, there is director 
of the Bureau of Standards, chief 
of the Bureau of Public Roads, and 
so on, but we are dealing at the 
moment only with those who would 
have to do with making and selling 
cars. 

Secretary Weeks’ duties encom- 
pass all, as witness his chairman- 
ship of the just-ended White House 
Conference on Highway Safety. 

Teetor and Honeywell are on 
the upper line leading to the auto- 
motive division. In this depart- 
ment are three competent men— 

Director George Davis, a Govern- 
ment career man, who is reputed 
to be .one of the best informed 

automotive men in public service; 

George Curtis, deputy director, in 

charge of passenger cars, and 
Raymond Fussell, in charge of 
trucks and trailers. 

If these men could have their 
wishes, there would today be con- 
siderable more automotive service 
than the industry gets. But, unfor- 
tunately, Congress cut their budget 
to the bone in keeping with the 
Administration’s economy program. 

There are scores of other titled 
men in the Department of Com- 
merce whose chores touch automo- 
tive boundaries—and in very impor- 
tant ways—but these are not on 
the direct route from the assembly 
line to the showroom. Yet they all 
have an essential part in the whole 
of the automotive industry as well 


as in other industrial fields. 
* * * 


Weeks Handicapped 


7 Washington beat is a long 
one for the men here who repre- 
sent the Automobile Manufacturers 
Assn., the American Trucking 
Assns., the NADA, the tire, fuel and 
other allied motor interests. There 
are many lines to check, watch and 
follow, but just now the principal 
huddle is at the Department of 
Commerce, where Secretary Weeks 
is doing his utmost to serve all 
business better than ever before 
and is badly handicapped by a lack 
of working funds. 

Unless there is an unexpected 
upset in international affairs, 
Weeks, Teetor and Honeywell, 
working in cooperation with 
ODM Director Arthur Flemming 
and Secretary of Defense Charles 
E. Wilson, soon will have a 
smooth-operating production and 
distribution program. 

They hope to have such a pro- 
gram before there is an upset, so 
that if one should come there wil 
not again be the delays and in- 
equities that existed in past emer- 
gencies. 

That, of course, is the wartim« 
aspect of the planning, and th: 
Washington representatives of th 
automotive industry are right o1 
top of those plans as they are pro- 
posed, discussed and okayed. 
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By Leo T. Parker 

Attorney at Law 
A FEW days ago an automobile 
£& dealer asked, “Is an automo- 
bile dealer required to use con- 
siderable care to prevent injuries 
to all persons who come onto his 
premises?” 

The answer is no, except for 
persons who come on the 
premises for business purposes. 
For example, in Ockerman v. 

Faulkner’s Automobile & Garage, 
261 S. W. (2d) 296, the testimony 
showed these facts: Rev. Ockerman 
went to the Faulkner Automobile 
& Garage to see Faulkner concern- 
ing an “improvement program in 
progress at the Methodist Church.” 
ok 1“ a 
Injuries Sustained 


EV. OCKERMAN walked 

through a passageway into an 
elevator and proceeded toward the 
second floor. But he “slipped” and 
sustained severe injuries. 

In subsequent litigation the 
higher court held that the Faulk- 
ner Atuomobile & Garage was 
not liable for the injuries sus- 
tained, The court said: 

“In the light of the evidence we 
think it is clear that Rev. Ocker- 
man was not on the premises as a | 
business visitor to whom the) 
Faulkner Automobile & Garage 
owed a duty to make them safe or 
to warn him of the dangerous con- | 
dition. At most, Rev. Ockerman 
was a licensee to whom the garage 
owed no duty as to the condition 
of premises.’ 


Valuation I mapansael 


A FEW days ago a reader wrote, 
“I operated an automobile 
business for many years, and then | 
organized a corporation to take 
over the business. The corporation’s 
directors placed a high book value | 
on the property, and assets which | 





Promote Training, 
Canadian Auto 


Group Is Urged 


MONTREAL.—Delegates to the | 
Canadian Automotive Wholesalers 
and Manufacturers Assn. conven- 
tion were told to promote training 
programs that would include 
“everyone from the office boy up.” 

Dr. Gordon Guest, staff develop- 
ment consultant for Canadian In- 
dustries, Ltd., said that the most 
important part of the training 
should be the coaching of the sub- 
ordinate by his immediate superior. 

“Do everything possible to make 
your salesmen feel they are im- 
portant to the organization and 
that they are members of your 
team,” he urged. “A _ successful 
business is one that is always in- 
creasing management by promoting 
initiative and invention.” 

Advertising and promotion 
awards, donated by the Automo- 
tive Advertising Council of Chi- 
cago, were presented to Mackenzie, 
White & Dunsmuir, Vancouver, B. 
C., United Auto Parts Ltd., Mon- 
treal, and Black Bros., Ltd., Van- 
couver, B. C. 

The following officers were 
elected: President, S. C. Russell, 
Toronto; senior vice-president, I. 
H. Cumberland, Toronto, and junior 
vice-president, F. J. Mitchell, Ham- 
ilton, Ont. 

Directors named were S. Hawitt, 
Brandon, Man.; J. M. Meldrum, 
Vancouver, B. C.; R. Swetnam, 
Halifax, N. S.; K. Jackson, Oshawa, 
Ont., and D, S. McKeracher, L. W. 
Nourse, Charles Carter and Doug- 
las Pocock, all of Toronto. 


Dow in Canada 

MIDLAND, Mich, — Dr. W. R. 
Collings, general manager of Dow 
Corning Corp., has announced that 
its recently organized Canadian 
subsidiary, Dow Corning Silicones, 
Ltd., has moved into its new office 
and warehouse building on Tippet 
Rd., Wilson Heights, Toronto. D, C. 
R. Miller is general manager of the 
new company. Miller formerly 
served as manager of the Dow 
Corning products division of Fiber- 
glas Canada Ltd. since the begin- 
ning of its sales activities on sili- 
cone products. 
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Lawsuits Affecting Dealers .. . 


ecisions 


I transferred to the corporation, 
In fact the corporation’s book 
value is more than twice my 
value before the corporation was 
organized. Now the federal tax 
commission claims I am deficient 
on my tax payments and is suing 
me for a large amount of money, 
plus interest, penalties, etc. Can 

I win this suit?” 

The answer is yes. This is so be- 
cause only recently a higher court 
rendered a decision holding that 
the difference in mere book values 
is not taxable profit. 

7 + + 


Business Reorganized 


For example, in Commissioner of | 


Corporations and Taxation v. 
Newton, 86 N. E. (2d) 524 the 
testimony showed these facts: Two 
men named Newton and Washburn 


had conducted a business for a} 


number of years when they 
organized a corporation to succeed 
the partnership. 


The value of the partnership ! 


Eaton 2-Speod 








assets including real and personal 
property amounted to $121,399. 
Upon the conveyance of the assets 
to the corporation these assets 


| were carried upon the books of the 
| corporation as $375,000. 


The tax commissioner de- 
termined that the taxpayers, 


Newton and Washburn, had a | 


“gain” taxable as income because 
the corporation’s book value of 
assets was almost three times 
the book value of assets claimed 
by the partnership. 

In other words, the tax com- 
missioner ordered Newton and 
Washburn to pay taxes on the dif- 
ference between $375,000 and $121,- 
399. They appealed to the higher 
court which reversed the com- 
mission’s decision, and said: 


“At the time of incorporation 
these assets, which had a book 
value of $121,399, were more than 
trebled in value in setting them 
up on the corporate books. This 
was a mere bookkeeping device. 
There is nothing to show that the 
increased valuation was the fair 
market value of the assets. They 
were worth no more a minute 
after they were transferred to the 
corporation than they were a 
minute before. ee 


a 


| 





at lower cost 


ia 
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L-M Dealers Discuss Merchandising— 


A three-week conference on merchandising problems was held in Detroit by 23 
representatives from Lincoln-Mercury dealerships. Shown in front row (from left), are 


W. T. Hanna jr., Shreveport, La.; A. J. LaMontagne, Greenfield, Mass.; R. J. McClellan, 
Minneapolis; D. Mace, Terre Haute, Ind., and C. W. Solberg, Aberdeen, Wash. Sec- 
ond row: P. C. Rademacher, Alma, Mich.; H. A. Theurer, York, Pa.; J. L. Engle, Mar- 
shall, Mo.; D. R. Petelle, Chicago; A. Kreuzberger, San Francisco; F. Ghent, Fort 
Collins, Colo.; J. B. Grafton, Mansfield, O.; W. J. Koloseike, Chicago, and W. A. 
Dietrich, Williamsville, N. Y. Third row: Michael. G, Orlovich, manager of the con- 
ference; R. L. Stubbs, Silver Spring, Md.; B. A. <@#Bs@W,-Houston; J. R. Puskarz, Forest- 
ville, Conn.; R. Fulton jr., Chickasha, Okla.; G. M. Manderbach, Reading, Pa.; M. P. 
Kleinkort, St. Louis; R. P. Sullivan, Hackensack, N. J.; C. G. Smith, Ann Arbor, Mich., 
and J F. Hinder, Aberdeen, Md. 













Eaton 2-Speeds give drivers the right gear ratio for road, 
load, and traffic conditions; permit quicker trips with 
full loads; reduce both operating and maintenance costs, 
make trucks last longer and worth more when traded in. 


Operators’ performance records prove it! 





© 


EATON ..... 


MANUFACTURING 


PRODUCTS: Sodium Cooled, Poppet, and Free Valves » Tappets « Hydraulic Valve Lifters « Valve Seat Inserts « Jet 


AXLE DIVISION ————— 


COMPANY 


CLEVELAND, OHIO 


Engine Parts « Rotor Pumps « Motor Truck Axles « Permanent Mold Gray Iron Castings « Heater-Defroster Units « Snap Rings 
Springtites « Spring Washers « Cold Drawn Steel + Stampings « Leaf and Coil Springs e Dynamatic Drives, Brakes, Dynamometers 





~ Seven solid reasons why 
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the future is bright 


A red-hot, new addition 
to the Jet series 


The Hudson Jet-Liner, with new 
luxury —and at prices starting near 
the lowest—is a Hornet in every- 
thing but price and size. The entire 
Hudson Jet series outdemonstrates 
anything near the price. Owners 
everywhere rave about the Jet’s 
ease of handling, economy, amaz- 
ing roadability and get-up-and-go! 


The spectacular Wasp 
at a new, lower price 


A sleek running mate to the fabu- 
lous Hornet—now more powerful, 
more glamorous, and at a new, 
lower price. The Wasp in the 
low-medium price field, like all 
Hudsons, has a new Instant Action 
Engine with Super Induction, for 
instant power response at every 
point in the driving range. 


THE NEW HUDSON JHA -*LIVER 


Style leader in a great line of powerful Hudson Jets, the 
new Jet-Liner reflects quality and luxury in every detail. 


THE FABULOUS HUDSON 


HORNET 


Star of the Hudson line—a glamorous car with 
an impressive performance and endurance 


A more fabulous 
Hudson Hornet 


National Stock-Car Champion for 
the second straight year, and now 
the 1954 Hornet is more powerful 
than ever. It features new luxury 
interiors, color harmonized with 
sparkling new exterior colors. Here’s 
glamour and power that are sales 
naturals on any showroom floor or 
demonstration ride. 


record to back up its handsome, new styling. 


sacar rarer as 
ai. ¥ ay rey § 


Wea a ee eT PT PCT 
; aA, ” 











Widest market ‘cover- 
age in the industry 


No other car name is within the 
reach of so many pocketbooks. 
Hudson dealers have a fine quality 
product to meet the needs of 94 
per cent of all the new-car buyers 
in their areas—with prices starting 
near the lowest. This is a market 
potential without equal anywhere 
in the business. 











~ 


> 
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for Hudson dealers! 


Greatest number of ex- 
clusive selling features 


Exclusives mean sales and Hudson 
has them—quickest power response 
ever seen from Instant Action En- 
gines with Super Induction—best 
roadability from “‘step-down’’ de- 
sign with its low center of gravity 
—most rugged construction with 
Monobilt body-and-frame* — 
Triple-Safe Brakes—and more! 


*Trademark. Patented. 


a 


Liberal territories, 
liberal franchise 


As one Hudson dealer put it, “I 
have enough territory to develop 
profitably.’’ Another said, ‘‘A 
Hudson franchise is not like being 
an ordinary dealer. I’m not forced 
into any activity or inventory that 
doesn’t fit my operation.’’ A 
Hudson franchise is a real 
opportunity. 


THE SPECTACULAR HUDSON WASP 
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Useful cooperation by 
factory executives 


Quoting a typical Hudson dealer: 
“‘We’re helped by your field force. 
Moreover, we have contact with 
the company in Detroit on the 
highest level. We can get informa- 
tion and decisions from the top.” 
You’re more than a name in a file, 
when you’re a Hudson dealer. 





Stepped-up power, and new styling inside and out, put the new Hudson Wasp 


definitely into the running as “best buy in the low-medium price field.” 


@ A few choice opportunities are available for new Hudson dealers. If 


the above line-up of solid reasons why the future is bright with a Hudson 
franchise look good to you, contact C. A. J. Hadley, Sales Manager, 
Hudson Motor Car Company, Detroit 15, Michigan. 





as 





18 





Beacham Honored by Ford Dealers— 


Dealers in the Washington sales district presented a silver tray engraved with their 
names to C. R. Beacham, Ford division northeast regional sales manager, upon his 
transfer from a similar post in the southeast region. From left are C. E. Bowie, 
assistant general sales manager for field operations; C. Gordon Johnston, southeast 
regional sales manager; Robert L. Lewis, president of the District of Columbia Ford 
Dealers Advertising Fund and executive vice-president of Stevart Motors, Washington; 
Beacham; R. S. McNamara, assistant general sales manager; Emerson Planck, Wash- 
ington district sales manager, and Guy Hamilton jr., assistant general sales manager 
for planning and analysis. 


Strong Closes Doors 


L. H. Strong Motor Co., Salt Lake | company president, has announced. 
City, Hudson distributor in a four- Strong said he will retain title 
state area for 14 years, is discon-| and ownership to the property at 
tinuing operations, L. H. Strong, | 679 S. Main. 


at 








Dealer 


Morcombe Buick, Plymouth, Ind., 
has held a three-day grand opening 
to celebrate completion of its new 
one-story quarters at 934 W. Jeffer- 
son. Boyd Morcombe is the dealer. 


* * * 


Schwoerer Elected Head 


Of Dealer Group in Ohio 

Arthur W, Schwoerer has been 
elected president of The Muskin- 
gum County (0O.) Automobile 
Dealers Assn, 

Other officers are Donald Lane, 
vice - president; Paul VanWye, 
treasurer, and William M. Corry, 
executive secretary. 


25th Birthday 
Loder Bros. Is Incorporated 


To Mark Occasion 


The 25th anniversary of Loder 
Bros., Oldsmobile dealership in 
Salem, Ore., has been observed 
with the incorporation of the firm 
at $100,000 capitalization. 

Loder Bros. was founded by 
Wayne Loder, and the late James 
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Doings 


Loder. The firm was a partnership 
until the death of James Loder 
in 1950. 

Incorporators and owners under 
the recent change are Wayne 
Loder, president; Willard Wilson, 
secretary, and James C, Loder jr., 
treasurer. Mrs. James Loder is 
vice-president. 

* > * 


Scott Heads Retailers 


R. T. Scott, of McDonald-Scott 
Chevrolet Co., has been elected 
president of the Oklahoma City Re- 
tailers Assn. © 

+ * * 


Stephens Elected President 
Of Washington Association 

Lloyd H. Stephens, Longview, 
Wash., has been elected president 
of the Cowlitz County Automo- 
bile Dealers Assn., succeeding 
Ivan Thornley. 

Ben Polacek, Kelso, was re- 
elected vice-president and James 
Barnes, Longview, was elected 
secretary-treasurer, replacing J. 
M. Manning jr., Longview. 

Plans for the second annual 
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OF THE MOTORAMA ! 


eee-and Original Equipment on Nearly as Many 
New Cars as All Other Makes Combined 
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5 ~~ — The 40th yeor Codillocs | ~ 
hove been AC-equipped. 
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OLDSMOBILE STARFIRE { 
( The 43rd yeor Oldsmobiles | 
hove been AC-equipped ; 
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BUICK SKYLARK 
The 46th yeor thot Buicks | 
" have been AC-equipped. 


PONTIAC STARCHIEF ; 
The 28th year Pontiacs 
have been AC-equipped. 
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auto show sponsored by the Kelso 
Rotary club were discussed, The 
show will be held in early March 
in the Columbia Empire Fair- 
grounds pavilion. 

+ * * 


Biles Purchases Bailey Deal 


After Service with Buick 

Bailey Buick Co., 14400 Detroit 
Ave., Lakewood, O., established for 
34 years, has been purchased by 
Allan M. Biles, 
Flint, and re- 
named Biles 
Buick, Inc, 

Biles was asso- 
ciated with Buick 
dealerships from 
1923 to 1935. From 
1935 to 1948 he 
was sales manager 
of the factory re- 
tail store in De- 
troit. From 1948 
to 1953 he was 
branch manager of the Detroit out- 
let and most recently he was branch 
manager of Buick retail store in 
Flint. 


Allan Biles 


Distributor Firm Opens 
In Fairbanks, Alaska 


Fairbanks Motors, the automotive 
division of Northern Commercial 
Co., has opened sales and shop 
facilities in Fairbanks, Alaska. The 
firm is a distributor for Buick, 
Dodge and Plymouth cars as well 
as Mack, Kenworth and Dodge 
trucks. 

Ted Rizer is manager of the firm; 
Charles Hall, parts manager, and 
George Sandstrom, used-car man- 


ager. 
x 


* * 
ee S s 
Untiring Service 

Dingeman’s Civic Leadership 

Cited by C of C 
A. J. Dingeman, Ford dealer in 
Oxnard, Calif. has received a 
meritorious service citation from 
the Ventura County Chamber of 

Commerce, 

Dingeman has taken an active 
part in many civic activities since 
the early 1920s, in such matters as 


highways, water _ conservation, 
harbor work, traffic and legis- 
lation. 


Among the many posts he has 
held are those of president of the 
Southern California Car Dealers 
Assn.; regional vice-president of 
NADA, and past president of the 
Ventura County Auto Dealers 
Assn, * 

* 7. 


Goshen Dealers Choose 


Pletcher as President 


Auto dealers from Goshen, 
Nappanee and Middlebury, Ind., 
have elected the following 1954 
officers: 

Fred Pletcher, Goshen, pres- 
ident; William Spring, Goshen, 
first vice-president; Clell Hart- 
man, Nappanee, and Ray Blosser, 
Middlebury, assistant vice-pres- 
idents, and Robert Rhomas, 
Goshen, treasurer. 

+ € * 


Hotchkiss Buick Co. 


Bought by Rombousek 


Colonial Buick, Inc., Waterbury, 
Conn., is a new firm set up by 
Francis Rombousek, who purchased 
Hotchkiss Buick Co. 

Rombousek was formerly a part- 
ner in Goshen Buick Co., Goshen, 
Mm 

* * ° 


Baltimore Chevrolet Dealers 


Elect Anderson President 


A. D. Anderson, president of An- 
derson Chevrolet, Inc., has been 
elected president of the Baltimore 
Chevrolet Dealers Assn. 

Elected vice-president was Leslie 
Legum, Park Circle Motor Co. Sec- 
retary-treaurer is C. Lamar Cres- 
well sr., Belair Road Chevrolet, Inc. 

© * & 


Honolulu Masons Elect 


Carson as Potentate 

Robert T. Carson, of the Hono- 
lulu Motor Car Dealers Assn., has 
been elected potentate of Aloha 
Temple of the Masons. 

A 32nd Degree Mason, Carson 
has been active in Masonic work 
for 15 years, He held the post of 
chief rabban during the past year. 

+ * * 


Primrose Adds to Service 

Primrose Motor Co. (Ford-Mer 
cury), Clay Center, Kans., has insti- 
tuted a radiator repair service, 











IS THE CURRENT NATIONAL 
ADVERTISEMENT IN THE FEBRUARY 
27th ISSUE OF 
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POST 


pre-selling buyers of 1954 cars on 
the superior merits and advantages 
of 


PORCELAINIZE 








., Me Used Hlindard fer 
Tine Aulemobile CAfyrearance 


The car that outshines, outsells! So put your profits 
in high gear—improve your trading position— 
by Porcelainizing every new car before delivery. These 
satisfied car owners will return again and again for 
other products and services. Promote Porcelainize 
aggressively and you’re certain to build your third 
largest source of service revenue. 


dat ee a 


DENVER 3, COLORADO 
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car beauty protection is different 


and why it lasts 3 to 4 times longer 


The old Romans ran their hands over marble sculpture to be 


sure that the surface was free from imperfections concealed by a 
temporary coating. If entirely free, they approved with the words 
“sine cera” (without wax). And the English word “sincere” was 
originated. 

Porcelainize is not a wax—not a coating of any kind. After the 
finish of a car is Porcelainized, not a trace of the Porcelainize material 
remains. But the ¢reatment creates a tough, dry, mirror-like surface 
with the strength to keep its beauty and the stamina to provide 
month after month of all-weather paint protection. 

With nothing to wear off, wash off, peel off or heat-soften and 
trap surface grime, Porcelainize maintains the brand new look 3 to 4 
times longer. Thus protected, millions of the most beautiful cars on 
the road have established Porcelainize as the World Standard for 
Fine Automobile Appearance. Visit your New Car Dealer now. 


Write for Free Informative Booklet, “The Story of Porcelainize” 


AG) 
Cas 
PORCELAINIZE SUPERIORITY IS OFFICIALLY RECOMMENDED S 
~ Cx) 
Today more automobile factories* have tested and Peps 
approved Porcelainize than have ever approved any other method 5 
of automobile appearance maintenance. Y) WA 
*Names furnished on request. IK 





how to penetrate 
the auto industry 
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Highways & Safety .. . 









By Gerhardt Neumann 
Staff Writer 
_ driving habits seem to be a 
worldwide plague, judging from 
a summary of reports published 
recently by the 
North American 
Newspaper Alli- 
ance. 

Traffic casual- 
ties in Britain last 
November totaled 
18,048 compared 
with 16,161 in 


AUTOMO November, 1952. 
— Traffic deaths 


ee ee amounted to 447 
against 407 the 
year before. 
With the number of cars on the 
roads steadily increasing, British 


authorities fear that no letup in 
the traffic toll is in sight. 


Things seems to be even worse 
in Austria, whose traffic record is 
among the highest in Europe. 

In Vienna, with about 74,000 ve- 
hicles in operation last year, the 
accident rate has risen from 972 
in November, 1952, to 1,194 in 
November, 1953, an increase of 23 
percent. 

It is believed that the peculiar 
driving test given in Austria is to 
blame for the high accident rate. 
Would-be drivers are required to 
know all about the mechanical fea- 
tures of a car, while hardly any 


MATIONAL SAFETY 
counci’s 










































PeEnerraTION of both big automotive markets! That’s what you want 
—especially in competitive 1954. That’s just what your advertisement in 
the 1954 Automotive News Almanac will give you — throughout the 


entire year. 


Your primary prospects refer to the Almanac whenever they want authori- 






War on Accidents 
Pushed in Colo.; 
Wash. Notes Gains 





tative information on the industry they head up. These are the top execu- 
tives in manufacturing plants, and the key personnel in car and truck 


dealerships. 


Here is the one yearbook that takes you inside both markets. That's 
because it goes to the 41,000 regular subscribers of the industry’s only 
weekly newspaper. The Almanac is the recognized authority for every 
kind of data on production, manufacturing, merchandising, and servicing. 
Such complete information cannot be obtained by these men through any 


other single published source. 


The Almanac for 1954 is being prepared right now. For advertisers, it will 
be an especially valuable one for meeting the keen competition that lies 
ahead. A space reservation now—while there’s still time—will get you 


“in” . .. now and throughout 1954. 


Published: 
APRIL 26 


Advertising Closes: 


MARCH 12 


Your key prospects reach for the Yearbook 
of the Auto Industry all year long. Many 
call it their Buyer's Guide. 


THE WEEKLY NEWSPAPER OF AMERICA'S NO. 1 INDUSTRY 





DETROIT 26, MICHIGAN 


REPRESENTATIVES 








A crackdown on traffic violators 
has been ordered in Colorado, while 
the State of Washington figures its 
measures have saved 90 lives in 
three months. 

Gov. Dan Thornton of Colorado 
outlined five steps to be taken: 

Highway patrol road blocks; use 
of radar to clock speeds; an appeal 
to all courts for stiffer penalties; 
use of airplanes by State Police to 
check driving conditions, and a re- 
newed appeal to the Legislature to 
authorize the hiring of additional 
patrolmen. 

Gov. Arthur B. Langlie of Wash- 
ington told a meeting in Tacoma 
that the state’s war on traffic acci- 
dents so far had meant an $8 mil- 
lion saving in property damage, 
adding that a saving of $20 million 
a year could be expected if traffic 
deaths could be cut by 25 percent. 

Promotion of road courtesy will 
be the main theme of a campaign 
to be launched March 1 by the In- 
ter-Industry Highway Safety Com- 
mittee, the National Committee for 
Traffic Safety and the National 
Safety Council. 
































Visit at Russell’s— 


Leo S. Sullivan (right), vice-president for 
aero and automotive sales of Russell Mfg. 
Co., Middletown, Conn., and Gustav Wal- 
ters (center), vice-president tor research 
and manufacturing, explain the con- 
struction of Rusco’s fused fabric brake 
lining to Connecticut's governor, John 
ledge. The occasion of the governor's 
visit was the signing of a new agree- 
ment between Russell and the union 
on the 20th anniversary of the signing 
of their first contract. 













Europe, Too, Plagued 
With Bad Drivers 


attention is paid to their driving 
skills. 
* * * 

TALY’S traffic toll seems to be 

the highest in Europe, in ratio 
of cars to population, while little 
is being done to reduce accidents. 

Only recently police were given 
power to fine drivers on the spot 
for traffic offenses or to take away 
licenses from dangerous drivers. 

But fines are ridiculously small, 
mostly the equivalent of 50 cents 
in American money. Also, police 
officers are afraid to take away 
licenses from the owners of ex- 
pensive cars, not knowing whe- 
ther such motorists have any 
political pull which might cost 
the officer his job. 

The picture in Switzerland is a 
little brighter. Although road traf- 
fic has increased enormously since 
the war, the number of accidents 
has not risen proportionately. 

Swiss experts believe the im- 
provement is due partly to the fact 
that roads have been improved con- 
siderably, and partly to the larger 
percentage of vehicles in parttime 
use. However, they credit their 
driver training schools with the 
greatest share in this achievement. 

a * * 


N HELSINKI, Finland, every 

10th car was involved in an acci- 
dent in 1953. Most of the accidents 
were caused by drunkenness. 


Finnish police are fighting this 
trend with severe driving tests 
and stiff penalties. In fact, it is 
extremely difficult to get a driver’s 
license. (And equally easy to lose 
it.) 

Three times drunk in 12 months 
(not driving a car)—and the driver 
is disqualified for a year. Driving 
while “under the influence” means 
two months in jail and a driving 
ban for at least four years. Where 
a drunken driver causes a serious 
accident, the usual penalty is seven 
years of hard labor! 

o = ° 
ONTINUING this international 
review, we'd like to call atten- 

tion to Ivan Dmitri’s article, “No 
Interpreter Needed,” in the January 
issue of Service, publication of Cities 
Service Co. 

He observes that a universal 
traffic sign language in Europe 
has already made substantial 
progress. Certain symbols and 
colors are to be found almost 
everywhere, making it easy for 
the foreign motorist to find his 
way or comply with local regu- 
lations. 

Dmitri thinks that it is time for 
the states in the U.S.A. to follow 
the European example and unify 
all road signs. “The sooner we do 
it,” he says, “the more accidents we 
will avoid, and the more lives we 
will save.” 

He urges an interstate agreement 
which will fix the system to be used 
and a campaign of public education 
in preparation for its use. 

” + o 


H & S Shorts 


A national transportation center 
has been established at North- 
western University .. . “Showman- 
ship in Safety” is a book giving 150 
promotional safety ideas. For infor- 
mation, contact the National Safety 
Council, 425 N. Michigan Ave., Chi- 
cago 11. 

The Texas Automotive Dealers 
Assn, is making safety material, 
such as stickers, calendars and 
booklets, available to its mem- 
bers ... The American Automo- 
bile Assn. Foundation for Traffic 
Safety has produced a safety film, 
“The Talking Car,” designed for 
use in the fourth, fifth and sixth 
grades. 

A study of the role of the Federa! 
and state governments in the con- 
struction and financing of high- 
ways has been launched by the 
Commission on Intergovernmenta! 
Relations . . . Traffic volumes last 
November increased 3.8 percent 
over a year ago, according to the 
U.S. Bureau of Public Roads. 
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that the quickest way to slit his 
own throat is to give away his dis- 
count. 





number of real leaders in any 
field any you'll agree with me. 


Harold Vance, of Studebaker, is 


FLASH-A-CALL 





e 











He would you like to travel 
back with me 38 years to Janu- 


a born manufacturer. James Nance, 
of Packard, certainly knows the 
technique of picking top personnel. 
Given real brains and vision at the 
factory, there are fewer problems 
for the dealer, S-O-O-H, it’s the 
dealers job from the delivery of the 
product at the point of sales. 

We hear the forecasters mouth- 
ing about a coming depression. It’s 
only in their minds . . . or it’s the 
only way they can get publicity. 
Even Harry Truman, who might 





I look to see a gradual re- 
vamping of the distributing 
organization — the separation of 


those “business like” boys who 
are what I call “progressive 
penny watchers” . .. from the 
“goats” (who are always waiting 
for the factory to do something 
to make the business easier). 

The smart dealer knows now that 
those days are gone, From here on 
it’s up-to him. But relations be- 
tween factories and dealers will im- 


Service Gontrol 


offers you 


te 


Wewill a discuss 
with you the problems of 
your s » the corrective 
measures "that must be 
= Train your entire 
shop personne 
to increase your customer 
labor sales owe 


or you 
ary, 1916, when Jordan drew for | be expected to be a bit pessimistic, prove tremendously, and so will the us nothing. As manufac- 
space in the New York show/|tells us that “the next 50 years in balance sheets of factory and ee ae hey re 
against 113 competing manufactur- | America will be filled with wonder- dealer, District managers will this alone, 


ers. 

Let’s see whether it can be any 
harder now to make money in the 
automobile business than it was 
then. 

Willys-Overland, under John 
North Willys, won first choice, be- 
ing the largest volume producer in 
the industry. Thomas B. Jeffery, 
who built the first Rambler in 1902, 
and with whom I had been as- 
sociated for nearly 10 years, and 
Henry Ford, whose opposition to 
the Selden patent controlled by the 
License Assn., had made them 
personae non grata, did not applv 
for exhibition space. 

Louis Chevrolet, a racing 
driver, was then testing cars for 
W. C. Durant in Flint as the big 
boy was laying plans for General 
Motors. Walter Chrysler was tak- 
ing that Locomobile apart in his 
little garage out in Iowa and 
wondering whether he could build 
a better automobile. The Dodge 
brothers were still the most 
successful makers of accurate 
parts in the business. 

Jeffery and Ford were essentially 
expert mechanics, while Chrysler 
was a skilled mechanic, who quick- 

ly learned how to surround him- 
self with able men. 


Imagine the thrill I got when I 
read the headlines announcing that 
George Madson, a widely skilled 
manufacturer, head of Nash-Kel- 
vinator, had joined A. E. Barit, 
president of Hudson in a deal to 
merge the two organizations and 
form American Motors and com- 
pete for “first money” in the pend- 
ing “Great American Automobile 
Derby.” 


a | 


Sintiwaiddiies the Dealer 


AFTER all, it’s a manufacturer | 
A&who understands the dealer's 
problems who goes places in this 
business. That’s how John Willys, 
who sold the Rambler in Elmira, 
N. Y., before he wangled $350 in | 
Indianapolis to save Overland from | 
bankruptcy (over the weekend) and | 
built the business as the biggest 
money maker then in the industrv | 


George Mason hasn’t forgotten | 
what. he learned as the boy dealer 
for Buick and Maxwell out in 
Valley City, N. D., and what he 
learned of manufacturing at Stude- 
baker, all of which he used at 
Chrysler when he became manu- 
facturing manager. 

Now, looking ahead (which is 
my congenital pastime), experi- | 
ence tells me there is room for | 
about two more leaders in the in- 
dustry — (in keeping with the 
trend in all other large industrial 
developments) — Count the 


Subpenas Limited 
In Price Cases 


| 
WASHINGTON. — The Federa 








Trade Commission ruled last week 
that a respondent in a price-dis- 
crimination case should be per- 
mitted to subpena a competitor's 
records only to the extent that they 
were relevant to its defense. 

The ruling was made in the case 
of Standard Motor Products, Long 
Island City, N.Y., charged with 
price discrimination in the sale of 
automotive products. 


Overruling orders of a hearing 
examiner, the commission quashed 
subpenas requiring P. Sorenson 
Mfg. Co. and P. & D. Mfg. Co., Inc., 
competitors of Standard, to pro- 
duce documents and records relat- 
ing to transactions with their cus- 
tomers. 

While limiting the subpenas in 
certain respects, the examiner had 
declined to limit them to the extent 
requested by Sorenson and P. & D. 


ful things.” 


* * 


Auto Business Grows Up 


VERY dealer who attended the 

annual convention at Miami 
Beach—and there were 9,607, in- 
cluding wives, beside 2,352 service 
men and mechanics—must have re- 
turned to his home town knowing 
that the auto business has finally 
grown up. It has now become a 
matter of “facts and figures,” of 
hard, but interesting work, and 
certainly is no longer like an 
“afternoon in the country.” 
It’s a very healthy situation. The 


Walker aileertitiben 


Elton K. Walker (left) and Clarence R. 
Walker, owners of Walker Bros. (Nash), 
Hollywood, Calif., celebrate the 28th an- 
niversary of their firm. They started out 
with a two-pump gas station of about 
8,000 square feet, which grew into the 
Nash dealership of 80,000 square feet. 


dealer can bet his bottom dollar 
that the factories will produce the 
best cars they know how, price 
them at what they are really worth, 
advertise them to a “fare ye well” 


and prove to the “smart aleck,”|.. . 








probably be able to tell any dealer 
how to add a column of figures, 
instead of urging him to take more 
cars. 

P. §S. Advertising will be the 
keynote of the new era—first, to 
establish the Personality of the 
product in the dealers creed; 
second, to give the service man a 
sense of pride in upholding that 
Personality in every job they do for 
the owner of the product, and third, 
to act—dress and conduct them- 
selves as the representatives of The 
Greatest Business In The World 
Individual Transportation. 


OVER 2,000,000 
PROFIT BONUSES! 


the st known 
of q 


ity, in two complete 
packages, for the large 
depart or “4 —y ce 
auieeneune ft oe 
oO 
factories, Write us today 
and we will 


pointment owith @ meen that 
will not waste your time. 


FLASH-A-CALL 


SERVICE CONTROL SYSTEM 
1112 Sevth Wabash Avenue 
Dept. AN-80, Chicago 5, Illinoi 


’ 





Over 2,000,000 E-Z-Eve windshields have been sold. Every one has 
meant extra profit to a dealer and extra commission to an alert salesman. 





LIBBEY - OWENS - FORD 
Nicholas Buliding « Toledo 3, Ohio 


E-Z-EYE SAFETY PLATE 


with the shaded windshield 


Redueeo Glare, Eyestiain, Sun Heat 


You'll have lots of chances to sell up—to sell E-Z-Eye options and 
increase your profits—during 1954. E-Z-Eye national advertising 
will make 54,498,384 sales calls on prospective car buyers. Beautiful, 
natural color pages in LIFE and The Saturday Evening Post will, 
in effect, give millions of people a demonstration ride in a car with 
an E-Z-Eye windshield. 

To cut down sky glare, E-Z-Eye Safety Plate Glass windshields 
are made with a darker blue-green shaded band at the top, and 
with a special formula safety plate glass of a light blue-green color. 
For the side windows and back lights, the special formula light 
blue-green glass is also used. 

Let people know that you can give them E-Z-Eve ... 
money in your pocket. 


it’s extra 


0 to 200% Absorption 
































Again, Nash dealers are first with another sensational 
product development . . . a new type of car that is offered 
by Nash and Nash dealers only! 


It’s the brilliant Nash Rambler Cross Country — 
a new conception in family travel cars! 


Years ago Nash foresaw the tremendous exodus to the suburbs .. . 


the 60% increase in suburban population . . the new 


“young family market” with a two-car appetite and a one-car budget. 


And Nash dealers were first to cash in. . . first to offer 


the Rambler Station Wagon — a compact family car, a “Sunday-best” 


car with all the everyday usefulness of a practical utility car. 


Now — with the Rambler Cross Country, Nash dealers 

have another brilliant “first” . . . a car that combines the luxury 
of a compact four-door sedan with plenty of cargo space 

and every travel convenience, including Reclining Seats 

and Twin Beds . . . a car with all of Rambler’s 

famous thrift, handling ease, and rugged, rattleproof 
Unitized Airflyte Construction. 


Here’s another example of Nash forward thinking and 
planning, built around the dealer — built to give 

him exclusive advantages in today’s competitive market, with 
exclusive products and engineering features. 


Today those Nash advantages add ever-increasing value 
to the Nash franchise — with 19 new models that cover every 
price demand, every family motoring need and desire. 


Today no franchise in the industry is broader or more comprehensive. 
Look to Nash for even more sensational news, now in the making! 


another reason 
why it’s great to | 
be a Nash Deale 






























AMERICA’S LOWEST PRICED 
The car that started it all! 
1954 edition of the Nash R. 
Station Wagon “A!-P' 

Like all Nash Airflytes, 't 1s 
with three tran: mis# ck 

including Dual-Range Hyd Mi 















IT’S A COMPLETELY NEW TYPE “TRAVEL CAR”, combining all the Rambler’s 
famous economy, handling ease and “parkability”, with seating space for 
a family of six, plus huge luggage capacity that is further expanded by the 





smart new “Travel Rack” atop the roof. Equipped with directional signals, 
electric clock, wheel discs, cigarette lighter, foam cushions, this 4-door 
Cross Country’s retail factory delivered price is an amazing value. 


ae % 


oh Rambler Gross Goun 


TION WAGON! 
! The new 
mer Two-Door 
§ Sedan.” 
s Wailab\e 
si Choices, 
ys Matic Drive. 


LOOK! GENUINE NEEDLEPOINT upholstery 
in a station wagon-type car. It’s the Nash Rambler 
Greenbrier All-Purpose Two-Door Sedan, 
two-tone twin to the smart two-door 
station wagon, with the same custom 
equipment included in the low delivered price. 


AMBASSADOR e STATESMAN e RAMBLER 


Built With A “Double Lifetime” .. . 
Your Safest Investment Today .. . 
Your Soundest Resale Value Tomorrow 


Nash Motors, Division Nash-Kelvinator Corporation, Detroit 32, Mi 
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Sales Conditions in Various Areas... 





Auto Market Reports 


area. A few look for a rise in sales.; was reported that a few indepen- 


Memphis 

Chevrolets and Fords took a sub- 
stantial lead in new-car sales in 
Memphis, according to figures cov- 
ering Jan. 1-Jan. 19. 

A total of 150 Chevrolets and 119 
Fords was sold in that period. 

Others included: Austin, 1; Buick, 
52; Cadillac, 8; Chrysler, 7; DeSoto, 
4; Dodge, 12; Henry J, 0; Hudson, 
3; Jaguar, 0; Kaiser, 0; Lincoln, 4; 
MG, 0; Mercury, 13; Morris, 1; 
Nash, 6; Oldsmobile, 30; Packard, 
5; Plymouth, 46; Pontiac, 28; Stude- 
baker, 7 and Willys, 0.— (Emmett 


Maum.) 
+ * * 


Buffalo 
Zone and district sales managers 
surveyed by the Buffalo Evening 
News generally forecast a decline 
of about 10 percent in new-car sales 
this year from 1953 in the Buffalo 


ee 


The used-car market is the key 
to the problem, most zone chiefs 
agreed. Used-car sales were de- 
scribed as slow in relation to 
mounting stocks. 

The survey indicated that big 
stocks of used cars had forced 
down the price, pinching dealer 
profits. Dealers complained that 
they lost some new-car sales be- 
cause they could not allow what 
the prospect felt he should get on 
a tradein. 

However, several trade leaders 
said that used cars started to sell 
in better volume about Jan. 10 and 
that a tendency toward slightly 
higher prices was evident. 

The survey said the price drop 
on older cars had sharply reduced 
the volume of wholesaling, largely 
because most dealers couldn’t af- 
ford to sell at wholesale prices. It 


“DAILY 


Average Circulation of the 
«Chicago Daily News for 
January, 1954, Was 


The Highest Daily Average for 


January in This Newspaper’s History 
..+- More Than 10,000 HIGHER 


Than January of 1953. 


CHICAGO DAILY NEWS 


Chicago’s HOME Newspaper 


dent used-car dealers had folded. 


One district manager was quoted 
as saying: “The auto industry has 
settled down to a well-organized, 
efficient business operation. The in- 
dustry as a whole is in a sound 
condition, and new and used-car 
dealers largely are well-organized 
and acting in a responsible man- 
ner.”—(George E. Toles.) 

* > * 


Omaha 

A recapitulation of January new- 
car sales for Douglas County (Oma- 
ha) showed Chevrolet in top spot 
with 233. Ford was runnerup with 
208. Pontiac held third place with 
91, followed by Plymouth, 78 and 
Mercury, 71. 

Other makes totaled 873 sales, 
against December’s 809. 

In new-truck sales, Ford held a 
strong first place with 62. Chev- 


rolet was second with 37, and In- 
ternational was in third spot with 
22, Other makes combined for a 
total of 153 sales, a nice gain 
over December’s 98. 

Weather has been unusually mod- 
erate for January, whereas Decem- 
ber had a greater number of bad 
days. Dealers were able to show 
more and, consequently, sell more 
in the first month of the new year. 
—(Arthur R. Oleson.) 


* * * 


Pittsburgh 


While business in the final week 
in January experienced a moderate 
rise in Pittsburgh, according to the 
bureau of business research of the 
University of Pittsburgh, new-car 
registrations slumped severely to 
the second lowest this year. 


There seem to be plenty of 
new-car buyers, but dealers can’t 
get their money out of used cars. 
Many dealers without sufficient 
used-car sales volume, afraid 
many a prospect won’t come 
back, apparently are closing sales 
at a small profit. 

Wholesalers can’t even handle 
used cars at present prices, it is 
said. 

New-car purchasers are demand- 





SATURDAY 


Average Circulation of the 
Chicago Daily News for 
January, 1954, Was 


573,886 | 583,167 


The Highest Saturday Average for 


January in This Newspaper’s History 
..» More Than 20,000 HIGHER 


Than January of 1953. 


JOHN S. KNIGHT, Publisher 


ing high allowances for their old 
cars, and dealers are meeting with 
resistance when they attempt to 
resell trades on a profitable basis. 

Some dealers say the only solu- 
tion is for the factories to reduce 
both production and prices.—(Leon 
M. Leffingwell.) 

+ 


* * 


Tacoma, Wash. 

Total registrations in Tacoma, 
Wash., jumped 42 percent in 
January over the previous month, 
with 471 units against 303 for De- 
cember. Figures for December, 
however, were based on a three- 
week month, the final week being 
included in the January totals. 

Chevrolet climbed back into 
first place for new-car sales, 
barely nosing out Ford by two 
units. Chevrolet registered 72 
units against Ford’s 70, the first 
time in three months that the 
General Motors rival has been 
any higher than second. It once 
was, third. 

Sharp increases in new-truck 
and car sales were registered by 
most dealers throughout Pierce 
County, with Dodge trucks and 
Pontiac tripling the December 
totals. Several “sales doubled” re- 
ports were turned in by Buick, 
Dodge, and Studebaker dealers. 

The breakdown for January: 

Austin, 2; Buick, 22; Cadillac, 
3; Cadillac hearse, 1; Chevrolet, 
72; Chevrolet truck, 25; Chrysler, 
18; DeSoto, 14; Dodge, 17; Dodge 
truck, 16; Ford, 70. 

Ford truck, 4; GMC truck, 11; 
Hillman, 1; Hudson, 6; olte 
trailer, 1; International truck, 25; 
Kaiser 2; Kenworth bus, 1; Lin- 
coln, 3; Mercury, 23; Nash, 14; 
Oldsmobile, 23; Packard, 3; Plym- 
outh, 58; Pontiac, 22; Studebaker, 
16; truck trailer, 1, and Willys, 2. 
—(R. E. Sconce.) 

aa + 


Minneapolis 
New-Car dealers in Hennepin 
County (Minneapolis) started 1954 
with sales down 17 percent from a 
year ago, according to Finance and 
Commerce, daily business news- 


paper. 
Deliveries in January totaled 

2,122, compared with 2,540 in 
January, 1953, Last month still 
was the fourth biggest January 
on record, however. 

Truck deliveries also were off, 
totaling 190, compared with 239 in 
January, 1953. 

Following is a breakdown of 
new-car deliveries by make: Buick, 
156; Cadillac, 28; Chevrolet, 490, 
Chrysler, 46; DeSoto, 52; Dodge, 
71; Ford, 479; Henry J, 1; Hudson, 
32; Kaiser, 5; Lincoln, 19; Mercury, 
174; Nash, 31; Oldsmobile, 86: 
Packard, 31; Plymouth, 252; Pon- 
tiac, 119; Studebaker, 46; Willys, 
1; miscellaneous and foreign, 3.— 


(Donald M. Lyons.) 
7 = 7. 


Cleveland 


Continued soft markets in auto- 
motive dealings are being reflected 
throughout the Greater Cleveland 
area as sales show a downward 
trend compared with a year ago. 

For the first week in Febru- 
ary, sales reflected a lower turn- 
Over over a corresponding period 
of a year ago. New-car sales 
dropped in the first six days to 

1,174, from 1,285 for the like 
period in 1953. 

Used-car transactions for the 
first days of February were 1,339, 
just under the opening week of 
February, 1953. 

In commercial sales, there was 
a noticeable hike, with new-truck 
sales at 163, used at 60, compared 
with 146 and 57 for the same week 
@ vear ago. 

The total turnover in January 
was 4,486 compared with 5,165 for 
the first month of 1953. 

Here is the breakdown by car 
make, with Ford sales far ahead 
of all others: 

Austin, 3; Buick, 311; Cadillac, 
41; Chevrolet, 994; Chrysler, 126: 
DeSoto, 92; Dodge, 189; Ford, 1,- 
271; Hudson, 32; Kaiser, 10; Lin- 
coln, 48; Mercedes, 1; Mercury, 
335; MG, 2; Nash, 80; Oldsmobile, 
152; Packard, 59; Plymouth, 359: 


Pontiac, 289; Porsche, 1; Stude- 
baker, 72; Volkswagen, 1, and 
Willys, 18. 


In commercial vehicle turn- 
over, Ford, too, was the leader 
in January: 

Chevrolet, 114; Diamond T, 1; 
Divco, 2; Dodge, 23; Ford, 154: 
GMC, 41; International, 37; Mack, 


ae 


vCal 


DETROIT 
Free Press Building 


SAN FRANCISCO 
Story, Brooks & Finley 
703 Market Street 


LOS ANGELES 
Story, Brooks & Finley 
1651 Cosmo Street 


CHICAGO 
Daily News Plaza 


NEW YORK 
9 Rockefeller Plaza 


MIAMI 
615 Langford Bidg., 
121 S. E. Firse Screec 


5; Reo, 1; Studebaker, 3; White, 
=. oe Willys, 9.—(Sanford Mar- 
ey. 
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A complete line of 


Genuine Chevrolet Parts 


One quick, convenient source supplies the parts you 


need—and they’re the right parts to do the job right. 


More than 1 out of 4 vehicles on the road 
is a Chevrolet! It’s the largest owner service 
market in the industry! By dealing with your 
Chevrolet dealer, you can take full advantage of 
the wide reputation for customer satisfaction that 
has been built by Genuine Chevrolet Parts. 


Increased 
Service Efficiency 


You get the parts you want in a 
hurry. What’s more, Genuine 
Chevrolet Parts fit right... save 
you time on the job. Installation 
is quicker, simpler, easier. 


~iie 
4 ?. 


Greater 


Customer Satisfaction 


Your service work is bound to 
satisfy when your skilled nie- 
chanics use Genuine Chevrolet 
Parts. 7 made to function 


better... last longer. 


Technical Helps in 
Solving Service Problems 


Helps like the “Time Saver” 
shown here enable you to solve 
tough service problems quickly 
and accurately. You do jobs the 
right way —right away! 


Your Chevrolet Dealer is Ready, Willing and Able to Serve You 
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Used-Car Auction Prices 


Market Trend 


The overall average wholesale market showed mixed signs of 
strength and softness last week, although Automotive News’ index 
declined $3, 

Three models increased in price, one held even and four declined. 

Biggest gain was registered by ’54s, which went up $12, while ’51s 
gained $4 and ’47s advanced $1. No change was registered for 50s. 

Declines were noted for ’53s, which fell $17; ’52s and ’48s, which 
went down $14, and ’49s, which dropped $1. 

Market activity remained unchanged, with 69 percent of offerings 
being sold, At eight representative auctions last week, 931 of 1,346 
cars were sold. A week earlier, at nine auctions, 1,817 cars were 
offered and 1,260 were sold. 

Prices marked with an * indicate a unit equipped with an automatic 
transmission or overdrive, and (ps) indicates power steering. : 
Bel Air, $795*; SL Deluxe 4-dr., $640*. 


49 FL Deluxe 2-dr., $510, $455. °'48 
4-dr., $250. '46 2-dr., $250. 





MASON CITY, IA. 


(Lapiner Auction Co, Sale every Wed- 





nesday. Prices are for sale of Feb. 10.) 
(Much stronger activity in bidding 

and very spirited. Sold 89 cars out of 

124 offerings.) 

BUICK—’53 Super Coupe Riviera, $2,175*, 


$2,005*. '52 Special 2-dr., $1,340*. '50 | nesoTo—’54 Pow -dr. 5° 

Super 4-dr., $730*, $550; Special 4-dr., ’50 Custom odr., $565. rare eee 

$720*, $710*. DODGE—’51 Coronet 4-dr., $715. '48 2- 
CADILLAC—’'49 (62) 2-dr., $1,140*, $1,- dr., $225. 

060°. '46 (62) 4-dr., $485°*. FORD — '54 Custom (8) 2-dr., $1,790*; 
CHEVROLET—’53 (210) 2-dr., $1,265. '52 Custom (6) 4-dr., $1,690*. '53 Victoria, 

SL Deluxe 2-dr., $970. '51 SL Special $1,595*. '52 Custom (8) 4-dr., $1,060; 


4-dr., $770; SL Deluxe 4-dr., $770. '50 


CHRYSLER—’52 NY 4-dr., 
$1,290*; Windsor 4-dr., $1,140*, $1,040°*. 
$820°. 
’48 Windsor 4-dr., $210. ’47 Windsor 4- 


$1,355* (ps), 


’51 Windsor 2-dr., $885*; 4-dr., 


ar., $175. 


Main (8) 2-dr., $950. '51 Victoria, $915*. 


’50 (8) 2-dr., $495. '49 Custom (8) 4- 
dr., $375, $265. '46 (8) 2-dr., $235. 
HUDSON—’51 Powermaster 4-dr., $505*. 
‘50 Powermaster 2-dr., $370. '49 Super 
(6) 4-dr., $330. 
LINCOLN—’49 Cosmopolitan 2-dr., $425°. 
MERCURY—’53 2-dr., $1,880*. "52 4-dr., 
$1,305*. '51 4-dr., $890*. °50 2-dr., $610; 


$690*, $650. 
OLDSMOBILE—’50 (£8) 2-dr., $610*. 
PACKARD—’51 (200) 2-dr., $730*; 4-dr., 
. 


$750". 

PLYMOUTH—’53 Suburban, $1,255; 4-dr., 
$1,185*. °52 Cranbrook 4-dr., $890. °51 
Cambridge 4-dr., $670. ’49 Deluxe 2-dr., 
$430; Special Deluxe 4-dr., $565. 

PONTIAC—’54 Star Chief 4-dr., 
Chieftain (8) 4-dr., $2,300*. 
tain (8) 2-dr., $1,690°, '50 (8) 4-dr., 
$655*. ‘49 (8) 2-dr., $510. 

STUDEBAKER—’53 Commander Starliner, 
$1,600*, ’50 Champion 2-dr., $445. 


ALBANY 


(Tim Anspach Auto Auction. Sale every 

Monday. Prices are for sale of Feb. 8.) 
(Market steady with last week except 

on new cars. Sold 17 ’54s out of 27 

offered. Dealers were glad to wash out 

on these. Sold 99 cars out of 121 offer- 
ings.) 

BUICK — '53 Special sedan, $1,660*. °52 
Super sedan, $1,435*. °51 Special sedan, 
$850*, $1,150*; Super Riviera sedan, $1,- 
190*; Special Deluxe sedan, $1,200*. ‘50 
Special sedan, $690*. °49 RM _ sedan, 
$465*; Super sedan, $650*. '47 RM sedan, 
240. 


CADILLAC—’52 (62) sedan, $2,750*. ’51 
(61) sedan, $1,960*. 


CHEVROLET — ’54 Bel Air sport coupe, 
$2,250*, sedan, $2,065*, $1,860, $1,835, 
$1,800, $1,735; (210) sedan, 2 at $1,720, 
$1,650. '53 SL Deluxe club coupe, $1,360. 
'52 SL Deluxe sedan, $1,040, $1,030. ’51 
SL Deluxe sedan, $915*. 50 FL Deluxe 








EXCLUSIVE 





DELCO RADIO -« 


DIVISION OF GENERAL 


hr 


New Signal -Seeking Tuner-—the 
greatest step forward in auto radio— 
is Delco Radios alone! 





An exglusive General Motors development, 


Average Used-Car Prices 


(Compiled by Automotive News) 














Feb. 1954 Jan. Dec. 
Model To Date 1954 1953 
1964.............. . $2,189* 
1958................ 1,601 $1,710 $1816 
EOGR................ LO 1,080 1,122 
UE i ccivstcscseee 774 783 827 
Pe i sice nsovevetsi 569 591 637 
BD ssiveuseoutbide 425 440 463 
1948.... 271 288 310 
1947... 227 231 254 
__, * 190 216 










* Prices on 1954 models added to * 
tabulation; prices on '46s dropped. Average $ 889* $ 664 $ 706 


(The above figures are averages of used-car auction prices, all makes 
and models, carried regularly in Automotive News.) 






sedan, $540, $480, $415, $410, $335; De- 


sedan, $675, $550. '49 FL Deluxe sedan, 
2 at $500; SL Special sedan, $360. ‘48 
SM sedan,.$350; FM club, $480; FL se- 


luxe (6) sedan, $310. °48 Custom (8) 
conv., $290, ’47 Deluxe (8) sedan, $185. 


dan, $375. '47 FM club, $360; SM club, 
$210. '46 FM sedan, $190. 


DODGE — '54 Royal sedan, $2,110*. '53 


’46 Deluxe (6) sedan, $220. 
KAISER—’48 sedan, $150. 
MERCURY—’54 Monterey sedan, 

'50 sedan, $480*; club, $600. 


$2,540*. 


Meadowbrook sedan, $1,050*. '52 Coronet NASH — °50 Statesman sedan, $370. ’49 

sedan, §500°. Ambassador sedan, $200. °47 (600) se- 
FORD—’54 Custom (8) sedan, $1,850; (6) dan, $135. 

sedan, $1,750. °53 Custom (6) sedan, | OLDSMOBILE —'52 (98) sedan, $1,600*. 

$1,300"; (8) sedan, $1,380. ’52 Custom ’51 Super (88) sedan, $1,075*. '49 (98) 

(8) sedan, $1,120*, $1,090*, $1,080, $1,- sedan, $500*. ‘48 (66) sedan, $335*, 

C70, $1,050, $1,000; Victoria (8) sedan, $330*. ’47 (66) sedan, $310*. 


$1,180. ‘51 Victoria (8) sedan, $980*; 
Deluxe (8) sedan, $480. ’50 Custom (8) 
sedan, $550. ‘49 Custom (8) club, $410; 


PLYMOUTH—’54 Belvedere sedan, $2,000*, 
$1,910*; Plaza club, $1,520. ’51 Belve- 
dere sedan, $910. ’°49 Special Deluxe se- 
dan, $310. ’47 Special Deluxe sedan, $240, 





$185. ’°46 Special Deluxe sedan, $135. 


PONTIAC — '54 Chieftain Deluxe (8) se- 


dan, $2,210*. °53 Chieftain Deluxe (8) 
sedan, $1,500*; Catalina, $1,911. ‘52 
Chieftain Deluxe (8) sedan, $1,375*. °49 
Chieftain (8) sedan, $510*. ’48 SL (8) 


sedan, $210. 
STUDEBAKER—’51 Star Lite coupe, $795*. 
’50 Champion Deluxe club, $290. 
WILLYS—’51 jeep, $660. 


DYER, IND. 


(Dyer Auto Auction. Sale every Friday. 
Prices are for sale of Feb. 5.) 


(Sold 173 cars out of 236 offerings.) 

BUICK—’54 Century sedan, $2,655*. °53 
RM sedan, $2,000*; Super Riviera, $2,- 
043*. ’51 Super sedan, $1,130*, $1,125*; 
Riviera, $1,080; Special Riviera, $975*; 
Special sedan, $1,075*, $800*. 

CADILLAC — '53 coupe deVille, $3,750*, 
$3,050*. °48 (62) sedan, $470*. 

CHEVROLET—’53 Bel Air, $1,480*; (210) 
sedan, $1,340, $1,250, $1,205. '52 Bel Air, 
$1,175*, $1,150*, $1,110; SL Deluxe se- 
dan, $1,040*, $1,005, 2 at $995*, $865. 
’51 SL Deluxe sedan, $785, $775*, $610; 
Bel Air, $875*; %-ton pickup, $645. ’50 
SL Deluxe sedan, $575, $535*. 





CHRYSLER — ’52 Saratoga, $1,290. ’51 
Windsor club coupe, $860. °50 Windsor 
sedan, $495*. 

DeSOTO — ’52 Deluxe sedan, $990*. '51 


Custom sedan, $715. °50 Custom club 
coupe, $575. ’49 Custom club coupe, $350. 

DODGE—’54 Meadowbrook (8) sedan, §2,- 
205*. ’°52 Coronet club coupe, $1,100*. '51 
Sierra station wagon, $1,000. '46 %-ton 
panel, $100. 

FORD—’54 Crest (8) sedan, $1,885, $1,865, 
$1,880, $1,780. ’53 Custom (8) sedan, 
$1,455", $1,340, $1,030*; Victoria, $1,- 
770*, $1,080*; station wagon, $1,610; 
Custom (6) sedan, $1,230*. ’'52 Custom 
(8) sedan, $900, $890, $875. 

HUDSON—’49 Commodore (6) sedan, $175. 
*48 Commodore (6) sedan, $180. 

KAISER—’52 sedan, $400. 51 Deluxe se- 
dan, $485*; Special sedan, $440*. °50 
Traveler, $335. 

LINCOLN — ’51 Cosmopolitan, $850*. ’50 
sedan, $390*. 

MEROURY — ’54 sedan, $2,560*, $2,450*; 
Sun Valley, $2,475*. ’°53 sport coupe, $1,- 


710. ’52 sedan, $1,275. °51 club coupe, 
$600. 

f NASH—’52 Rambler 2-dr., $775*. 50 Am- 
bassador sedan, $465. ‘47 (600) sedan, 
$215*. 


OLDSMOBILE — '54 (88) sedan, $2,475*. 
’52 (98) sedan, $1,700*; (88) sedan, $1,- 


530*. ’51 (98) Holiday, $1,065*. '49 (88) - 


sedan, $385*. ‘47 (78) sedan, $200", 
$140*. 
PACKARD — ’53 coupe Mayfair, $2,135*. 


"50 sedan, $455, $325*. '48 sedan, $180. 
PLYMOUTH — ’54 Belvedere, $2,025*. '53 
Cranbrook sedan, $1,365*, $1,290*, $1,- 


Delcgf/s Signal-Seeking Tuner finds a station 285. "52 Cranbrook sedan, $855, ' $840, 
; . ‘ mn $775. °50 Special Deluxe sedan, $465, 
andAunes it to pinpoint accuracy . . . does it $450 





to twist) and in comes 


Signal-Seeking Tuner 


MOTORS -e« 


tronically and automatically. A finger 
uch on the selector bar (no dials or knobs 


hairline perfection. Another touch and the 
next station is lined up correctly for your 
listening pleasure . . . and so on across the 
dial. The Delco Signal-Seeking Tuner sets 
a new standard—it tunes not only faster and 
better but safer than you can do it yourself, 
for there is no need to shift your eyes from 
road to radio when you wish to select a 
station. A Delco Radio exclusive, the amazing 


tuning—safer tuning—wherever you drive. 
Available on several fine American cars. 
Ask your car maker about it. 


DELCO 
AUTOS HRADiw 


KOKOMO, 


PONTIAC — ’54 Star Chief sedan, $2,335. 
"53 Chieftain Deluxe (8) sedan, $1,640*. 
"52 Super Deluxe Catalina, $1,540*. °48 
SL (8) sedan, $410*, $315. '°47 SL (8) 
sedan, $120. 

STUDEBAKER—’54 Champion club coupe, 
$1,750*. °53 Champion sedan, $1,110*. 
’62 Commander sedan, $800*. ‘51 Land 
Cruiser sedan, $655*. 


OAKLAND 


(Pollock’s Used Car Auction. Sale every 
Wednesday. Prices are for sale of Feb. 10.) 
(Sold 121 cars out of 165 offerings.) 
BUICK — ’53 Super Riviera, $2,135*, $1,- 
925*. ’52 RM Riviera, $1,555*. '50 RM 
4-dr., $705*; Super 4-dr., $810*. '48 RM 


a station, tuned to 


conv., $340*; Super 4-dr., $250. 
CADILLAC—’53 (62) club coupe, $3,770*. 
"49 (62) 4-dr., $1,150*, $1,145*; 2-dr., 


$1,330*, $1,220*, $1,150*. 
CHEVROLET—’53 station wagon, £1,750. 
’52 %-ton pickup, $895, $850; SL Spe- 
cial 4-dr., $900. '51 Delivery Panel, $600; 
SL Deluxe 4-dr., $795*. '50 SL Deluxe 
2-dr., $600; coupe, $690; conv., $750*. 
"49 SL Deluxe 2-dr., $515; 4-dr., $490, 
$385. °48 %-ton pickup, $385; 2-dr., 
$420. '47 %-ton pickup, $390. '42 club 


gives you perfect 


coupe, $160; 2-dr., $125. 
CHRYSLER—’54 NY 4-dr., $3,095*. °48 
NY 4-dr., $300°. 
DeSOTO—’52 Custom 4-dr., 2 at $1,055*, 
$1,050*, $1,030*, $1,025, 2 at $1,000", 
$1,115, $955; club coupe, $1,085*. ‘50 


Custom 4-dr., $655*. ‘49 Deluxe 4-dr. 
$560, $515, $480, '47 4-dr., $375. 
DODGE—’51 %-ton pickup, $665*. ‘50 %- 


ton pickup, $580. ‘49 %-ton pickup 
$385. '47 Custom 4-dr., 2 at $220. 
FORD—’53 (8) conv., $1,725*. °’52 (8 


4-dr., $1,185, $1,135, $1,000; 2-dr., $1 
355*. °51 (8) 2-dr., $835, $700; 
coupe, $700. ‘50 (8) club coupe, $550 


(Continued on Page 27, Col. 1) 
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"49 (8) club coupe, $475, $415; conv., 
$410. °48 Super Deluxe (8) 4-dr., $250. 
"47 Deluxe (8) 2-dr., $150. °46 (6) 4- 
dr., $145. 

HUDSON—’52 Hornet 4-dr., $1,165. 

KAISER—’52 Manhattan 4-dr., $970*. 

LINCOLN—’49 Cosmopolitan 2-dr., $425; 
club coupe, $480. °46 4-dr.. $140. 

MERCURY—’52 2-dr., $1,200*. ’51 4-dr., 
$950, $890*, $800. '50 4-dr., $800, $670. 
*49 club coupe, $575, $475, $445; 4-dr., 
$490, $475. '46 4-dr., $175. 

NASH — '52 Statesman 4-dr., $795. ’51 
Rambler, $755, $720, $645; Ambassador 
4-dr., $755. '50 4-dr., $315, °48 4-dr., 
$220. 

OLDSMOBILE—’51 (88) club coupe, $1,- 
185*, 2-dr., $1,235*; (98) 2-dr., $1,425°*, 
$1,405". "50 (98) 4-dr., $825*, $800*. °49 
(98) coupe, $545*; conv., $500*; 4-dr., 
$380*; 2-dr., $500*, "48 (68) 4-dr., $300, 
$250, $210; (66) club coupe, $335*, °46 
(76) club coupe, $220, $210. 

PACKARD — '51 (200) 4-dr., $805*. 

(8) 4-dr., $275. '40 (6) 4-dr., $130, 

PLYMOUTH — ’54 Cranbrook Belvedere, 
$1,950. °52 Cranbrook 4-dr., $900, $920, 
$870; 2-dr., $870. '51 Cambridge 2-dr., 
$550. °49 Deluxe 4-dr., $460, $450, $400. 
48 4-dr., $155; 2-dr., $250. '47' 4-dr., 
$270, $165. °46 4-dr., $125. 

PONTIAC—’52 (8) Catalina, $1,710*; 2- 
dr., $1,080*. ’51 (8) 2-dr., $755; conv., 
$910*; club coupe, $875. °50 (8) conv., 
$910*, $850*; 2-dr., $685; 4-dr., E 
"49 (6) 4-dr., $590, $580, $405; 2-dr., 
$400. 

STUDEBAKER—’53 Champion 4-dr., $1,- 
435. °52 Champion 2-dr., $600. ’51 
Champicn 2-dr., $615; 4-dr., $355; club 

$610, $550, ‘50 Champion 4-dr., 

$550, $485, $475, $350; club coupe, $410. 

*48 Commander 4-dr., $385. 


"49 


MISCELLANEOUS — '52 MG, $900. 51 


GMC %-ton pickup, $595. 
2-dr., $350. 
pickup, $375. 


EBENSBURG, PA. 


(Ebensburg Auto Auction Co, Sale every 
Thursday, Prices are for sale of Feb, 11.) 
(Most active sale in six months. 
Prospects very bright, 93 cars sold out 
of 133 offerings.) 
BUICK—’51 RM Riviera, $1,030*; Special 
Deluxe 2-dr., $1,000*, $900*. '50 Special 


"51 Henry J 
’48 International +4-ton 


4-dr., $775*. °49 Super, $650. °47 Super 
4-dr.. $165, °41 Special sedanette, $105. 

CADILLAC — 50 (62) 4-dr., $1,480*, '49 
(61) 4-dr., $975°*. 

CHEVROLET — 53 (210) 4-dr., $1,365*; 
2-dr., $1,500*, $1,280. ’52 SL Deluxe 
4-dr.’ $850*, $840; 2-dr., $990*, $860*. 
’51 Bel Air, $825; SL Deluxe 4-dr., $825, 


$755; 2-dr., $830, $680; club coupe, 
$890; Special 2-dr., $660; FL 4-dr., 
$740; %-ton pickup, $565; %-ton pick- 
up, $570. ’50 Deluxe 4-dr., $585; 
sedan panel, $425, $380; %-ton panel, 
$300. °49 FL Deluxe 2-dr., $520. °48 
SL Special coupe, $300; SM 4-dr., $397; 
2-dr., $210. 

CHRYSLER—’47 NY 4-dr., $235*; Custom 
club coupe, $165*, 

DODGE — '52 Meadowbrook 4-dr., $780. 
"46 Custom 4-dr., $270. 

FORD ‘54 Custom (8) 2-dr., $1,750, 
$1,740. °53 (8) %-ton pickup, $920. '52 
Custom (8) 4-dr., $1,080. ’51 (8) Vic- 
toria, $790; Country Squire, $800; De- 
luxe 4-dr., $675, $625, $590; Custom 
(6) 4-dr., $655; Deluxe (6) 2-dr., $640; 
%-ton panel, $530. '50 Custom (8) 4- 
dr., $450; 2-dr., $520; Deluxe 4-dr., 
$425. '43 Custom (8) 4-dr., $425, $410; 
2-dr., $435, $415, $405, $390, $280; club 
coupe, $385. '48 Super Deluxe (8) club 
coupe, $280. 

HUDSON — '54 Hornet 4-dr., $2,450. °48 
Commodore (8) 4-dr., $170, $125. °47 
Commodore (6) club coupe, $135; 4-dr., 
120 


LINCOLN—'51 4-dr., $1,055*. 


MERCURY—’53 4-dr., $1,575*. 

NASH — ’50 Statesman 4-dr., $475. °47 
(600) 4-dr., $115. 

OLDSMOBILE — ’53 (88) 2-dr., $1,740*. 


"50 (76) club sedan, $520*, ’47 (76) 2- | 


dr., $275*, $150, 
PACKARD—’49 4-dr., $380, $350. 
PLYMOUTH — ‘50 Special Deluxe 4-dr., 
$395. °47 Special Deluxe 4-dr., $240. 
PONTIAC—’53 Chieftain (8) 4-dr., $1,585. 
"47 (6) 4-dr., $100. 

STUDEBAKER—’54 Champion, $1,950. °52 
Champion 4-dr., $600; 2-dr., $720. °51 
Champion 4-dr., $565; Commander (8) 
4-dr., $550*. °49 Champion club coupe, 
$320, $260. 


FLINT 


(Flint Auto Auction, Sale every Wednes- 
day. Prices are for sale of Feb, 10.) 
(Buyers numerous and market strong- 
er. Sold 89 cars out of 122 offerings.) 
BUICK—’53 Riviera 4-dr., $2,100*, $1,- 
995*, $1,905*; 2-dr., $1,960*. °52 Special 
4-dr., $1,365*, °51 Super 4-dr., $910. ’50 
Super 4-dr., $705, $730; Riviera, 4-dr., 
$765, $605; Riviera, 2-dr., $840; Special, 
2-dr., $485. '49 Special 4-dr., $315. 
$1,- 


CADILLAC—’51 (62) 4-dr., $1,930*, 
745°. 
CHEVROLET—’53 Bel Air coupe, $1,560*; 


(210), 2-dr., $1,320*. °52 SL Deluxe 4- 
dr., $1,035*, $925; 2-dr., $875; club 
coupe, $910. '51 SL Deluxe 4-dr., $805, 


$795; 2-dr., $635. '50 SL Deluxe 4-dr., 
$550; 2-dr., $630; FL Deluxe 2-dr., $575. 
"49 FL Deluxe 2-dr., $325, $445; '48 FL 
4-dr., $250; FM 4-dr., $315. '47 SL 2- 
dr., $160. ’°46 Aerosedan, $160, '41 Spe- 
cial club coupe, $205. 

CHRYSLER—’'52 NY 4-dr., $1,200*. 

DODGE — '51 %-tcn express, $480. °49 
Meadowbrook 4-dr., $400; Coronet, club 
coupe, $360. 

FORD—’53 Victoria 2-dr., $1,657*; Cus- 
tom (8) 4-dr., $1,440; 2-dr., $1,425. '52 
Custom (8) 2-dr., $1,050, $1,035. °51 
Custom (6) 4-dr., $740. '50 Custom (6) 
2-dr., $525, $430; club coupe, $455. '49 
Custom (6) 2-dr., $300. '47 %-ton pick- 
up, $150; Super Deluxe coupe, $195. 

FRAZER—’49 4-dr., $240. 

MERCURY—'49 4-dr., $440. 

NASH—’53 Ambassador 2-dr., $1,605*, '52 
Statesman 2-dr., $900. °51 Statesman 4- 


dr., $535. °50 Statesman 4-dr., $375; 
(600), 4-dr., $300. ’41 Ambassador 2- 
dr., $280. 


OLDSMOBILE — '53 (98) 4-dr., $2,150*. 
’52 (88) 2-dr., $1,455*. °51 (88) 4-dr., 
$920. "50 (98) 4-dr., $735, $830; (88), 
2-dr., $565. '49 (76) club coupe, $410. 

PLYMOUTH—’52 Cranbrook 4-dr., $765. 
‘51 Cranbrook 4-dr., $590. '50 Suburban 





2-dr., $635; Special Deluxe, 4-dr., $525; 
Deluxe, 2-dr., $325, $425. ‘49 Special 
Deluxe, 4-dr., $125. 

PONTIAO — ’'53 Catalina 2-dr., $1,750*; 
station wagon, $1,625; Chieftain Deluxe 
(6) 2-dr., . . ‘51 Catalina 2-dr., 
$1,115. '50 Chieftain Deluxe 4-dr., $655; 
SL, 2-dr., $585. '48 SL 22-dr., $280, '47 
station wagon, $210. '46 SL 2-dr., $165. 

STUDEBAKER—’51 Champion 4-dr., $615, 


$480, $435. ‘50 Champion 4-dr., $680. 
’48 Champion 2-dr., $200. 
MISCELLANEOUS — ’52 Henry J 2-dr., 
$450. 
FARGO, N. D. 


(Tri-State Auction Co, Sale every Thurs- 
day. Prices are for sale of Feb. 11.) 

(Market very strong, Sold 74 cars out 
of 91 offerings.) 


BUICK—’52 Super sedan, $1,395*, $1,175. 
‘51 Super Riviera, $970. '50 Super Rivi- 
era, $810; sedan, $760; Special sedan, 
$485, °49 Super sedan, $485. °48 Super 
sedan, $235. 

CADI C—'47 (62) sedan, $495. 

CHEVROLET—’53 Bel Air sedan, $1,685*; 
(210) sedan, $1,300; (150) sedan, $1,- 
165. 52 SL Deluxe sedan, $1,025*, $990. 
‘51 SL Deluxe sedan, $810; 3 at $765, 
$725, $790; club coupe, $760; station 
wagon, $810. ’50 SL Deluxe sedan, $555, 
$520, $405. '47 Aerosedan, $290. '42 se- 
dan, $160. 

CHRYSLER — ‘50 Windsor club coupe, 


$575. 
DeSOTO—’'51 Custom Sportsman, $800. 
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DODGE—’'45 2-ton panel, $305. 

FORD—’54 Main (6) sedan, $1,550°. '53 
Custom (8) sedan, $1,290. '52 Main (6) 
sedan, $935; Custom (8) sedan, $1,045. 
‘51 Custom (8) sedan, $820, ; De- 
luxe (6) sedan, $750, $605. '50 Deluxe 
sedan, $545, $515, $465; %-ton pickup, 
$545, $470. '49 Deluxe sedan, $515; Cus- 
tom (6) sedan, $280; (8) sedan, $465, 
$350; club coupe, $360, '48 Special De- 
luxe sedan, $355. '47 Deluxe (6) sedan, 
$140; station wagon, $260. 


MERCURY—’52 Monterey sedan, 
*49 Custom sedan, $475. 


NASH—’52 Ambassador sedan, $1,000. '50 
Ambassador sedan, $525, $315. 

OLDSMOBILE—’49 (88) sedan, $530. 

PLYMOUTH—’50 Deluxe sedan, $510. 
Special Deluxe sedan, $275. 

PONTIAC—'53 Chieftain (8) conv., $1,- 
700* °52 Chieftain Deluxe (8) sedan, 
€1,145*, $1,115, $1,100. ‘50 (6) sedan 
coupe, $600; Catalina, $890. '47 Torpedo 
sedan, $220. 

STUDEBAKER—’51 Land Cruiser sedan, 


$1,290. 


"48 


$720. '50 Champion club coupe, $525; 
Land Cruiser sedan, $410. 

WILLYS — ’50 station wagon, $500. °46 
Jeep, $270. 


N. LITTLE ROCK, ARK. 


(Arkansas Auto Auction. Sale every 
Tuesday. Prices are for sale of Feb. 9.) 
(Prices up slightly. Sold 53 cars out 
of 97 offerings.) 
BUICK—’52 Special 2-dr., $940. 
CADILLAC—’'49 (61) 4-dr., $875. 
CHEVROLET — ‘54 (210) 4-dr., $1,725*, 
$1,630. °53 (150) 2-dr., $1,030. '51 SL 
Special 4-dr., $725, 600. ’49 SL Special 
2-dr., $475, $445, $240. °48 FM 2-dr., 
$250. °46 FM 2-dr., $305, $110. ’41 
Deluxe 2-dr., $235, $135, $105. '39 De- 
luxe 2-dr., $175. 
FORD — ’52 Custom (8) 2-dr., $1,370*, 
$1,135. °51 Custom Victoria, $685, $680, 
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ALL WEATHER 
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“He worked his way down from 
a new-car dealer to a used-car 
dealer, and finally into the big 
money.” 





$660, $595. '50 Custom (8) 2-dr., $530, 
$385. °49 Deluxe (6) 2-dr., $425, $400, 
$405, $390, $365, $135. °48 4-dr., $238, 
$220, $140. '47 club coupe, $355, $325. 
°46 4-dr., $200, $175, $165, $125. 

LINCOLN—’49 4-dr., $160. 

MERCURY — ’51 2-dr., $570. 
$475, $470. 


MINNEAPOLIS 


(Minneapolis Auto Auction. Sale every 
Monday. Prices are for sale of Feb. 8.) 

(Market same as last week. Sold 34 
cars out of 68 offerings.) 
BUICK—’52 Special 2-dr., $1,060. 


'50 2-dr., 





eee 


’49 FL Deluxe 2-dr., $445. "47 SM 2-dr., 
$280. 


OHRYSLER—’50 Windsor 4-dr., $650. °47 
NY 4-dr., $275. 
DODGE — ’'50 Wayfarer 2-dr., $475. '46 


Deluxe 4-dr., $215. 


FORD—’51 Custom (6) 4-dr., $775, $770; 


2-dr., $765. °50 Custom (6) 2-dr., 2 at 
$625; conv., $500. *49 Custom (6) 2-dr., 
$475, $405. °48 Deluxe 4-dr., $310. °47 


Deluxe 4-dr., $225. 
HUDSON—’46 Super 2-dr., 
MERCURY—’46 4-dr., $220. 
OLDSMOBILE—’51 (88) 4-dr., $1,080, '50 

(88) 2-dr., $620. '49 (76) 2-dr., $495. 
PLYMOUTH—’53 Cambridge 4-dr., $1,190. 

52 Cranbrook 4-dr., $900.. '51 Deluxe 

2-dr., $455. '50 Deluxe 4-dr., $600, $560. 

49 Deluxe 4-dr., 2 at $520. '46 2-dr., 


$255. 
PONTIAC—’50 (6) 4-dr., $600. °48 (6) 
2-dr., $365. 
STUDEBAKER — 
$1,125. 


N. PLAINFIELD, N. J. 


(Lebanon Auto Auction. Sale every 
Wednesday. Prices are for sale of Feb. 
10.) 

(Market steady with plenty of activi- 
ty. Sold 78 cars out of 106 offerings.) 


$115. 


‘52 Commander 4-dr., 


BUICK—’54 Super Riviera, $2,925*. ‘53 
RM Riviera, $2,335*. '52 Super sedan, 
$1,400. '48 RM sedan, $250. 


CADILLAC—’53 (62) sedan, $3,590°*, Sg 
575*, $3,400*. ’52 (62) sedan, $2,795. '50 


(61) sedan, $1,675*; (61) sedan, $1,- 
775*. '49 (60) special sedan, $750. °48 
(62) conv., $1,150*. °46 (60) special 
sedan, $330. 


CHEVROLET — ’54 Bel Air, $1,985*, $1,- 
825*; (210) sedan, $1,610, '52 SL Deluxe 
sedan, $965, $950; SL Special sedan, 
$900, $875, $860. '51 SL Deluxe sedan, 

+ 2 at $825; SL Special sedan, $740, 2 at 


(Continued on Page 29, Col. 1) 








CHEVROLET—’50 SL Deluxe 4-dr., $595. 





THE MOST IMPORTANT 
ADVANCEMENT 
SINCE LACQUER 


1 NOW —a surface that dries dust free in 10 to 15 
minutes . . . with R-M Permax and R-M Enamel 
Reducer (S-30 ER-59) . . . THE MOST IMPOR- 
TANT ADVANCEMENT SINCE LACQUER. 


QUICKLY FREE your spray booth for the next paint 
job and turn out more jobs per day. 


SAVE WEAR on compressor machinery . . . because 
the new R-M enamel combination allows use of much 


lower air pressure. Use only 40 to 45 pounds, yet 
operating speed is increased with practically no paint 


waste from overspray. 


gallon. 


ing about orange peel! 


R- 
US Pal. 


Manufacturers of passenger and commercial car lacquers, enamels, primers, surfacers, tinting colors, thinners, removers, rubbing compounds, ete, 





MORE PROFIT from increased paint mileage per 


GAIN remarkable all-weather control and stop worry- 


5935 MILFORD AVENUE, DETROIT 10, MICHIGAN 
1244 NW. LEMON STREET, ANAHEIM, CALIFORNIA 
in Conada: 845 Wyandotte St. W., Windsor, Ont. 











SERVICE REELS—Graco hose reels put 
chassis, gear lube, motor oil, air, water 
and automatic transmission fluid within 
reach from remote supply pumps. The 
unitized design is easily installed, it is 
claimed, and its spring action makes low- 
ering the service hose effortless. Gray Co., 
inc., 1020 Sibley St., Minneapolis 13, 
Minn. 

. * «& 


Stow Bulletin Describes 


Flexible Shaft Machines 


Four light-weight flexible shaft 
machines manufactured by Stow 
Mfg. Co., 120 Shear St., Binghamp- 
ton, N. Y., are described in Bulletin 
No, 536. 

Explained are such finishing 
operations as filing, sanding, polish- 
ing, buffing, grinding and wire 
brushing. Also shown are the firm’s 
tool shafts, which can be connected 


to any motor. 
ok ok k 


SPARK PLUG TESTER—The 700 Series 
Service Unit is a new version of the 600 
Series and is offered in both floor and 
bench models. New features include o 
redesigned cabinet and sturdier legs in 
floor models. Operator and customer also 
are given a better view of testing opera- 
tions. Champion Spark Plug Co., Toledo, 
°. 


Undercoating Hood 


Protects Mechanic 


A mechanic’s hood designed to 
be worn when spraying undercoat- 
ing is offered at $2.75 by General 
Scientific Equipment Co., 2700 W. 
Huntingdon St., Philadelphia 32, Pa. 

The five-ounce hood is made of 
light cloth and has a window for 
unrestricted vision. It may be worn 
with a respirator. 

Ed * 
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reflectors, is being manufactured 
by L. O. Ramsey & Associates, 
15763 Meyers Rd., Detroit 27, Mich. 
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Attached to the top of a reflector,-| W 


the unit permits swiveling of the 
light so that the mechanic can di- 
rect the beam with greater accu- 
racy. It replaces the fixed-position 
hook found on most drop-cord 
reflectors, 





LACQUER FINISH — Pro- Flex Factory- 
Matched Colors, available for 1954 Chrys- 
lers, DeSotos, Plymouths, Dodges, Fords 
and Mercurys, are a combination lacquer 
and synthetic finish offering the charac- 
teristics of baked enamel and the drying 
features of lacquer, according to Pro-Flex 
Co., 8250 St. Aubin S Detrolt 11, Mich, 


Service Tool Kit Offered 


For IH Carburetor Jobs 


A special set of service tools has 
been devised by Kent-Moore Or- 
ganization, Inc., 5-105 General Mo- 
tors Bldg., Detroit 2, Mich. to 
insure proper servicing of Holley 
carburetors on International trucks. 

The set, which is labeled SE-1772, 
is recommended for overhaul and 
adjustment. It consists of 16 sepa- 
rate items. 






















TRUCK BLINKERS—A new line of direc- 
tional signal lights for trucks features 
light weight and good visibility made 
possible by the use of concentric, pris- 
matic lucite lenses. No reflectors are 
necessary, and only one 21-candlepower 
bulb is required. J. W. Speaker Corp., 
3059 N. Weil Ave., Milwaukee, Wis. 

* a * 















TRANSMISSION DISCS—A complete line 
of automatic transmission discs for cars 
and light trucks includes both all-metal 
and nonmetallic friction discs as well as 
the opposing steel discs. It is stressed 
that packaging in sets permits more ac- 
curate stock control. S$. K. Wellman Co., 
200 Egbert Rd., Bedford, O. 

os 


Hooklike Device Helps 


Position Cord Reflector 
Index-O-Lite, a hooklike device 
for exact positioning of drop-cord 


FLOOR COVERING —A latex foam- 
coated fabric called Andalfoam is said to 
provide a cushioning effect comparable 
to that of the thickest carpet. The foam 
cushions the shock of the abrasive action 
of sand or grit and gives longer life to 
the floor covering. Because no adhesive 
is used in attaching the cushioning mate- 
rial, Gir can flow readily through the fab- 
ric, permitting cleaning by vacuum cleaner. 
Andrews-Alderfer Co., Home Ave., Akron, 
oO. 














PLATE FASTENER—This clip fits all cars 
built since 1941. The long neck permits 
the T-end to pass all the way through the 
channel and clamp on the back of it. No 
screws are required. Frank E. Whedbee, 
Lanham, Md. 


New Seat Cover Fabric 


Offered by Textileather 


A vinyl coating on a rayon fabric 
base is a new material developed by 
Textileather Corp., Toledo 3, O., for 
auto seat covers and similar prod- 
ucts. The material is described as 
possessing high tear strength and 
is manufactured in seven colors. 

The fabric is reported to be re- 
sistant to oil, grease, perspiration 
and stains. 





CIGARET EXTINGUISHER — Cig-a-Douse 
is a cigaret extinguisher with a spillproof 
water reservoir to prevent flying sparks. 
A back bracket screws to the dashboard 
or steering post of nearly any make of 
car or truck. The device can be imprinted 
with the dealer's name, if used as a 
“giveaway.” Cig-a-Douse Co., P. O. Box 
8788, Portland 7, Ore. 


* 
Triple-Electrode Spark Plugs 
Manufactured by Auburn 

A new spark plug design 
featuring triple ground electrodes 
with convex ends is offered by 
Auburn Spark Plug Co., Inc., Au- 
burn, N, Y., under the trade 
name Auburn Hot Rod Spark 
Plugs, with all metal parts 
chrome-plated, and Auburn TC-3 
Spark Plugs, with black, rust- 
proof finish. 

The convex ends of the elec- 
trodes are shaped to match the 
curve of the center electrode and, 
according to Auburn, offer 100 
percent more gapping surface 
than conventional single - elec- 
trode spark plugs and 500 per- 
cent more gapping surface than 
three electrode plugs with 
pointed ends. 

ok 
















TRUCK HOIST—The new Universal Mount 


| Dump-O-Matic hoist is designed for use 


on Ye, % and one-ton pickup chassis and 
can be adapted to any truck chassis with 
a simplified kit of mounting brackets, it 
is stated. Design of the all-steel hoist 
subframe is said to eliminate lifting 
stresses. Hydraulic power is supplied by 


a Hydra-Clutch pump which is mounted | : 


atop the engine. National Lift Co., Wayne, 
Mich. 


x ok ~ 
Catalog Covers Sprayers 
And Air Compressors 
Electric Sprayit has issued a new 
catalog on portable paint sprayers 
and air compressors, In addition to 







showing a complete range of equip- 
ment, the catalog describes the 
basic features of compressor and 
gun construction and application. 

The catalog is available from 
Electric Sprayit Division, Thomas 
Industries, Inc., Sheboygan, Wis. 

* * 


* 





IGNITION WRENCH—Model D-10 is a 
special driver for removing lock nuts on 
the movable point of 1953 Delco distribu- 
tor heads on 1953 Chevrolets. The hollow 
shank permits slipping the tool over the 
threaded terminal to engage the slotted 
screw for removal. Owatonna Tool Co., 314 
N. Cedar St., Owatonna, Minn. 

Bd * ce 
DuBois Introduces Coating 
For Paint Spray Booths 

A new paint spray booth coating, 
Peel Filmite, is fireproof and peel- 
able, according to the manufac- 
turer, DuBois Co., 1120 West Front 
St., Cincinnati, O. 

DuBois officials say Peel Filmite 
resists alkalis, acids, oils, alcohol, 
gasoline and grease, and dries in 
10 minutes. When the paint accu- 
mulates, the operator can peel it 
off in big sheets. 

~ 


* * 





TIRE ALARM—An alarm switch mounted 
on the brake plate sounds a warning to 
the driver when a tire becomes underin- 


flated. A red light on the 
panel continues to flash until the trouble 
is corrected. Como Mfg. Corp., 5013 N. 
Kedzie Ave., Chicago 25, Ill. 


oJ * x 
Chemical Prevents Shock 
From Seats, Firm Says 

A small, chemically treated felt 
disc, wiped on automobile seat cov- 
ers, prevents static shock. 

Called Shock-Pruf, the disc is 
said to give protection for six 
months or longer. Display cards 
hold 12 packages to retail at 49 
cents each. It is a product of Braun 


Laboratories, 206 S. Hutchinson St., 
Philadelphia 7, Pa. 
of a 















PROTECTIVE TRIM — Check-Chip pre- 
vents paint chipping on door edges and 
hides scors. It is made of plastic and 
metal laminate and is said to resist rust 
and corrosion. It comes in three finishes 
—chrome, gold and reflector red. Carmac 
Co., 1622 S. Magnolia Ave., Monrovia, 
Calif. 


instrument | 













KEY SAFE—Combination safe holds one 
car or house key. It can be attached to 
the back splash plate, back deck or under 
the hood. It is rustproof and waterproof, 
according to Key Safe, 707 Stephenson 
Bidg., Detroit 2, Mich. 


i 





FENDER SKIRTS—Two new Erie flared- 
bottom fender skirts are offered in both 
box-type and teardrop models. Features 
are the widely flared bottom flange, in- 
visible rubber molding and an arm-type 


locking device for secure installation. 
J & H Sales Co., 75 E. Wacker Drive, 
Chicago 1, Ill. 

* * * 


Three Replacement Panels 
Marketed by Schofield 


Three new items have been an- 
nounced by Schofield Mfg. Co., 1142 
E. 222nd St., Cleveland 23, O., 
maker of replacement panels. 

The new Model P-287, lower 
center section rear fender for 
1949-52 Chevrolets, can be used 
with the P-257 and P-266 lower sec- 
tions for the rear and front of the 
same fender. 

Also announced were the P-288 
rocker panel for 1953 Plymouths 
and P-289 for 1953 Chrysler, Dodge 
and DeSoto models. 

ad + 
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FRAM DISPLAY — Jobbers and whole- 
salers are offered this 11-inch-high display 
featuring a replica of a Fram replacement 
cartridge which contains a cigaret lighter 
on top. Completing the display are two 
ashtrays. A light inside the cartridge 
flashes on and off. Fram Corp., Providence 
16, R. |. 


Weld-Built Body Catalog 
Covers Power Wreckers 


Weld-Built Body Co., Inc., 59-03 
Preston Court, Brooklyn 34, N. Y., 
has published a catalog on power 
wreckers, describing the firm’s 12 
models, which range from three to 


TRANSFORMER—This three-phase trans- 
former is said to give up to 1,200 watts 
of auxiliary 110-volt power to operate 
tools and appliances in vehicles equipped 
with the Leece-Neville alternator system 
in place of conventional direct-curren! 
generators. It is independent of moto: 
speed. Available are Model 1013-T, 800 
watts, for six-volt systems, and Mode! 
1012-T, 1,200 watts, for 12-volt systems. 
Leece-Neville Co., 5109 Hamilton Ave., 
Cleveland 14, O. 
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$725, 2 at $700. '50 FL Deluxe sedan, 
$690. "49 SL Deluxe sedan, $500; conv., 
$510. °48 SL sedan, $400. 


CHRYSLER — '53 Windsor Deluxe sedan, 
$1,880. °49 NY sedan, $575. 


DeSOTO—’51 Custom sedan, $1,025. 
DODGE—’50 Coronet (6) sedan, $780. '48 


Custom sedan, $340. 
FORD — '54 Custom (6) sedan, $1,690*; 
Main (6) sedan, $1,625. °53 Main (8) 


Ranch Wagon, $1,695; Victoria, $1,800*. 
’52 Victoria, $1,320; Custom (8) sedan, 
$1,270, $1,225. '51 Victoria, $1,020. ‘50 
Deluxe (8) sedan, $640. '49 Custom (8) 
sedan, £510, $435. 

HUDSON—’48 sedan, $285. 

HENRY J—'51 sedan, $375. 


MERCURY — '51 sedan, $885, $880. ’'50 
sedan, $620. °49 sedan, $470. '47 sedan, 
10. 


NASH—’49 (600) sedan, $340. 
OLDSMOBILE—’53 (88) Holiday, $2,200*. 
1 (88) sedan, $1,070, $835. ’50 (98) 


sedan, $700, $660. '46 (76) sedan, $170, 
$125. 


PLYMOUTH — '54 Suburban, $1,860. '53 
Cambridge sedan, $1,090. '51 Special De- 
luxe conv., $760. ’°50 Special Deluxe se- 
dan, $655, $630, $590. °47 Deluxe se- 
dan, $230. 


PONTIAC—’50 Chieftain (8) sedan, $710; 
SL (6) sedan, $475. °48 (8) sedan, 
$350, $260. °47 (6) sedan, $335. 


STUDEBAKER—’51 Land Cruiser sedan, 
$750. '50 Commander sedan, $415. 


FT. WAYNE 


(Carl Marker’s Auto Auction. Sale every 
Tuesday. Prices are for sale of Feb. 9.) 


(Market steady—some prices up a 
little. Attendance and bidding food. 
Sold 97 cars out of 130 offerings.) 


BUICK—’53 Super 4-dr., $2,100*. '52 Super 
Riviera 2-dr., $1,425*; RM _ Riviera, 
$1,400*; Super 4-dr., $1,100*. '51 Super 
4-dr., $990*, $920. 50 Super Riviera 2- 


For Research 


On Smog Causes 


LOS ANGELES.— The automo- 
tive industry is ready to do its 
part in eliminating smog caused 
by vehicle exhaust fumes, accord- 
ing to John M. Campbell, chairman 
of an Automobile Manufacturers 
Assn, committee which studied the 
smog situation-in Los Angeles. 

In a letter to the County Board 
of Supervisors, however, Campbell 
has asked for four investigations: 

1. To determine the exact con- 
tributions of motor vehicles, in- 
dustrial plants and rubbish in- 
cinerators to total air pollution. 


2. To furnish an accurate evalu- 
ation “of the effect of eye irritation 
or plant damage produced by any 
improvement of fuels, engines or 
related factors.” 


3. To determine if better instru- 
ments and procedures can _ be 
found for evaluation of the un- 
usual meteorological conditions in 
the Los Angeles area. 


4. To learn the long and short- 
range physical effects of smog and 
its components. 

“The industry feels a deep re- 
sponsibility to the citizens of the 
Los Angeles area,” Campbell de- 
clared. “As the second largest 
automotive manufacturing center 
and the site of one of the world’s 
great concentrations of motor ve- 
hicles, the area also is vital to the 
automctive industry.” 


Tokyo Auto Show 
Opens Apr. 20 


TOKYO. The Tokyo Motor 
Show will be held here in Hibiya 
Park Apr. 20-29 under the sponsor- 
ship of the Japanese Automobile 
Manufacturers Assn. 


A wide variety of cars, trucks, 
buses, motorcycles and motor tri- 
cycles will be displayed. There also 
will be an exhibit of current auto- 
motive papers, magazines and 
books. 


Columbus Auditor Sentenced 


For Forgeries of $72,000 


An auditor of two Columbus (O.) 
dealerships has been sentenced to 
One to 20 years for stealing, through 
forgery, $54,000 from Vaughan Mo- 
tor Car Co. and $18,000 from Ross- 
Black Motors. 


The auditor, William J. Orr, 
Pleaded guilty to two counts of 
forgery. Thirty-seven other counts 
of forgery and one of embezzlement 
Were dropped. 





dr., $775*; 4-dr., $685; RM 4-dr., $655*; 
Special 2-dr., $600*. '49 RM 4-dr., $390*, 


$495*, $355*. ‘47 Super sedanet, $205. 
"46 Super 4-dr., $165. 
CADILLAC—'50 (62) 4-dr., $1,665". '49 


(62) 4-dr., $995*. 

CHEVROLET—’53 (210) 2-dr., $1,210; Bel 
Air, $1,665*. '52 SL Deluxe 4-dr., $940; 
club coupe, $985. '51 SL Deluxe 2-dr., 


$785, $725. ’°50 SL Deluxe 2-dr., $520; 

4-dr., $625. '48 FL Aerosedan, $335. '46 

SM 4-dr., $155; Aerosedan, $275. 
DODGE—'47 4-dr., $150. 


FORD—’53 Custom (8) club coupe, $1,385; 
Main (8) 2-dr., $1,100, $1,250; Country 
Squire station wagon, $1,675; Victoria, 
$1,265. °52 Custom (8) 4-dr., $1,180, 
$1,050; 2-dr., $1,085*, $1,005; Main (6) 
sedan, $925; station wagon, $1,365, 
$1,300. '51 Custom (6) 2-dr., $600; Vic- 
toria, $965*, $865*. '50 (6) 2-dr., $400; 
(8) 4-dr., $510. '49 station wagon, $270; 
club coupe, $290; 2-dr., $465. °47 2-dr., 
2 at $200, $170. '46 2-dr., $125. 


HUDSON—’51 2-dr., $585. 


KAISER—’51 Deluxe 2-dr., $420. 
LINCOLN—’52 Cosmopolitan 4-dr., $1,600*. 


MERCURY—’54 4-dr., $2,260*. '52 4-dr., 
$1,100. ’51 4-dr., $780. '50 2-dr., $645. 
"49 2-dr., $355. 


NASH—’50 Statesman Super 2-dr., $445. 
OLDSMOBILE—’53 (88) 2-dr., $1,600. '51 
(98) coupe Holiday, $1,100*; (98) 4-dr., 
$1,150*. '49 4-dr., $610*. '47 4-dr., $150. 
PACKARD—'51 4-dr., $910*. 
PLYMOUTH — '54 Belvedere sport coupe, 








$1,730. 
Special Deluxe 2-dr., 
Deluxe 4-dr., $265. 

PONTIAC—'53 Chieftain (8) 4-dr., $1,650*; 
2-dr., $1,475; Catalina, $1,885". '52 
Chieftain (8) 2-dr., $1,200*, $1,175*. '51 
Chieftain (8) 4-dr., $950. '49 (8) 2-dr., 
$450°; 4-dr., $445*. '48 (8) 4-dr., $370*. 
'47 (8) 4-dr., $230. 

STUDEBAKER—’51 Champion 4-dr., $480. 
‘47 Commander 4-dr., $200. 


DANVILLE, VA. 


(Danville Auto Auction. Sale every 
Wednesday. Prices are for sale of Feb. 
10.) 

(Very active sale with ample buying 
power. Sold 54 cars out of 96 offer- 
ings.) 

BUICK-—'49 Super sedan, $340. '37 sedan, 
$160. 


‘51 Cranbrook 4-dr., $565. '50 
$630. °48 Special 


CADILLAC—’49 (62) sedan, $1,050. 

CHEVROLET — ’52 SL Deluxe sedan, 
$910*; SL Special sedan, $705; FL De- 
luxe sedan, $1,085, $1,010. ’51 SL De- 
luxe sedan, $670. ’50 FL Deluxe sedan, 
$530, $445; SL Deluxe sedan, $410. '49 
SL Deluxe sedan, $255. °48 SM club 
coupe, $295. °47 FL sedan, $345. 

CHRYSLER -— ’'54 Windsor club coupe, 
$1,855. °49 Windsor sedan, $525. 

DODGE—’53 Cgronet (8) 4-dr., $1,280*. 
’47 %-ton pickup, $190. 


FORD —’53 (8) Victoria, $1,650*; Main 


(8) sedan, $1,400*. '52 Custom (8) se- 
dan, $1,070*; Main (8) sedan, $885. '51 
Custom (8) sedan, $725, $770. ‘50 
Custom (8) sedan, $500; Main (8) se- 
dan, $560; station wagon, $350. ‘49 
Custom (8) sedan, $345, $325. °'48 (8) 
sedan, $180. '46 (6) sedan, $150. '40 
(8) sedan, $190. 

HUDSON — '52 Hornet sedan, $835. °49 
Commodore (6) sedan, $170. 


MERCURY—’49 sedan, $605, $355. 
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Hero Wins Dealer's Treasure Chest— 


Sgt. 1/c C. W. Barrett, Congressional Medal of Honor holder, was the winner of 
a treasure chest offered by Frank Taylor Ford Co., Los Angeles, in G recent contest. 
Barrett and his wife are shown with Russ Vincent, general manager. More than 10,000 
persons visited the showroom during the week-long treasure hunt, which was timed 
to coincide with the showing of the 1954 models. 





NASH—’49 Ambassador sedan, $275. ‘48 ‘48 Special Deluxe club coupe, $260. '47 
Super sedan, $210, $170. '47 (600) se- Special Deluxe sedan, $255. 
dan, $155. PONTIAC—’52 (8) sedan, $1,000; (6) se- 
OLDSMOBILE — ‘49 Super (88) sedan, dan, $850. °50 (6) sedan, $400. 
$705*; (76) sedan, $220. ’46 (76) sedan, | STUDEBAKER -—— '52 Commander sedan, 
$160. $790. 


WILLYS—-'46 Jeep, $240. 


PLYMOUTH—’51 Cambridge sedan, $755. 


St Action SALES for YOU 





TRADE MARK 






devised for school bus needs. 


RUB RAILS 


The 
than add good 


ure of prot 






safety at all times. 


HEADROOM 


overhead. 


SCHOOL BUS 


CANASTOTA 


Hee MORE SPACIOUSLY 
DESIGNED WINDOWS 


Built t to the roof line, the new, better- 
Pbility split-type top sash opens to a full 
nine inches for more safety and ventilation. 
Constructed of Safety Glass, rimmed in steel 
and set in rubber, tamper-proof yet easy to 

the new side windows are the best 


Hew WIDER, MASSIVE 


new, flanged, heavy Rub Rails do more 
looks to Oneida Safety 
Schoo Bus Body—they add a double meas- 
ection in today’s heavy traffic. 


Yew \WMBO-ROUNDED 
FULL COVERAGE BUMPER 


The 
Constructed of heavy gauge steel. 

heavy-duty bumper is designed for full pro- 
tection in rear. It is an added assurance of 






lew FULL SIX FEET OF 


Imost as high as a room, the new, arched 
a gives a full 72 inches of inside height 
and a feeling of spaciousness, full visibility 
and better air circulation. Tall or short, 
students like the feel of plenty of space 


The Oneida insignia on the side of a bus 
signifies a new high mark in safety and 
efficiency. Wherever you see the name of 
Oneida, all over America, you know thot 
school executives have chosen the best. 


SALES 


ONEIDA PRODUCTS CORPORATION 


NEW Y¢ 


are POSITIVE with the 


NEW ’54 
Orerday, 


SAFETY SCHOOL 
BUS BODIES 


Now, more than ever before, the salient 
feature of bus sales depends upon “‘Safety?” 
Oneida top-flight engineering makes 
possible the best-looking and most value- 
packed bus bodies available today. 

From the “Cradle of Steel” construction 
to the super-visibility windows, there is 
MORE SELL in ONEIDA’S multiple 
features than ever before. 















































WRITE TODAY 


By writing to your Bus body to fit your 
nearest distributor, chassis. The many 
or Oneida direct, new features that 
you can secure full have been incorpo- 
Specifications and _ rated will convince 
prices for the new youofits Sure-Fme 
54 Safety School SaLes ACTION. 
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W. F. Price, president of Price 
Battery Corp., Hamburg, Pa., has 
announced the appointment of 
Joseph G. Monnin as general man- 
ager of the Monark Battery Co., 
and Red Bar Battery Co. divisions, 
Wapakoneta, O. 

Monnin’s experience in the bat- 
tery field includes service with 
Gould Battery Co. and Auto-Lite 
Battery Corp. ——" 


Champion Spark Plug Lists 


Four Personnel Changes 


Robert A. Stranahan, president 
of Champion Spark Plug Co., has 
announced the following personnel 
changes: 

R. A. Stranahan 
jr., vice-president 
since 1949, has 
been named exec- 
utive vice - presi- 
dent; Dr. James 
S. Owens has been 
made general 
manager of 
: Champion’s cer- 
ae amic division in 

" Detroit; Keith 
R. Stranshan Jr. =Wilison, former 
company purchasing agent, becomes 
director of purchases, and Robert 
W. Vogel, auditor since 1948, has 


been named controller. 
* * aa 





Strote Joins American Chain 


As Director of Purchases 

Clifford G. Strote has been ap- 
pointed director of purchases of 
American Chain & Cable Co., Inc., 
and associate 
companies. He 
will handle all 
purchasing for the 
16 divisions of the 
company, with 
headquarters at 
Bridgeport, Conn. 

Strote has had 
more than 20 
years’ industrial 
experience, the 
past 12 years in 
executive pur- 
chasing assignments with U.S. Steel 
Corp. Previously, he was with 
Sundstrand Adding Machine Co., 
National Lock Co. and George D. 
Roper Stove Co., all of Rockport, 
Ill, 





Cc. G. Strote 


Dana Names Dodge Director 


Of Planning and Budgets 

Appointment of L. L. Dodge as 
director of planning and budgets 
has been announced by J. E. 
Martin, president of Dana Corp. 

Dodge joined the Dana staff in 
1948, working on special assign- 
ments for the president. For the 
last three years, he has been ex- 
ecutive assistant to the president. 

- +” * 


Ford Names Lynch ito Head 


Its New Defense Office 


Gerald J. Lynch has been ap- 
pointed director of Ford Motor 
Co.’s newly established office of de- 


|fense products and governmental 


relations, according to Ernest R. 
Breech, executive vice-president. 

The new central staff organiza- 
tion incorporates functions former- 
ly assigned to the office of defense 
products and the Washington of- 
fice. 

Lynch also will serve as a mem- 
ber of the company’s defense pro- 
duction committee. Prior to his new 
appointment, he was director of the 
Washington office and executive as- 
sistant to J. R. Davis, vice-president 
and group executive. 

on ok x 


Chrysler Assigns Rothaar 
To Staff of Snyder 


Auto Personnel 





England manager, has been named 
manager of a new zone which will 
service Arizona and parts of Cali- 
fornia, New Mexico and Texas. 
Another new zone has been created 
for Oklahoma, Arkansas and north- 
ern Texas. New manager is A, M. 
Rives. 

Arthur A, Sherman has been 
named manager of the zone which 
includes Pennsylvania, New Jersey, 
Delaware, Maryland and New York 
City. 

* * + 


Warner Electric Appoints 


Enwald Coast, Representative 

Vernon D. Enwald has been ap- 
pointed a national account repre- 
sentative for the automotive divi- 
sion of Warner Electric Brake & 
Clutch Co., Beloit, Wis., it is an- 
nounced by George G. McManis, 
division manager. 

Enwald, who will handle Pacific 
coast national account sales from 
San Francisco, was previously as- 
sociated with International Har- 
vester and Willys-Overland. 

* * * 


Smith Takes Detroit Post 


With Belnap & Thompson 


Fred C. Gould, vice-president of 
Belnap & Thompson, Inc., has an- 
nounced the appointment of Ken- 
neth C. Smith as promotion direc- 
tor in Detroit. Smith formerly was 
district sales manager for Capital 
Airlines, Inc. 


Smith will handle automotive ac- 
counts for Belnap & Thompson in 
the Michigan area, Gould said that 
Smith’s appointment emphasized 
the growing importance of travel 
in sales-incentive programs. 

A * * 


Arvin President Honored 


For Community Service 


Glenn W. Thompson, president of 
Arvin Industries, Inc., has received 
the annual Community Service 
Award presented by the Columbus 
(Ind.) Chamber of Commerce. 


Thompson last year served as 
general chairman of a citywide 
campaign that raised $1 million to 
build a high-school gymnasium, 

* * x 
Adams Serves Government 
On Leave from Bohn Post 
Clyde M. Adams, secretary of 

Bohn Aluminum & Brass Corp., 

Detroit, has been appointed 
deputy director of the Aluminum 
and Magnesium Division of the 

Business and Defense Services 

Administration, according to 

Charles F. Honeywell, BDSA ad- | 

ministrator. 

Adams is on loan to the Gov- | 
ernment from Bohn under a ro- 
tation system, by which industry 
makes available the services of 
experienced personnel for short 
periods. As deputy director of the 

division, he succeeds Everett G. 

F president of Permold 

Co., Medina, O. 

* * * 
Division of Bakelite Names 
2 New Zone Managers 

The molding materials division of | 
Bakelite Co. has filled two newly 
created posts. 

R. H. Bruce has been named 
eastern zone manager, and J, M. 
Herbert has been appointed mid- 
western zone manager. 

Bruce has been with the plastics 
company since 1941, while Herbert 
joined the firm in 1939. 

* * * 


Kirkendall to Cleveland 


Barrett Kirkendall has been ap- 
pointed Cleveland district manager 





CHROME-CRAFT 
EMBLEMS 


License Frames 










Finest Advertising Em- 


blems Made. Permanent, At- 


tractive, Legible, Chrome Plated, Individual 
and Distinctive Designs made by Douglas Craffts- 
men. Write for Free Sample Without Obligation. 
Some Sales Territories Open for Top Salesmen. 


Rear Deck Plates 


Bete Tt ae eS 


<TO]0R a. MINNEAPOLIS 4 
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MINNESOTA 





PORTLAND... 


THE 2-CAR GARAGE 


ONE OUT OF TEN 
PORTLAND AUTO 


FAMILIES OWNS 2 CARS!* « 


...in fact, there are 1.3 passenger 
cars per family in the state of Ore- 
gon — 30% higher than the U. S. 
average. This means BIG sales in 
a BIG market! 


*Source: 1953-54 Portland, Oregon Consumer 
Inventory — by Dan E. Clark II & Associates 





CAPITAL OF THE WORLD! 





USE THE OREGONIAN 
TO SELL THIS RICH 
MOTOR-MINDED MARKET! 


The Oregonian, with its 39,543 
daily circulation lead over the Ore- 
gon Market's second newspaper, 


is first in automotive advertising 





... first in sales! 


the Oregonian Pang 


226,445 Daily +» 285,142 Sunday 


Represented Nationally by Moloney, Regan & Schmitt, Inc. 


“Better go put a cushion under Chadwick 'cause he’s 


a 


bust more than that bearing before he’s through!” 


RT 
FSM 


You're in the service business to fix cars, not 





“bust” ’em ... or else you won’t stay in business long. 
And let’s face it! There are many repair jobs today that 


just can’t be done by improvised makeshift methods with- 
out damaging costly parts and wasting a lot of time to 
boot. Repair jobs that can be highly profitable, but which 
are often handled at a loss. And that’s why it pays to be 
equipped with Kent-Moore Special Service Tools. 


For you see, Kent-Moore Tools are developed in 





er nis reese ovens uc ns 





NO EXTRAS TO BUY! 


Bs? Immediate Delivery 


Direct from the. 
manufacturer to you 


cooperation with leading car manufacturers to perform 
essential repair operations for which no adequate 
standard tools exist. Each tool is service engineered to 
do its particular job quickly, easily, accurately . . . and 
in accordance with factory recommended procedures. 
The results? Good service at a fair price for your cus- 


Appointment of Ernest W. Roth- 
aar to the staff of C. J. Snyder, 
Chrysler Corp. operating manager, 
has been announced. 

Rothaar, formerly master me- 
chanic of the automotive body di- 


for Firestone Tire & Rubber Co., 

according to H. D. Tompkins, trade 

sales vice-president. Kirkendall was 

last store supervisor for the central 

division in Akron. 
* 


Yours for the asking! 


New Service Tool Guide 
describes and illus- 
trates the entire line 
= of Kent-Moore Special 

Service Tools coverin 





Send for our Catalog 10 ae Tas, Saet and Goon — Voss Promotes Schultz = And its FREES of tomers, and positive profits for you! 
ysis and body plant automation for ——— of — a vitho - obligation 
Macton Machinery "2" nn ERC SGN SES FESHET enone ongammanon, me 
y ates, Chicago franchise representa- ing * Detroit 2, Michigan 


Fram Appoints Farnham, 
Smith, Rives, Sherman 

Fram Corp. has enlarged its New 
England zone and named Paul M. 


Smith zone manager. 
Paul E. Farnham, former New 


COMPANY, INC. 
DYKE LANE 
STAMFORD, CONN. 


tive of Automatic Transportation , 
Co., Chicago manufacturer of elec- . 
tric-driven industrial trucks. For 
the past year, Schultz was a sales- 
man and supervisor of the Voss 
industrial power sweeper division. 


Q AB © FB 


_ Engineers and Menvfocturers of Special Automotive Service Tools ond Equipment 
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Affecting Factories and Dealers... 
Auto Advertising 


By Marty Whitmyer 
, Staff Writer 

January marked the beginning of 
he first cooperative advertising 
yrogram in Plymouth’s 25-year his- 
ory. Taking part are more than 

0,000 Plymouth dealers—making it 
the largest such program in the 
iutomotive industry, according to 
factory officials. 

Handled by N. W. Ayer & Son, 
Plymouth’s ad agency, both new 
and used-car advertisements ran 
in more than 3,700 daily and 
weekly newspapers during Janu- 
ary. The program also includes 
20-second and one-minute local 
radio and television spots, out- 
door posters, painted bulletins 
and movie trailers. 

A special dealer emblem has been 
developed to provide a connecting 
link between the advertising mes- 
sage and the dealer’s showroom. 

Designed to have a strong mem- 
ory factor, the emblem is in the 
form of a circle with a square inset 
and with the words: “Your Plym- 
outh Dealer . . . Headquarters for 
Value.” A 15-inch reproduction of 


the emblem will be supplied for |. 


display in dealer showrooms. 

The new co-op advertising slogan 
is “Under the Beauty, Solid Value.” 
In some areas during February and 
March, special Sun Belt advertising, 
featuring the Belvedere convertible, 
will be used along with the regular 
co-op ads in which closed cars are 
featured. 

Cooperative advertising under 
this setup is distinct from the na- | 
tional advertising done by Plym- 
outh inasmuch as co-op funds 
are collected on a per-car basis 
from dealers and the factorv. | 
The funds are used for local ad- | 
vertising, rounding out and | 
geared to Plymouth’s national | 
advertising. 

All co-op funds will be spent for | 
advertising in dealer areas, it was | 
said. Marketing areas called “Mu- | 
tual Advertising Areas” have been 
set up. These are described as| 
clearly defined markets having two | 
or more dealers, all of whose com- | 
munities get mutual! advertising | 
benefits from the same newspapers, | 
or radio or television stations, or 
both. 

Dealers not located in such mar- 
kets are treated as separate, in- 
dividual accounts. 

Four members of the Aver staff 
have been assigned to provide co- 
operative advertising counsel to 
Plymouth field personnel and Plym- | 
outh dealers. 

They are A. H. Dewees, of | 
Ayer’s San Francisco office, who | 
covers the west coast; Robert P. | 
Leonard, of the Detroit office, 
covering parts of the midwest; 
T. Beverley Keim, of the Phila- 
delphia office, covering New Eng- | 
land and the middle Atlantic 
states, and F. MclI. Stifier, also of 
the Philadelnhia office, covering | 
the rest of the country. 

John W. Garberson, of Ayer’s 
Detroit office, is handling liaison 
work between the field men and 
Plymouth, and between Ayer pro- 
duction units and Plymouth. J. 
Widman Bertch, vice-president in 
charge of the Detroit office: P. F. 
Minnock-Stewart, of Aver’s Detroit 
office, and Ayer executives in Phila- 
delphia and New York are also 
working on the program. 

* 8s ®e 


Detroit to Hear Ad Debate 


How advertising can do a better 
job in helping maintain a healthy 
balance between consumer pur- 
chases and America’s vast produc- 
tive capacity will be debated Thurs- 
day (Feb. 25) by three business 
Personalities at a meeting of the 
Michigan Council of the American 
Assn. of Advertising Agencies at 
the Rackham Memorial, Detroit. 

More than 1,000 advertising peo- 
ple and guests from allied fields will 
hear the debate, according to 
George Richardson, chairman of 
the Michigan Council, which in- 
cludes 18 member agencies in De- 
troit, Grand Rapids and Kalamazoo. 

James J. Nance, president of 
Packard, will give the manufac- 
turer’s viewpoint of the ad agency’s | 
responsibilities in stimulating 





Collier Publishing Co. and former 
editor-in-chief of the San Francisco 
Chronicle. John P. Cunningham, ex- 
ecutive vice-president of Cunning- 
ham & Walsh, Inc., will speak for 
the ad agency. 

* * a 


Mara Moves Up 


Lee W. Mara has been named 
advertising and sales promotion 


manager of Textileather Corp., To- | 


ledo. 

He succeeds L. L. Frost jr., who 
resigned to join Beeson-Reichert, 
Inc., advertising agency in Toledo. 

+ * * 


Dawson Opens Firm 

Establishment of the public rela- 
tions and advertising firm of J. 
Robert Dawson and Associates has 
been announced by J. R. Dawson, 
former director of public relations 
for Kaiser Motors Corp., Willow 
Run. The firm’s offices are located 
in Ypsilanti, Mich. 

Specializing in institutional and 
industrial public relations and ad- 





vertising counseling, Dawson’s cli- 
ents include Kaiser Motors at Wil- 
low Run. Dawson’s function with 
Kaiser Motors is to handle public 
relations, including press release 
queries, pictures, etc., that have to 
do with the Willow Run, Detroit, 
Jackson and Dowagiac plants. This 
arrangement was set up primarily 
so that the Detroit area press would 
have a news contact with the Wil- 
low Run and Jackson plants during 
the remainder of their activity in 


| this area. 


ABC Sales ineretise 


A record total of $2,694,391 in 
gross time sales billings was placed 
with the ABC-TV network in Jan- 
uary, according to Charles R. Abry, 
national sales director. 

These gross billings represent an 
increase of 71 percent over the 
January, 1953, total of $1,572,872, 
Abry reported. 

This marks the fifth consecutive 
month that the network has shown 
an increase in gross time sales over 
the previous month, Abry said. 

oa * + 


Delco-Remy Promotion 

A series of double-page, two-color 
trade magazine advertisements on 
Delco-Remy products has been cre- 


ated by Campbell-Ewald Co., De- 


You can count on 


Thompson's Performance-Tested steering linkage 


appear in 26 automotive, farm-| trucks and buses. 





Sales ‘Oscar’ to Chevrolet's Power— 


Awards of “Impact,” described as the “Oscar” of salesmanship, are received by 
W. G. Power (center), Chevrolet advertising manager and president of the Detroit 
Adcraft Club, and James S. Farley (right), former postmaster general and chairman 
of Coca-Cola Export Co. The awards were presented by Joseph L. Wood, president 
of the Sales Executives Club of New York, at a dinner at the Waldorf-Astoria Hotel. 





troit ad agency, for the Delco-| equipment and automotive - fleet 
Remy division of General Motors, | trade publications, tell the story of 
Anderson, Ind. the heavy-duty Delco-Remy elec- 

The advertisements, which will | trical equipment for cars, tractors, 





THIS 


“CAR” TRAVELS 1500 MILES A DAY! 


T’S not a whole car, of course. Just the important center link of a 





greater consumer demand. Repre- 
senting the publishing field wil] be 
Paul C. Smith, president of Crowell- 


Thompson precision-made steering linkage. In the above picture, 
the center link is getting its daily... yes, daily...1500-mile lubrication! 


AROUND THE CLOCK —This is part of a grueling Performance Test 
that goes on in Thompson's Testing Laboratory 24 hours a day. Here 
the most extreme, difficult road conditions are duplicated. The 
Thompson steering link is subjected, hour after hour, day after day, 
to baths in mud and water .. . dry spells . . . jarring jolts of 300 
pounds or more... and grinding, burning friction. 

And, in addition, these rugged tests are supplemented by actual 
trial runs out on the road in standard-make cars. 


WHY THESE TESTS? Because Thompson is continually striving for 
improvement . . . in materials, in performance, in manufacturing pro- 
cedures. New materials, new processes, new designs are all subjected 
to these thorough Performance Tests . . . and always under the most 
extreme conditions. 


THE RESULTS? These exacting tests in the laboratory and out on 
the open road. . . plus periodic skilled analyses by experienced 
Thompson engineers . . . result in the finest possible steering linkage 
for America’s cars, trucks, buses and tractors. 

If you have a steering linkage probjem, let Thompson’s steering 
engineers help you. Just write or phone Thompson Products, Inc., 
Michigan Plant, 7881 Conant Ave., Detroit 11, Mich., WA 1-5010. 


You can counton 


Thompson Products 


MICHIGAN PLANT 


Detroit 


Fruitport 


Portland 
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WHO ELSE COVERS THE AUTOMOTIVE FIELD LIKE THIS? 


All thirteen of the dramatic articles you see here ap- 
peared in one brief year in LOOK, whose 20,650,000 
motor-minded readers constitute the ideal audience 
for aggressive dealers and jobbers. 


Last year, smart dealers all over the country took 
advantage of LOOK’s Automotive Program by tying 
in with its two Safety Promotions based on the arti- 
cles “Don’t Drive A Death Trap” and “Don’t Put A 
Killer In Your Car.” 


This year, LOOK’s Automotive Program will be big- 
ger and better than ever, with year-round editorial 
coverage, and merchandising campaigns in the 


Spring and Fall specifically designed to increase sales 
of parts and service. 


Will you profit from these important merchandis- 
ing opportunities? Act Now! Write for full informa- 
tion to Woody Kingman, Dept. A, LOOK, 488 Madison 
Avenue, New York, N. Y. 
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Extra Equipment Bills 


Bricks, Mudguards, Governors and Defrosters 
May Become Required Gear 


WASHINGTON, — A variety of 
proposals calling for extra equip- 
ment on motor vehicles has been 
introduced in several state legisla- 
tures, according to the National 






These states are Kentucky, Mas- 
sachusetts, Michigan, Mississippi, 
New York and Virginia. Mudguards 
are now required on certain ve- 
hicles in 15 states. 

A bill proposed in Massachusetts 


Double rein- 
forced metal eye- 
lets — Hang keys 
from either end 


Highway Users Conference. 
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Fidelity ( 
Title Insurance 
pushes s 








up...up...UP 


Put yourself in the dealer’s shoes, Mr. 
Auction Owner. Wouldn’t you pick up your 
stock from the auction that guarantees a sound title to 
every car for which you plunk down the cold green? 
Sure you would. It makes plain good sense. 


They'll buy ’em through your auction, too . . . just 
as soon as they find out it’s Fidelity-Insured. Because 
smart dealers everywhere know Fidelity pays all claims 
(usually on the day they’re made) . . . without a lot of 
red tape . . . and without loss of time or money to the 


claimant. 


Far Better than Self-Insurance ... 
If you’re self-insured, think about this. You can’t set 
up a tax-free reserve to meet losses. . . you can deduct 
premiums paid Fidelity. A big loss could wreck your 
business . . . and any loss you manage to recover costs 


you collection expenses, time, and worry. 


JUST ASK THE OWNER OF ANY OF THESE 
FIDELITY TITLE INSURED AUCTIONS. 


Baker Auto Auction Gulfport Airport, Gulfport, Miss. Thur. 
Capitol Auto Auction 4365 Florida Ave., Baton Rouge, La. Fri. 
Cofield Auto Auction Boaz, Ala. Mon. 
Columbus Auto Auction 2603 Cusseta Road, Columbus, Ga. Thur. 
Concord Auto Auction, Inc. 29 Sudbury Road, Concord, Mass. Mon. & Fri 
Dixie Auto Auction Sales 217 Gadsden Road, Birmingham, Ala. Mon. 
Dixie Motors Auto Auction 718 Angier Ave., Atlanta, Ga. Tues. & Fri. 
Red Farmer's Auto Auction, Inc. 1010 S. State St., Jackson, Miss. Wed. 
Louisville Auto Auction 3601 S. 7th St. Rd., Louisville, Ky. Tues. 
Mauldin Auction Sales, Inc. 1227 New Buncombe, Greenville, S. C. Tues. 
Middle Georgia Auto Auction Eastside Highway, Macon, Ga. Wed. 
Montgomery Auto Auction § 729 N. Court St., Montgomery, Ala. Wed. 
Page Bros. Auto Auction 35th at Divine Sts., Chattanooga, Tenn. Wed. 
Southern Auto Sales Rt. 5, Warehouse Point, Conn. Wed. 
Tinnin Auto Auction Buckwalter Stadium, Meridian, Miss. Tues. 


FIDELITY 
INSURANCE COMPANY 


OF TENNESSEE 
204 Stahiman Building 


Nashville, Tennessee 


In six states, bills have been 
proposed requiring the installa- 
tion of mudguards on vehicles 
unless the throwing of mud and 
water is prevented by fenders or 
body construction. 











provides that “every driver of a 
fluid-drive vehicle shall carry a 
brick or other object to keep his 
vehicle stationary should his hand 
brake be out of order,” and would 
require an extra quantity of brake 
fluid in vehicles having hydraulic 
brake system. 

Engine governors would be re- 
quired on motor vehicles in Colo- 

rado, Massachusetts and New 

| York if bills introduced in these 
states pass. The Colorado pro- 
posal is applicable only to com- 
mercial vehicles, while the Mas- 
sachusetts proposal would apply 
to all vehicles and limit speed to 
60 miles per hour. 

The New York bill would require 
such a device on all vehicles manu- 
factured or assembled after Dec. 31, 
1955 and registered in the state, 
limiting speed to 65 miles per hour. 

A bill recently introduced in the 
U. S. Congress would prohibit the 
shipment or use in interstate com- 
merce of motor vehicles not 
equipped with a device to limit 
speed to 65 miles per hour. 

A Virginia proposal which 
would require turn signals on all 
vehicles manufactured or assem- 
bled after Jan. 1, 1955, has passed 
the lower house. 

Vertical exhausts to discharge 
fumes above the vehicle roof would 
be required on buses, other than 
school buses, by a Kentucky pro- 
posal, while a Virginia bill would 
require them on all Diesel-powered 
vehicles. 

An Arizona bill would require 
front and rear bumpers on all mo- 
tor vehicles, and rear bumpers on 
trailers and semi-trailers over 1500 
Ibs. 

A stop light showing red to the 
rear would be required on all 
trailers and semi-trailers by a 
Massachusetts proposal. 

Other items of equipment pro- 
posed in New York are side-view 
and rear-view mirrors and defrost- 
ers on new vehicles and first-aid 
kits on for-hire buses. 





In the Hopper 


The Virginia House Roads Com- 
mittee has approved a bill to re- 
| strict the use of State gasoline tax 
| revenues to the Highway Depart- 
| ment. 

Under the proposed bill, State 
Police would be cut off from gaso- 
line tax revenues and would receive 
|funds instead from license tax re- 
|ceipts and the State Treasury. 
| * * 


Ky. House OK’s Bill Taxing 


|'Gas Purchases Outside State 


The Kentucky House of Repre- 
sentatives has passed and sent to 
the Senate the Administration’s 
bill which would compel operators 
of heavy trucks to pay Kentucky’s 
seven-cents-a-gallon gasoline tax if 
they buy their fuel outside the 
state. The vote was 87 to 0. 

The measure would apply to all 
trucks weighing 18,000 pounds or 
more, commercial and farm trucks, 
whether in interstate or intrastate 
business. an SS 
Curb on Exhaust Noise 
Urged in Milwaukee 

An ordinance before the Milwau- 
kee Common Council would limit 
the permissible amount of noise 
from cars and trucks to 95 decibels. 
It would outlaw the use of open 
mufflers which increase exhaust 
noise or emit flames. 

The Bureau of Municipal Equip- 
ment reports that 95 decibels is 
about normal when the engine and 


muffler are in good condition. 
* * * 


Pa. Kills Price-Sign Curb 


HARRISBURG, Pa.— The Penn- 
sylvania Supreme Court has 
ruled that filling station operators 
may display the price of gasoline 
on signs as big as they want. A 
1951 law provided that price signs 
could be no bigger than 12 square 
inches. The court held the law un- 
constitutional. 





— Complete in- 
formation. 


TAGS & RINGS 
Priced At 


$17.00 
500 ...... 8.75 
250... 4.50 


Enclose Chec 
with Order. 
Shipments 
Pri 


Free Used Cor 
Systems & Aids 
Catalogue. 


BARRY AUTOMOTIVE 
(SYSTEMS DIVISION) 
Sta. A’, Box 1037, 

Cleveland 2 





WOULD YOU SPEND 
$29.75 


To Fill Your Showroom 
and Lot with Live 
Prospects? 

Our ‘‘PROFIT SHARING BIRD DOG 
PLAN” is now doing this for hun- 
dreds of dealers in many cities. 


Write for Free Samples and 
Details of this AMAZING PLAN 


SANZO SPECIALTIES 


Box 68-A Endicott, N. Y. 


“PORTER PAL”’ 





JIFFY CAR WARMER 
A DEALER MUST 


Paid on Pr Orders. 
*""55.95 Per Dox. 


“PORTER PAL” CO. 
BOX NO. 174 1608 E POURTH ST. 
ROYAL OAK, MICH. 
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Used-Car Notes 





Colonial Organizes U. C. Festival— 

In a two-day “Used-Car Festival and Sale"’ at Burlington's Memorial Auditorium, 
Colonial Motors (Chrysler-Plymouth), sold more than 30 used cars in 20 working hours. 
It was the Vermont firm's way of a a stock that was overcrowding its lot. 


U.C. F estival Aids 
Vt. Firm in Fast 
Disposal of Stock 


BURLINGTON, Vt.—In order to 
move $46,000 worth of used cars, 
Colonial Motors (Chrysler - Plym- 
outh), faced with an overcrowded 
lot, rented Burlington’s Memorial 
Auditorium for 48 hours and pro- 
claimed a “Used-Car Sale and Fes- 
tival.” 

Using the motto “Dollars in Your 
Pockets,” radio announcements 
and newspaper ads publicized the 
event. 

According to Lee Senesac, sales 
manager, classified ads described 
each car, with price, downpayment 
and other information. 

“The cars were polished,” he 
said, “tires painted, motors cleaned, 
batteries charged, insides made 
shiny, all rubber surfaces painted, 
rear trunks cieaned and painted, 
and all cars clearly tagged. All 
were reduced below average retail 
price—many far below.” 

Two servicemen were on hand to 
aid in appraisals, and three others 
gave demonstrations. Six salesmen, 
aided by auxiliary help, were on 
the floor. A credit company man- 
ager also was there to aid in finance 
and pass on credits. 

As a result of the promotion, 
Colonial Motors said, three-quar- 





Firestone Boosts 


Two Executives 


AKRON.—Raymond C. Firestone 
and J. E. Trainer last week were 
elected to newly created positions 





3. E, Trainer 


R. C, Firestone 


as executive vice-president of Fire- 
stone Tire & Rubber Co., according 
to Harvey S. Firestone jr., chair- 
man. 

All other officers were reelected, 
Firestone said. 

Raymond Firestone had been re- 
search and development vice-pres- 
ident since 1949, and Trainer had 
served as production vice-president 
since 1940. 


Charity Sale 
Anspach Auction’s Drive 


Brings In $900 
ALBANY. — Tim Anspach Auto 
Auction’s charity sale to aid a sum- 
mer camp for underprivileged boys 

brought in proceeds of $900. 
The sale was one of the year’s 
“best performances,” Anspach said. 
The total consisted of : Auction 
Proceeds, $472; five cars donated by 
dealers, $165; cash given by auc- 
tioneers, $45; ham donated by Red 
Bosher, $87; donation by Midway 
Parts & Sales, $35; proceeds of a 
oem, $70, and other donations, 





ters of its entire stock of used cars 
was moved in 20 working hours, at 
an advertising promotion cost of 





BALTIMORE. — Bucky Miller, 
president of the Associated Used- 
Car Dealers of Maryland, declared 
here last week that his group is 
fully aware that some unscrupulous 
dealers in the state engage in sharp 
business practices to the detriment 
of the public, but that the 66 firms 
associated with the association are 
pledged to a code of ethics which 
gives full protection to the buyer. 

“We have attempted through our 
code of ethics to eliminate these 
malpractices,’ Miller said. “We 
have always worked with the Bet- 
ter Business Bureau, the State loan 
administrator and the commissioner 


,|of motor vehicles to keep our re- 


lations with the public clean.” 

His remarks followed a series of 
articles in the Sun exposing objec- 
tionable used-car dealings. 

Among the pledges in the code 
are truthfulness in all transactions, 
fight against fake promotions, fair 
financing rates and a guarantee on 
every car. 


The member dealers display as 


circled by the name Associated 
Used Car Dealers, Inc. 
+. +. . 


300 Attend Installation 


Of Cleveland Officers 
CLEVELAND. — More than 300 
persons attended an_ installation 
dinner for new officers of the 
Cleveland Used Car Dealers Assn. 
Installed were Morton Venig, 


president; John Chicker, vice- 
president; Harry Halpert, treas- 
urer; Mannie Weiser, secretary, 


and Irv Rubin, chairman of the 
board. Seymour Terrell was _ re- 
tained as counsel. 

* + . 


Abdella’s Opened 


LAFAYETTE, La. — Abdella’s 
Auto Sales has been opened here. 
Ed Abdella owns the used-car con- 
cern, 

* * * 


County Group in Washington 


Names Johnson President 


EVERETT, Wash.—William 
Johnson, of Keller & Johnson, has 


35 


homish County Used Car Dealers 
Assn, 

Elected to serve with him were 
Harold Hansen, of H&H Motors, 
vice-president, and Ross DeMon- 
brun, Olsen Motors, secretary- 
treasurer. 


Detroit Dealers 
Elect Williams 


DETROIT. — Ray Williams has 
been elected president of the 
Michigan Used Car Dealers Assn. 
for 1954. Also elected were Frank 
DuRocher, vice-president, and 
John Alleva, treasurer. 

Selected as association directors 
from Detroit were John Buynak, 
Arnold Feuerman, Louis Deeb, 
Thomas Hart, Alec Keller, Sid 
Savage, Jack Geller, Yale Simons, 
Dick Haigh and Alec Rennie. 

Outstate directors named include 
Marvin McAnnally, Pontiac, Mar- 
tin McCollum, Nate Myers and 
Williams, all of Flint; Jack 
Mohrhardt, Saginaw; Lloyd La- 
Badie, Bay City; Bill Nagy, Grand 
Rapids; Ed Boeschenstein, Kala- 
mazoo; Hugh Salway, Jonesville; 
James Terpeney, Adrian; Dick 
Convis, Ypsilanti, and John Alleva, 


5 percent. 


an emblem a four-leaf clover en- 


Sell more in 54? 
Try cities like MALONE! 


So YOU want to sell more cars 
in 54... more tires, gas, oil? 
One good way is to sell and adver- 
tise hardest where people buy more 
cars and use them more! 


Take Malone, N. Y., for example. 
No big “Metropolitan County 
Area” in all New York State shows 
as high per capita automotive and 
filling station sales as does Ma- 
lone's Franklin County. And isn't 
it per capita that counts so long 
as you pay more for 100,000 cir- 
culation than for 50,000 or 10,000 
... or set quotas by population 
or registration? 


Experienced automotive men 
know that smaller cities often are 
more productive markets than big 
ones .. . But Malone does more 
than twice the per capita business 
of the great New York City area 
(even including rich Westchester 
and Long Island) . . . does 2.3 to 
1 that of Buffalo, and Syracuse 
loses by 2 to 1. It even beats rich 
big suburban New Rochelle by 
75%. Indeed in the Empire State 
there are 30 daily newspaper cities 
of less than 50,000 population that 
exceed the median per capita auto- 
motive sales figure of the ten larg- 
est markets in the State... 


Malone selling 230% as much as 
the median. In “Filling Station” 
sales these 30 smaller cities do 
78% better than do all “Metro- 
politan” cities combined on a per 
capita basis. 


LLocat NEWSPAPERS in these 
markets, like The Malone Telegram, 
afford the only means of achieving 
the intensive “Every Family" ad- 
vertising the automotive business 
must have to reach its mass market 
in these places . . . where the 
automobile of the mass family and 
the farm family burns gasoline, 
wears tires, at least as fast as 
that of the rich big city family. 


Is there any greater advertising 
success than Cadillac ...a name 
advertised consistently from its 
very inception through newspapers 
more than through any other me- 
dium? Is there any car that sells 
new with greater assurance of 
high used car value? . . . Because 
everybody, yes everybody, has 
been persuaded to hope for a Cad- 
illac some day ... through the 
universal appeal of newspaper ad- 
vertising—“Every Family Adver- 
tising.” And is there any greater 
success than “ESSO Extra” in its 


been named president of the Sno-! Lansing. 


field? ... Another advertising his- 
tory predominantly in newspapers. 


Now, when automotive produc- 
tion capacity approaches sales 
volume, is no time to ignore suc- 
cessful experience. 


No form of advertising that is 
limited in appeal to only those who 
like certain entertainers or certain 
“shows” or certain types of peri- 
odicals . . . none of these can be 
“Every Family Advertising.” None 
of these can assure you of reach- 
ing, at best, more than one in 
three or four of the people... 
Usually less than one in ten. And 
no spot announcement can do bet- 
ter than the show it trails. That’s 
why successful automotive dealers 
and distributors have always pre- 
ferred newspaper advertising in 
their markets to reach their peo- 
ple .. . ALL of their people. 


Ask any J. P. McKinney office 
about automotive sales figures 


on a per capita basis. Or about 
“The Nationwide Newspaper 
Formula” which shows the 
means of obtaining essen- 
tial newspaper coverage in 
every county, sectionally or 
nationally. 


J. P. McKINNEY & SON 


30 Rockefeller Plaza 
New York 20, N. Y. 


REPRESENTING: The Hartford, Conn., Times 


400 N. Michigan Ave. 
Chicago 11, Ill. 


@ The Danville, Ill., Commercial News 


681 Market Street 
San Francisco 5, Calif. 


@ The Plainfield, N. J., Courier News 


The Williamsport, Pa., Sun, Gazette & Bulletin © and in New York State: The Albany Knickerbocker News 


® The Beacon News 


@ The Binghamton Press @ The Elmira Advertiser ® The Elmira Star-Gazette @ The Elmira Sunday Telegram @ The Ithaca Journal © 


The Malone Telegram ® The Massena Observer ® The Newburg News® The Ogdensburg Journal ® The Ogdensburg Sunday Advance News 


@ The Olean Times - Herald 


The Rochester Times-Union @ 


& The Potsdam Courier 


The Saratoga Springs Saratogian ®@ 


& Freeman * 


The Rochester Democrat & Chronicle @ 
The Utica Observer - Dispatch ¢@ 


The Utica Daily Press 
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Salesmen..." 






says 
“WALLY” RANK, 
of Rank & Son 







Rank and Son are progressive Dodge- 
Plymouth dealers in Milwaukee, Wis- 
consin. “Wally” Rank says, “STEMAC 
Individualized Nome Plates help bring 
in ‘satisfied customers for service as 
well as prospects for new and used 
car sales.” Rank and Son are just one 
of the more than 6,000 authorized 
new cor dealers who know Stemac 
name plates pay off in more business, 
increased profits. 


PROVED BUSINESS BUILDER 


Yes, you can increase service volume, win new car customers, get 
constant day-in and day-out advertising with Stemac Personalized 
Name Plates—for less than a cent per month per new car. 
Individually designed for you...die cast of all new, flexible 
alloy, triple chrome plated for longer, non-tarnishing, non-peeling, 
non-cracking life, Stemac Individualized name plates will prove 
themselves one of your best business builders. 
























Write today for free typical name plate and complete details 
on how you can build service volume and new car sales with 
STEMAC Personalized Name Plates. Use your firm letterhead, 
please. 


















Automotive Name Plates 






STEMAC, INC. © 1281 SOUTH CHEROKEE * DENVER 19, COLORADO 


YOU'RE ON THE BALL WHEN YOU 
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Or 


If you have a gasketing. cushioning or sealing 
application—investigate the cost-saving advan- 


CO %, 
wees for our latest catalog, Dept. AN-2D, Great £ 


mericen qricen. jad ~ Inc., Rubatex Division, 3 E 
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ALSO MANUFACTURERS OF VINYL SHEETS 
CELLULAR RUBBER * 
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Accessory Show 
Reports Sales 


> 9 
Surpassing °53 
(Continued fromm Page 6) 

year’s show will be held again at 
Navy Pier in Chicago, March 7-11. 

Among new accessories on dis- 
play were: 

An auto safety belt for cars, 
trucks, buses and taxicabs shown 
by Rapid Tool & Mfg. Co., Grand 
Rapids, Mich. Permanently anch- 
ored to the floor of the vehicle, the 
belt is fastened around the driver 
or passengers with a slip-proof air- 
craft-type buckle. 

A “pistol mixshot” home car 
washer for attaching to a garden 
hose. Aimed like a six-shooter, the 
device plays a high-speed jet of 
clear water to remove dirt and grit, 
alternates with a shampoo spray 
for cleaning, and finishes with an- 
other spray of clear water. Shown 
by C.I.M., Monte Carlo, Monaco, 

A “speed informer,” made by 
Code Industries, Inc., Rochester, 
N. Y., which warns a driver by 
means of a buzer on the car dash 
when he is exceeding speed limits. 


Keep-Nu No. 10, a processor for 
cleaning heavy-duty vehicles and 
applying a clear preservative coat- 
ing on vehicle finishes. Said to save 
up to 25 percent in cleaning costs, 
the coating provides a finish which 
is resistant to salt air, salt water, 
some chemicals, rain, snow, sleet, 
abrasions and extreme temperature 
changes. Steelcote Mfg. Co., St. 
Louis. 


Magic Trim, a clip-on chrome 
trim for car doors, rain gutters, and 
all exposed edges. Exhibited by R. 
& L. Mfg. Co., Lockhaven, Pa. 

Cig-o-Mat, a dashboard lighter 
which “does its own puffing and 
lights a cigaret in five seconds.” 
Shown by Seaboard Steel & Plas- 
tics Co., New York City. 

A Lite -Ur- Way delayed - action 
safety switch which keeps car lights 
on for up to 1% minutes for safe 
departures after switch has been 
turned off. Exhibited by Lite-Ur- 
Way Sales Co., Detroit. 

Nu-Shine car polishing cloth, said 
to absorb polish, chemicals and 
water more completely. Shown by 
Fricke, Philadelphia. 


Dealers Tell Me 


(Continued from Page 3) 

time were made available on the 
plant property to season lumber 
within the week, rather than had 
been customary of leaving it 
stacked out in the open for several 
years. All bodies were made with a 
wood frame after being sawed to 
the proper dimensions and formed 
with gigs and covered with metal. 

In the early years they were all 
touring car or roadster bodies. Se- 
dans and coupes did not put in 
their appearance until the middle of 
the teens. After the body was com- 
pletely built it required 22 finishing 
operations, many primers and rub 
downs before the finishing coats. 
The paint and varnish at that time 
was a vegetable base, It would fre- 
quently crack or check even before 
it left the factory. It was suscepti- 
ble to cold weather. 

We received many claims from 
dealers that required factory ad- 
justments. One can imagine the 
size of a body shop required at 
tnat time witn 22 finisning oper- 
ations. This meant tnat, if the 
production was 1,000 cars a day, 
there would need to be a tactory 
space for many thousands of 
bodies going through tnese oper- 
ations. 


All during the period of this 
manufacturing development, 
improvement of processes was con- 
stantly made. I have always had 
the greatest respect for the machine 
tool industry because engineers and 
salesmen from such or, 
worked constantly with our factory 
in developing multiple operations, 
improved accuracy, automatic han- 
dling. Without this assistance from 
the machine-tool trade, the auto- 
mobile industry would never have 
expanded at so rapid a rate. 

It was a long time before wooden 
frames were discarded, Overland 
was the second to produce an all- 
steel body. The dry kilns were 
abandoned and baking booths 
erected, and the wood working ma- 
chinery of an automobile plant be- 
came a thing of the past. 
(Continued Next Week.) 
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BEST CLOTH aaa, nap flannel; stitched 








ge; superior impregnation. 


BEST PACKAGE 


Heavy metal container that stands on 
home garage shelf or slips into glove 


compartment. 
TWO REASONS WHY 


* WAX-TREATED 
POLISHING CLOTH 
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of cloths ia — in the polishing cloth field. 
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— follow the lead of men’s and women’s-wear 
stores. Both place their greatest daily lineage in 
the Morning Courier-Express — and use additional 
space Sundays to reach the largest circulation in 
the state outside of Manhattan. 


TOTAL LINEAGE 1953 
Daily Courier- Sunday Courier- 
Express Express 
Women’s Stores ....1,403,910 654,911 
Men's Stores ..... 848,965 140,025 
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REPRESENTATIVES: 
SCOLARO, MEEKER & SCOTT 
Pacific Coast — DOYLE & HAWLEY 





























_ 





AUTOMOTIVE NEWS, FEBRUARY 22, 1954 


B-eakdown of Market Penetration .. . 


How Makers Fared by States 


(Continued from Page 1) 


states’ sales. But it did nearly as 
well—49.46 percent—in Georgia. GM 
fared worst in Rhode Island, where 
its sales totaled 40.99 percent of the 
market. It got less than 42 percent 
in Connecticut, Nevada and Wash- 
ington. 

New York was Chrysler Corp.’s 
garden. It sold 24.74 percent of 
the market there, compared with 
its national average of 20.30. 
Chrysler Corp. also chalked up 
more than 23 percent in Maine, 
Pennsylvania, Rhode Island, West 
Virginia and the District of Col- 
umbia, 

Chrysler Corp. sales were poorest 
in Michigan, where they totaled 
only 16.96 percent of the market. 
But they also fell under 18 percent 
in California, Delaware, Nebraska, 
Oklahoma and Texas. 

Ford Motor Co. did best in Okla- 
homa, winning 29.53 percent of the 
market, although its figure topped 
28 percent in Michigan and Texas. 

Ford Motor Co. did worst in New 
York, with 21.25 percent, Its next- 
shallowest penetrations came in 
Vermont and Maine. 

* * * 

peat to individual makes, 

the analysis shows that Chev- 
rolet remained the champ in all 
states but Michigan, where Ford 
took first place with 23.80 percent 
of the market, compared with 23.56 
percent for Chevrolet. Ford’s na- 
tional figure is 19.45. 

Chevrolet was tops in Louisiana, 
where it sold 28.55 percent of all 
new cars. That compares with 
Chevrolet’s national figure of 23.39 
percent. However, Chevrolet also 
sold more than 28 percent of the 
market in Delaware, Georgia, Miss- 
issippi and South Carolina. 

In passing Chevrolet in Michi- 
gan, Ford put forth its best effort. 
Ford also sparkled in North Da- 
kota and Oklahoma, its penetra- 
tion exceeding 22 percent in both 
states. 

Chevrolet’s market position was 
weakest in New York, where its 
sales totaled 19.82 percent of the 
state’s new-car turnover. It also 
sold less than 20 percent of the 
market in Connecticut and Nevada. 

Ford also was weakest in New 
York, where it garnered 15.53 per- 
cent of 1953 sales. In no other state 
did Ford sell less than 17 percent. 
However, it sold less than 18 per- 
cent in Connecticut, Idaho, Indiana, 
Maine, Massachusetts, Nevada, New 
Hampshire, Rhode Island, Vermont, 
Wisconsin and the District of Col- 
umbia. 

a oe * 

N THE Ford-vs.-Chevrolet battle 

outside Michigan, Ford competed 
most strongly in Washington, where 
it trailed Chevrolet by 1.75 percent- 
age points. Ford was fewer than 3 
percentage points behind in Cali- 
fornia, Connecticut, Kansas, Massa- 
chusetts, Nevada, New Jersey, Ore- 
gon, Rhode Island and Utah. 

Chevrolet’s margin was widest 
in Delaware, where it outsold 
Ford by 38.25 percentage points. 
It was more than 7 percentage 
points ahead in Georgia, Louisi- 
ana, Maine, South Carolina and 
the District of Columbia. 

Buick nosed out Plymouth for 
third place in only two states, Idaho 
and Wyoming. At the end of the 
first half of 1953, Buick had led also 
in Utah and New Mexico, but 
Plymouth managed to regain its 
No. 3 position in those two states 
by year’s end. 

Plymouth did best in the Na- 
tional Capital area, where it claimed 
14.80 percent of all sales. Its small- 
est penetration was in Utah, where 
it had 8.03 percent of sales. But it 
still managed to squeak past Buick 
there by a margin of 0.07 percent- 
age points. 

a * 

Witz its strongest showing in 
the District of Columbia, Plym- 
outh made its most serious chal- 
lenge there for second place in sales 
rankings, falling 2.80 percentage 
points behind Ford. In efforts to 
— the No. 2 spot, Plymouth’s best 
otherwise were in New 

Pax and Maine. 

Ford’s biggest margin over 

was in Michigan—15.28 


Plymouth 
percentage points. Plymouth was 
also far behind Ford in Oklahoma 
and Nebraska. 





Plymouth’s most commanding 
lead over Buick was established in 
the District of Columbia, where it 
led by 8.07 percentage points. It 
also excelled in Arkansas and Mis- 
souri in comparison with Buick. 


In surveying the various states, 
other makes in the Top Ten were 
frequently found in shuffled posi- 
tions. 

* * * 
ONTIAC outsold Buick in New 
Jersey and the District of Col- 
umbia to take fourth spot in those 
two areas. 


Oldsmobile outsold Pontiac, how- 
ever, in Idaho, Montana, Oregon 
and Washington. 

Dodge, which wound up in No. 
7 spot nationally, outsold both 
Pontiac and Oldsmobile for No, 5 
position in Rhode Island, South 
Dakota and Vermont, Dodge, by 
outselling Oldsmobile but not 
Pontiac, claimed No. 6 ranking in 
14 states, 

Mercury, which held No. 8 on the 
national sales list, outsold Dodge in 
29, or more than half, of the states 
but still wound up below Dodge in 
national totals. 


Mercury passed Oldsmobile, but 
fell behind Dodge, in 16 states. 

Mercury, however, passed both 
Oldsmobile and Dodge to take No. 
6 position in Alabama, California, 
Florida, Georgia, Mississippi, Ne- 
vada, New Jersey, New Mexico, 
North Carolina, North Dakota, Ok- 
lahoma, South Carolina and Texas. 

Mercury fell a fraction of a hun- 
dredth of one percent short of sky- 
rocketing from No. 8 to No. 5 in 
Idaho. It outsold Pontiac and 
Dodge, but was nosed out by Olds- 


* * * 


mobile by a percentage of 6.245 to 
6.237. 


* * * 
ir Indiana, its home state, Stude- 
baker outsold Mercury to move 


‘|from ninth to eighth. But Stude- 


baker was pushed from ninth to 
10th by Chrysler in 15 other states. 

Nash, which fell short of the 
Top Ten in national standings, 
outsold both Chrysler and Stude- 
baker to grab No. 9 honors in 
Illinois, Kansas, Massachusetts, 
Michigan, Missouri, New Hamp- 
shire, Rhode Island, Vermont and 
Wisconsin. 

And Nash claimed No. 10 spot in 
20 states by outselling Studebaker 
in three states and Chrysler in 17. 

Packard, in its battle with Cadil- 
lac, wound up leading its rival in 
Indiana, Maine, Maryland, Pennsyl- 
vania, Vermont and West Virginia. 
Packard’s widest margin over 
Cadillac was 0.55 percentage points 
in West Virginia. 

” 7 = 
|B grokantiatelr popularity trends in 
geographical areas were dis- 
cernible. 

Chrysler Corp. did its best in the 
middle Atlantic states—New York, 
New Jersey and Pennsylvania — 
with 23.31 percent of the market in 
that area. It slumped badly on the 
Pacific Coast—Washington, Oregon 
and California—falling to 18.85 per- 
cent. 

Ford Motor Co.’s best sales per- 
formance — 27.24 percent — was 
registered in the west south cen- 
tral area — Oklahoma, Texas, 
Arkansas and Louisiana, It was 
least successful in New England, 
where its percentage was 22.66, 

General Motors’ deepest penetra- 
tion came in the same area as Ford 

aa 2 ~ 





Fla. Dealers Preview Chrysler Show— 


At a special Tampa showing of Chrysler Corp.'s New Worlds in Motion show, Mary 
Lou Chapman, interior stylist with the exhibit demonstrates to west coast Florida 
dealers how interior fabrics are harmonized with exterior tones. Watching are (from 
left) Hal Webster, Tampa; Charles Ruebel, St. Petersburg; C. E. Humphrey, Tampa, 


and William Crown, Clearwater. 


Motor Co.’s—the west south central 
states—where its percentage was 
47.11, GM fell back in the same area 
as Chrysler, the Pacific Coast, 
where its percentage was 42.87. 

All other makes, Iumped as a 
group, did best in the Pacific states 
and worst in the south central 
states. 

The independents apparently 
prosper in inverse relationship to 
GM and Chrysler, and fall back 
when GM and Ford move up. 

+ * - 


ON A make-by-make basis, mar- 
ket penetrations ranged from 
weakest to strongest as follows: 
CHRYSLER — 1.72 in Oklahoma to 
4.07 in New York. DeSoro—1.22 in 
Georgia to 3.43 in New York. Dopce 
—3.48 in Oklahoma to 6.92 in New 
York. PiymMoutH — 8.03 in Utah to 
14.80 in the District of Columbia. 
Ford — 15.53 in New York to 


23.80 in Michigan, Lincoln—0.39 
in Kentucky to 1.26 in Nevada. 
Mercury—3.97 in Kentucky to 6.37 
in California. 

Buick—6.36 in Washington to 9.46 
in Arizona. CapiLLac —1.05 in Ver- 
mont to 2.58 in Nevada. CHEVROLET 
—19.82 in New York to 28.55 in 
Louisiana. OLpsmMosiLE—3.99 in West 
Virginia to 6.55 in Utah. Pontiac— 
5.10 in Montana to 7.58 in New 
Jersey. 


Henry J—0.05 in North Dakota, 
Oklahoma and Wyoming to 0.64 in - 
Maine. Kaiser—0.18 in Oklahoma 
to 0.82 in Utah. Witys — 0.31 in 
Oklahoma to 2.15 in Vermont. 


Hupson—0.55 in Texas to 2.40 in 
New Hampshire. Nasu — 1.02 in 
Florida to 5.13 in Wisconsin. Pack- 
arp—0.61 in Arkansas to 2.03 in Ne- 
vada. SrupEBAKER—1.92 in Michigan 
to 5.09 in Nevada. : 


Here's How Car Makers Fared on Percentage of Industry 
In the Various States in 1953 Sales 


Computed by Automotive News 


California 
Colorado 
Connecticut 
Delaware 

Dist. of Columbia 


Minnesota 
Mississippi 
Missouri 
Montana 





CHRYSLER 
TOTAL 


NOTE: Tote! will not -dd up to 100% because miscelianeous makers have sot been laciuded. 


Oldsmobile 


6.72| 45,07| . 
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Studebaker 


Twelve-Month Sales Data Supplied by R. L. Polk 












Skylark sports car, $4,483 045.75; stat. 
standard on Roadmaster, 
$192.50 on all other models. ) 
OCADILLAO—Series 62 — 4-dr. sed., $3,- 
932.70; cl. cpe., $3,837.77; Coupe de Ville, 
$4,261.01; conv., $4,404.31. Series 60 


at | 4-dr. 
cpe., $3,202; Newport, 
$4,024.25. New Yorker 
$3.433; ci. > 

707.25; conv., $3,938.25. 


uma 


wag., $3,321. 


Current Prices on New Cars 


x New Yorker— 
sed., $3,228.75 (8-pass., $4,368); cl. 
$3,503; ~~ wag., 


cpe.. $3,406.25: Newvort. 83,- 
Custom Imperial— 


4-dr. 2-seat stat. wag., 


4-dr. sed., $2,244.50; 


960.25; a dr. 3-seat stat. 





Truck registrations by states are 


















New Commercial Car Re gistrations, 
9 States for January, 1954-1953 
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The following advertised - delivered | Special—4-dr. sed., $4,683.32. Series 75— , 4-dr. sed., teen lim,, $4,797; New- 
prices include the retail list price sug- | 8-pass. sed., $5,874.76; lim., $6,090.17. | port, $4,580.25 Crown I — 8-pass. 
gested by the factory, provision for Eldorado — conv., $5,7 (Hydra - Matic | sed., $6,921.50; lim., $7,043.75. (Power- 
Federal taxes, and suggested delivery | standard on all hoiiny Flite standard on all ‘eight-cylinder models, 
and handling charges. They do not cover CHEVROLET — One. Wifty — 4-dr, optional at $189 on Windsor Deluxe.) 
transportation costs, state and local | $1,680; 2-dr. sed., $1,623; utility sed., “a: DeSOTO — Powcrmaster Six—4-dr. sed., 
taxes, optional equipment or any other | 539; 6-pass. stat. wag., $2,020. Two-Ten | $2385.75 (8-pass., $3,281); cl. cpe., $2,- 
charges that may be passed on to the | —4-dr. sed., $1,771; 2-dr. sed., $1,717; | 364; stat. wag., $3.107.75; Fire v-8 
retail buyer. cl, cpe., $1,782; 6-pass, stat. wag., $2,-| —4-ar. sed., $2,673 (8-pass., $3,558.75) ; 
BUICK — 4-ar. sed., $2,265.32; | 133. Bel Alr—4-dr. sed., $1,884; 2-dr. sed.,| ci. cpe., $2,651.50; Sportsman, $2,922.50 
2-dr, sed., $2,206.88; Riviera, $2,305.43; | $1,830; hardtop, $2,061; conv., $2,185; | conv., $3,144.25; stat. wag., $3,381. 
conv., $2,563.17; stat. wag., $3,163, Cen- | 8-Pass. stat. wag., $2,283. Corvette—conv., (PowerFilte optional at $189 on all models. ) 
_4-dr, sed., $2,520.17; Riviera, $2,- | $3,523. (P standard of Corvette,| popGE—Meadowbrook Six — 4-dr. sed., 
533.56; stat. wag. $3,470.’ Super — 4-dr. | Ptional at $178.35 on all other models.) | $9924.75; cl. cpe., $1.983. Meadowbrook 
sed., $2,711. 17; Riviera, 625.56; conv., CHRYSLER—Windsor Deluxe 4-dr. sed., | V-8—4-dr. sed., $2, 175.75; 1 cpe., $2,- 
$2,963.59. Roadmaster — 4-dr. sed., $3,- | $2,562 (8-pass., $3,492.25); cl. cpe., $2,- | 154.25. Coronet Six—4-dr. be $2,136; el. 
269.36; Riviera, $3,373.05; conv., — 56; | 540.50; Newport, $2,830.75; conv., .- | cpe., $2,109; 2-dr. stat. cn, $2,228.50; 


$2,719.25; 4-dr. 
3-seat stat. wag., $2,190.25. Coronet V-8— 
cl. cpe., $2,223; spt. 
epe., $2,380.25; conv., $2,513.75; 2-dr. stat. 
wag.. $2,517; 4-dr. 2-seat stat. wag. §2,- 
_wag., _88, 031.25. 











































































Truck registrations by states are re- 
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Reyal V-8—4-dr. $2,372.75; cl cpe., 
$2,349; spt. cpe., 0052.03; conv., b 
(Fiaid Drive optional at 
Meadowbrook Six and Coronet Six sedans 
and club coupes. PowerFlite optional at 
$189 on all models.) 

FORD — Mainline Six — 4-dr. sed., $1,- 
700.50; 2-dr. sed., pe bus. cpe., $1,548; 
2-dr. stat. wag., $2,029 Customline Six— 
4-dr. sed., $1,793; 2-dr. sed., $1,743.50; 
cl. cpe., $1,753; 2-dr. stat. wag., $2,121.50; 
4-dr. stat. ., $2,202. Crestline Six— 
4-dr. sed., $1,898; hardtop, $2,054.50; Sky- 
$2.164: conv.. $2.164; 4-dr. stat. 
(For V-8 models, add 

on all models 


utility, $1,836.75. Super Jet — 

$1,954; 2-dr. sed., $1,932.75. iti 
4-dr. ‘sed., $2,056.60; 2-dr. sedan, 
045.85. Wasp—4-dr. sed., $2,256.11; 2-dr. 
sed., $2,209.43; cl. cpe., $2,256.11. Super 


Wasp 
$2,413.28; cl. cpe., 
$2,704; conv., $3,004.20. Hornet — 4-dr. 

d., $2,768.86; cl, cpe., $2,741.99; Holly- 
wood, $2,987.75; conv., "$3,287.70. (Hydra- 
Matic optional at $178.03 on all models in 
Je: category. Borg Warner 
transmission optional at $178.03 on all 
other models.) 

KAISER — Carolina — 4-dr. sed., $2,- 
372.69; 2-dr. sed., $2,312.56. Deluxe—4-dr. 
sed., $2,512.79; club sed., $2,459; 4-dr. 
Traveler, $2,618.55. Manhattan—4-dr. sed., 
$2,649.63; club sed., $2,596.76. Dragon— 
4-dr. sed., $3,923.91. Darrin 161—conv., 
$3,668. (Overdrive standard on Darrin. 
Hydra-Matic standard on Dragon, optional 
at $178.55 on other models.) 

LINCOLN—Lincoin — 4-dr. sed., $3,522 
hardtop cpe., $3,625. Lincoln Capri—4-dr. 
sed., $3,711; hardtop cpe., $3,869; conv., 
$4,030.50. (Hydra - Matic standard on all 
models. ) 

MERCURY — Custom — 4-dr. sed., $2,- 
2£0.50; 2-dr. sed., ge sport cpe., 
$2,315. Monterey — ° aes: 
hardtop. $2.451.50: oun eee, $2,581.50 
conv., $2,609.50; stat. wag., $2,776. (Mere- 
O-Matic optional at $189.77" on all models.) 

NASH—Rambler Deluxe—2-dr. sed., $1,- 
550. Rambler Super—4-dr. sed., $1,795; 2- 
dr. sed., $1,700; hardtop, $1,800; Suburban, 
$1,800. Rambler Custom—4-dr. sed., $1,965; 
hardtop, $1,950; conv., $1,980; 2-dr. stat. 
woag., $1,950; 4-dr. stat. wag., $2,050. 
Statesman Super—4- dr. sed., $2,158; 2- ar. 
sed., $2,110. Statesman Custom —- 4-ar. 
sed., $2,332; hardtop, $2,423. Ambassador 
Super—4-dr. sed., $2,417; 2-dr. sed., $2,- 
365. Ambassador Custom — 4-dr. sed., $2,- 
600; hardtop, $2,735. (Hydra-Matie op- 
tional at $178.85 on all models.) 

_OLDSMOBILE — Series 88 — 4-dr. _sed., 
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271.62 


09; ; ’ 
saaveti: 2 


Sener 0--4-de. o08. 

$2,410.25; Holiday, $2,088.39 
$2,867.59. Series 98—4-dr. $2, 
$2,826; | Deluxe “Holtday 
, $3,248.84. yy 


Clipper Super—4-dr. sed., $2,815; 2-dr 
sed $2,765; Panama . 125 
— Cavalier ‘Ss: sed., $3,344 


$6,100; 8-pass. sed. b 
(Ultramatic standard in Patrician, Pacific, 
convertible and Caribbean; optional at $199 
on other models.) 

PLYMOUTH — Piaza 4-dr. sed., $1,765: 


cl. sed., $1,727.25; bus. cpe., $1,617.50; 
stat. wag., onan Savoy—4-dr. sed., $1,- 
872.50; cl. $1,835; cl. cpe., $1,842.50; 


spt. cpe., 92.068: conv., $2.220; "stat. wag.. 
$2,207.25. Belvedere—4-dr. sed., $1,953.25; 
spt. epe., $2,145; conv., $2,301; stat. wag.. 
$2,288. (Hy-Drive optional at $145.80 on 
all models.) 

PONTIAC — Chieftain 6 Special — 4-dr 
sed., $2,026.64; 2-dr. sed., $1,968.36; 2-seat 
stat. wag., $2,364; 3-seat stat. wag., =.- 
419. Chieftain 6 Deluxe—4-dr. sed., 
130.53; 2-dr. sed., er 2-seat stat. 
wag., $2,504. Chieftain Special—4-dr. 
sed., $2,101.62; 2-dr. a. $2,043.45; 2- 
seat stat. wag. 7 3-seat stat. wag., 
$2,494, 8 Deluxe — 4-dr. sed., 
$2,205.51; 2-dr. sed., $2,148.32; 2-seat 
stat. wag., $2,579. Star Chief $—Deluxe 
4-dr. sed., .301; Custom 4-dr., sed., 
$2,394; conv., $2,630. OCatalinas—Chieftain 
6 Deluxe, $2,316.30; Chieftain 6 Custom, 
$2,382.43; Chieftain 8 Deluxe, $2,391.99; 
Chieftain 8 Custom, $2,458; Star Chief 8 
Custom, $2,557. (Hydra-Matic optional at 
$178.35 on all models.) 

STUDEBAKER — Champion Custom — 
4-dr. sed., $1,801.11; 2-dr. sed., $1,758.07. 
Champion Deluxe — 4-dr. sed., $1,918.18, 
2-dr. sed., $1,875.18; 5-pass. cpe., $1,- 
971.93; stat. wag., $2,187.23. 

Regal — 4-dr. sed., $2,026.29; 2-dr. sed., 
$1,983.29; 5-pass. cpe., $2,080.04; ;, 
$2,241.29; stat. wag., $2,295.33. Com- 
mander — 4-dr. sed., $2,179. 13; 
2-dr. sed., $2,136.13; 5-pass. cpe., 
232.88; stat. wag., $2,447.88, 
., $2,287.23; 


. (Automatie Drive optional at $216 
on Champion, $226.50 on Commander.) 
WILLYS — Aero Lark — 4-dr. sed., ‘a. 
727.15; 2-dr. sed., $1,640.99. Aero Falcon— 
4-dr. sed., $1,856.95; 2-dr. sed., $1,792.33. 
Aero Ace—4-dr. sed., $2,038.82; 2-dr. sed., 
Aero Eagie—Hardtop cpe., $2,- 
wagons — 4-cyl., $1,862.70 
$2,304.55); 6-cyl. 





New Cimutecdial Car Registrations, All States for December, 1953- 1952 









Truck registrations by states are re- 
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New Passenger Car Registrations, 13 States for January, 1954-1953 
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POSITIVE REAR DOOR 


SAFETY LOCKS 
J Peas) SUGGESTED 


REMOVE 
HANOLE— 
NSTALL SAFETY 


100% EFFECTIVE—Cannot Fail 
i Installed or Removed. Re- 
places Inside Door Handle. Rear Doors 
are Always Locked From Inside, but 
ned from outside as usual. 

To Make. 

if desired. No 

Break and Cause 

Failure. Mounted on Attractive Dis- 


This New Design HOUSER’S 
ie Bee DOOR LOCK No. 302 and 

No. 304 will fit oer than 95% of all 
cars built in U. S. 

IMMEDIATE DELIVERY 

If your jobber cannot furnish order 
direct. Write today for free catalog of 
over 200 HOUSER service items. 


me 
ee sen an 
my) ‘snd Digsmo- 
bile 195! end up 
Ford and Mercury 


Engr. & Mfg. Co 
Bluffton, Indiana 





HOUSER 




















“A Weekly Guide to 
Better Deals" 


“The Margin Is Gone” 


No guess-work appraisals. You must 
know — each day of the week—exact 
wholesale prices. 

Play it safe! The trade-in is the dif- 
ference between profit and loss. 

1. Have on your desk each week, 

wholesale prices on every car. 

2. Prices by auto experts who know 
the market—up to the minute! 

The cost of this weekly service is 
reasonable—less than fifty cents per 
week! 

Top dealers everywhere use our serv- 
ice and find it of great assistance. 

Subscribe for one year at $25.00. 
The frst get current quotations weekly. 

e first y—on spot—serv- 
ice for dealers. Send your check for 
$25.00 or write for information, for the 
best deal you have ever had. 


NATIONAL AUTOMOBILE 
APPRAISAL SERVICE CORP. 
P.O. Box 91, Dept. A, Kingsbridge Sta. 
New York 63, New York 





MYRLO COMPANY 
2168 W. 25th., Cleveland 13, Ohio, dept. N 





a NATING SYSTEMS 





9 SYSTEMS 
TO CHOOSE FROM! 

+ Underfloor disappearing single type—3 
2 Underfloor twin ae" 
= Underfloor single piug-in type—3” 

5. Overhead disappearing type—3” 
6. Overhead hongne type—3” 
= Overhead = plug-in type—3” s, 

’ (for trucks and buses). 

9. Overhead y 
(for trucks buses). 


Write for ovr new Iilivstrated catalog. 
“The World's Finest Exhaust System" 


ENGWALD CORPORATION 


357 Lafayette Ave., Brooklyn, N. Y. 
EARL AIOE I OLNEY SP 














AUTOMOTIVE NEWS, FEBRUARY 22, 1954 
On Heels of Cheyenne Action... 


Shop Pay Cut Sought 
By St. Paul Dealers 


(Continued from Page 3) 


that unless “the contract is negoti- 
ated and in force Apr. 1, there will 
be no work.” 

However, an employer spokesman 
said a strike would be illegal and 
that any differences on wages and 
health and welfare should be arbi- 
trated. 

Present wage rates for garage 
employes in St. Paul are as follows: 
Bodymen, painters, machinists and 
frame men, $2.03 an hour; mechan- 


Kentucky Title Law 


Killed in Committee 


LOUISVILLE.—A proposed 
Kentucky title law, introduced by 
Senator C. W. A. McCann, Louis- 
ville Democrat, has been ad- 
versely reported out by the 
Senate Statutes Committee. 

An effort was made later to 
read the bill into the calendar 
despite the unfavorable commit- 
tee report. But this motion was 
defeated, and all chance of en- 
acting the law at the present 
session was ended. 








ics, service salesmen and testers, 
$1.98; sanders, $1.51 to $1.78; lubri- 
cators and undercoaters, $1.62 to 
$1.72; washers and polishers, $1.59 
to $1.67; stock and countermen, 


$1.60 to $1.73; errand boy, $1.43, and fag households are en 


runner, $1.63. 
+ * * 


N THE national labor scene, the 

Census Bureau of the Depart- 
ment of Commerce last week re- 
vised upward its estimate of U.S. 
unemployment in January to 3,087,- 
000. This is 728,000 higher than the 
figure originally announced for 
January. National unemployment is 
now at 4.9 percent of the labor 
force. 

Secretary of Commerce Sinclair 
Weeks said the new figure is the 
result of a new sampling method 
of the Census Bureau, whereby 





Nash Adds Lower-Priced Rambler— 


This two-door Deluxe club sedan, with an advertised-delivered price of $1,550, was 
added to the Rambler group last week. The five-passenger sedan has unitized “Air- 
flyte” construction, as do other Nash models. It is available in 14 solid colors and 


14 two-tone combinations. 
body styles. It is the lowest in price. 


The new addition to the Nash line makes a total of 17 





Ford to Build Sports Car in the Fall 


(Continued from Page 1) 


hausts, Crusoe said. Ford’s new 
ball-joint suspension has been in- 
corporated. 

Ford test engineers say that 
“from a standing start, in 40 sec- 
onds the Thunderbird will be 53 car 
lengths out in front of a conven- 
tional 1954 Ford.” 

7 7 


eeeates seating two passen- 
gers, the Thunderbird’s full- 
width seat provides accommodation 
for a third passenger. Through the 
one-piece, wraparound windshield, 
with its forward-slanting pillars, 
the driver has a full view ahead 
over the down-swept hood as well 
as to both sides. 

“The Thunderbird’s hardtop is 
so light that two teen-age girls 
could remove it easily,” Crusoe 
said, Other optional features in- 
clude power steering, power 
brakes, four-way power seat and 
power window lifts. 

It has an adjustable steering col- 
umn which telescopes in or out 
three inches to suit the driver. In 
addition to the normal instruments 
on the control panel, the Thunder- 
bird has.a tachometer to indicate 
engine revolutions per minute. 

* = * 


7s car’s high fender line sweeps 
backward in a straight line and 
is slightly lower at the tail fins 
than at the headlights. Its low sil- 
houette is indicated by the fact 
that the door tops are only 33.7 
inches from the ground and its 
overall height is 51.5 inches. This 
is nearly a foot lower than the 1954 
Ford sedan, yet it has only slightly 
less road clearance. 

The low hood line of the Thun- 
derbird is accentuated by an air- 
scoop which extends from the 
windshield forward over the oil- 
bath air cleaner. 

The oval-shaped grille is covered 
with bright metal square mesh. 


* * * 





Long and Low— 


Overall height of the Thunderbird is 
51% inches, making it nearly a foot lower 
than the regular Ford sedan. With a 
102-inch wheelbase, the car's overall length 
is 175% inches. Its curb weight is 2,837 
pounds. 


Two round bumper guards rise 
from the wedge-shaped bumper 
with a center spinner in each 
guard, in keeping with traditional 
Ford grille design. Two circular 
parking lamps are located in the 
fenders directly below the head- 
lamps. 
. ° * 

7 sides of the Thunderbird 

have littlé ornamentation. Y- 
block V-8 engine insignia and nine 
small diagonal metal strips accen- 
tuate the front fender lines. 


Round rear bumper guards on 
the Thunderbird also have two 
center spinners which serve as 
openings for the dual exhaust 
‘system. Tail lights are eight 
inches in diameter and are topped 
by the high-arched fender ends. 


transmission or the standard trans- 
mission, the Thunderbird has a 
short selector lever in the floor on 
the driver’s right. As on other Ford 
cars, clutch and brake pedals are 
suspended from the dash. 
= = * 

HE Thunderbird has a 102-inch 

wheelbase, a 58-inch front tread 
and a 56-inch rear tread. Its over- 
all length is 175.5 inches. It has a 
curb weight of 2,837 pounds, Road 
clearance is 5.5 inches, only slightly 
less than other Fords. 

The Thunderbird actually was 
the long-rumored Fairlane, but 
the name was changed just before 
its press introduction last week. 

The Fairlane name is being re- 
tained for some special car, or a 


To, operate either the Fordomatic ' new line of cars, it is believed. 


in 230 areas embracing 450 coun- 
ties, 

On the brighter side was a report 
from the Labor Department’s Bu- 
reau of Employment Security which 
showed a decrease of 13,500 in 
claims for unemployment compen- 
sation in the week ended Feb. 6. 

This was the fourth straight week 
that jobless claims have dropped, 
although the week’s total, 364,400, 
still was 82 percent above a year 
ago. A total of 2,128,100 workers 
now is getting unemployment 
checks. 

+ ad = 
—_— unemployment com- 
pensation claims increased 16,- 
190 in the week ended Feb. 11. 


In the past several days Walter 
Reuther, CIO and UAW president, 
has appeared before a congressional 
committee and the Detroit Common 
Council to complain about govern- 
mental “complacency” regarding 
unemployment and to ask for im- 
proved unemployment compensation 
benefits. 

Addressing the Joint Commit- 
tee on the Economic Report, Reu- 
ther said, “The theory that spring 
and the robins will bring pros- 
perity and that if we look the 

(Continued on Page 41, Col. 1) 


IH Dealers Plan 
Record 413-Unit 


Truck Driveaway 


MINNEAPOLIS, — The biggest 
truck driveaway in International 
Harvester Co. history will be staged 
tomorrow (Feb. 23) by a group of 
northwest territory International 
truck dealers and associates who 
will drive 413 trucks from Spring- 
field, O., to their home territories 
in Minnesota and Wisconsin. 

The dealer party, totaling 175, 
leaves Minneapolis in three airline 
planes today. After stopping at 
Chicago to be greeted by truck 
officials from International Har- 
vester’s general office, the group 
will proceed by air to Springfield. 

The driveaway will be headed by 
W. A. Riggs, Chicago, northwest 
region manager for International 
trucks, and E. P. O’Connor, Min- 
neapolis district manager. 

At Springfield, site of one of 
International Harvester’s truck 
manufacturing plants, the compa- 
ny will play host to the dealers at 
a dinner this evening. A tour of the 
plant will precede the dealers’ de- 
parture for home tomorrow. 





ao RE READING THIS AD, AREN’ T YOU? 


I WAS NOT! 
SOMETHING 





Sure you are. Who can resist a comic? Well, just think of the number of people who 
will read SPEEDY in your local newspaper with your own name spotlighted in every 
strip, and your best Used Car offerings listed underneath. 


You can bet that more people will be reading your ads than ever before. As one 
Dealer says about SPEEDY: ‘“‘It’s the best medium we have yet discovered to attract 


the attention of newspaper readers to our advertising message. 


* Name of Dealer on Request 






ow ADVERTISING SPECIALIST 


OE Hebe 






Mail in coupon for full details. 


, inec. 


87 MADISON Arm » NEW YORK 16, N.Y. 
Rush details about Speedy to me! 
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AUTOMOTIVE NEWS, FEBRUARY 22, 1954 
As Used-Car Momentum Grows. . . 


Car, Truck Output Estimates 


By hadittiilins News 
PASSENGER CARS 


(U. S. PRODUCTION ONLY) 


Week 


Ended Same 
Week, 
1953* 


28,175 
4,112 
2,815 
7,862 

13,386 

23,068 

19,096 

99 
3,873 

58,966 

10,817 
2,121 

30,344 
7,413 
8,271 
2,136 
4,687 
2,618 
1,332 
1,281 
2,714 


Feb. 20, 
1954 


. 18,400 


1,350 
3,100 


GENERAL MOTORS .. 58,274 


Jan. 1 
Feb., to 
1954, Feb. 20, 
To Date* 1954* 


37,939 103,812 
8,311 18,910 
4,430 12,7538 
6,777 17,582 

18,421 54,567 

110,709 264,379 

87,369 206,047 
3,062 7,476 

20,278 50,856 

165,289 $76,812 

$1,362 69,201 
6,593 10,628 

$1,126 198,146 

23,906 43,701 

22,302 55,136 
1,261 3,339 
4,663 13,258 
2,120 

823 
1,297 
5,130 


Week 
Ended 
Feb. 13, 
1954* 


12,124 
2,841 
1,232 
1,897 
6,154 

35,988 

28,581 

982 
6,475 

55,040 

10,805 
2,267 

26,062 
8,414 
7,492 

636 
1,601 


108,337 332,690 


COMMERCIAL CARS 
(U.S, PRODUCTION ONLY) 


Week 
Ended 
Feb. 20, 


Cars and Trucks, 
U.S. and Canada 


Same 
Week, 
1953* 


9,582 
212 
60 
2,763 
31 
2,685 


Jan, 1 
to 

Feb. 20, 

1954* 
52,530 
483 
560 
13,079 
321 
50,175 
13,673 
14,973 
878 
1,649 
923 
1,737 


dan, 1 
Feb., to 
1954, Feb. 21, 
To Date* 1953* 


21,189 61,958 
208 1,249 
431 

19,109 

177 

21,993 

21,006 

19,555 

1,780 

2,565 

10,683 

2,057 

18,479 


Week 
Ended 
Feb. 13, 
1954* 


6,964 
64 
80 


40 
6,301 


146,396 162,232 139,881 426,825 1,070,622 1,019,571 


*Revised. Miscellaneous includes Autocar, Corbitt, Marmon H., Brockway, Four-Wheel 


Drive, Sterling, Nash, etc. 


N.B.: All U. 8. totals include cars and trucks for military orders. 


04 Production Running 
6% Behind Last Year 


(Continued from Page 1) 


after being down a week because 
of parts troubles. 

Ford division worked eight 
plants Saturday, against three in 
the preceding week. 

Chevrolet, whose assembly plants 
were still on a four-day week, 
boosted output by 3,000 units. Most 
of its manufacturing plants re- 
turned to a five-day basis, signify- 
ing that the assembly plants will 
be back to a full week soon, prob- 
.ably this week. 

* * * 
DePce worked five days after 
working only three days in each 
of the three preceding weeks. 

Kaiser Motors increased produc- 
tion of both Kaiser and Willys cars. 
' On the decreased - production 

side were Studebaker, Nash and 
Hudson. 

Studebaker’s South Bend plant 
was down last week for a survey 
of dealer inventories, but the Los 
Angeles plant worked. The main 
facility reopens tomorrow and will 
work on a four-day schedule. 

” * 7 

ASH’S El Segundo (Calif.) as- 

sembly plant was down last 

week, but it turns out only about 
25 cars a day. The main assembly 
plant at Kenosha continues on a 
four-day week. 

Hudson last week worked three 
ave again and is expected to fol- 

that routine for some time. 
yun a production gains posted in 


the past two weeks, February’s 
totals should amount to 447,000 cars 
and 87,000 trucks. Last February, 
485,271 cars and 100,642 trucks were 
made. 
* * 7 

ywo optimistic output notes were 

sounded last week—one by steel 
manufacturers and the other by 
William J. Cronin, managing direc- 
tor of the Automobile Manufac- 
turers Assn. 

Steel men said that by spring 
they expect a rise in orders from 
auto makers. 

Cronin said top auto executives 
still are “highly optimistic about 
1954’s output.” 

~ + *~ 
" Dyprenigad said the 540,000 persons 
now working in auto plants is 
more than any previous year—ex- 
cept 1953—including war years. 

He pointed out that employ- 
ment curves show that production 
and employment traditionally 
start moving upward about the 
first of March and continue up- 
ward through May. 

“One disquieting factor on the 
auto scene is psychological,” Cronin 
said. “Forecasts of recession and 
uncertainty probably affect the auto 
industry more than any other” be- 
cause “autos are items whose pur- 
chase can be postponed and they 
will be postponed if there is lack 
of confidence on the part of the 
public in what lies ahead.” 


New-Car Sales Show Pickup 


(Continued from Page 3) 
more than the usual wholesale price 
to get the pieces they want. 

Retail sales are better, too, he 
said, with every week bringing 
more and more people onto his lot 
in a buying frame of mind, 

He was elated by the fact that 
his financing headaches have 
largely disappeared. Troubles in 
getting credit deals approved in 
recent months had ruined many 
sales, he said. 

Finance terms haven’t loosened 
any, he said, but the percentage of 

cash deals has increased surpris- 
ingly. On some days of recent 
weeks, he said, cash deals have ap- 
proached 100 percent. 

“I don’t think that means the 
buyers are shaking the money out 
of their socks,” he said. “I think 
it’s a case of the customer making 
his own deal with a credit union 
or a bank before he comes in here. 
But it sure makes things rosier for 
me.” 

He reported demand concen- 
trated in ’50 and ’51 models and 
said prices at the retail level were 


holding steady. 
* 


NOTHER ‘wel ete dealer, how- 

ever, said that prices are $50 to 
$75 higher than they were Feb. 1 
and that his cars are re ata 
fast clip. 

“I have trouble keeping 49s, 
50s and ’51s on the lot more 
than one day,” he said, “Every- 
thing is getting progressively 
better.” 

Business has been so good, he 
said, that he has added another 
salesman to his staff. 

“Tm careful about doing that, 
too,” he said. “I don’t want to 
crowd the place. I’d rather lose a 
sale now and then than have my 
crew figure I was hiring too much 


competition.” 
2 + 


* 
A* THE wholesale auctions, op- 
erators were almost unanimous 
in reporting a “stronger” and 
“spirited” market. 

One operator reported: “Most ac- 
tive sale in six months. Prospects 
very bright.” 

The ratio of sales to offerings 
at a group of representative auc- 
tions last week held steady at the 
previous week’s figure of 69 per- 
cent—a level well above average. 

The overall average wholesale 
price of used cars, according to 
Automotive News’ index, fell $3 last 
week to $889. Three models, how- 
ever, gained in price and one was 
unchanged. Four models declined. 

* * * 


P $12 to $2,189 were '54s, while 
51s gained $4 to $774 and ’47s 


advanced $1 to $227. Unchanged at 
$569 were ’50s. 

Losses included: ’53s, down $17 
‘to $1,601; 52s, down $14 to $1,052; 
"48s, down $14 to $271, and ’49s, 
down $1 to $425. 

Price spreads between model 
years, after last week’s adjust- 
ments, were: '54 to '53, $588; ’53 to 
52, $549; 52 to ’51, $278; ’51 to ’50, 
$205; 50 to ’49, $144; ’49 to ’48, $154, 
and ’48 to ’47, $44. 

* * > 


Used-Car Sales Surge 
Detailed by Survey 


DETROIT. — A healthy surge in 
used-car sales has been reported 
for January by the National Used 
Car Dealers Assn, as three of four 
sections of the nation reflected an 
increase in business over the same 
month a year ago. 

The exception was the southern 
region, where sales were down 
4.1 percent. The New England 
section showed sales up 6.4 per- 
cent against January, 1953; mid- 
west sales were up 6.2 percent, 
and the western area recorded 
sales up 4.6 percent. 

R. W. Workman, president of 
NUCDA, also disclosed that the 
survey showed dealer inventories 
down in some areas as of Feb. 1, 
compared with a year ago. Greatest 
drop, said Workman, was in the 
west, 18 percent. New England 
was down 15.7 percent, while in- 
ventories in the other two areas 
were up less than 1 percent. 

“The healthy inventory report,” 
said Workman, “lends added em- 
phasis to the improvement of 
market conditions compared to last 
year. 

“Our reports indicate NUCDA 
dealers, enjoying customer trust, 
have built up a well-balanced in- 
ventory that meets customers’ 
needs while not becoming bogged 


down with styles, models, etc., 
that are a drag on the market. 
This is a manifestation of dealers’ 
know-how.” 

The NUCDA New England 
section includes Connecticut, Dela- 
ware, Maine, Massachusetts, New 
Hampshire, New Jersey, New York, 
Pennsylvania, Rhode Island and 
Vermont. 

In the midwest section are 
Illinois, Indiana, Iowa, Kansas, 
Michigan, Minnesota, Missouri, 
Nebraska, North Dakota, South 
Dakota, Ohio and Wisconsin. 

The southern section embraces 
the District of Columbia, Ala- 
bama, Arkansas, _ Florida, 
Georgia, Kentucky, Louisiana, 
Maryland, Mississippi, North 
Carolina, Oklahoma, South Car- 
olina, Tennessee, Texas, Virginia 
and West Virginia. 

Making up the western section 
are Arizona, California, Colorado, 
Idaho, Montana, Nevada, New 
Mexico, Oregon, Utah, Washington 
and Wyoming. 

NUCDA members reported in 
the survey that they junked 283 
cars during January. 


Dealer Higgins Eying 
Mich. Governorship 


LANSING.—State Senator 
George N. Higgins, a Pontiac deal- 
er in Ferndale, has announced that 
he will seek the Republican nomi- 
nation for governor. 

Higgins said he wants the office 
to climax his 14 years in the Legis- 
lature. In the past six years he has 
helped write a majority of Michi- 
gan’s new tax laws. 


Yontz Incorporated 
Incorporation papers have been 
issued to Yontz Mercury, Cuyahoga 
Falls, O. 


Replacement Market 


Scrappage Figures Indicate 2% Million 
Car Sales in This Category 


(Continued from Page 1) 


of cars approaching the end of the 
line would be better off buying a 
better used car than trying to keep 
an overage car running. 

Car scrappage totaled 3,137,989 
in 1952, while the record was 3,- 
711,820 in 1951. The low year was 
1934, with 462,967. Average for 29 
years was 1,782,047. 

Truck scrappage in 1952 was 581,- 

835; record was 649,621 in 1951; low 
= o 


was 38,757 in 1947, and the average, 
303,425. 

When Polk started compiling 
registration information in 1924 
there were 15,350,038 cars and 2,- 
126,216 trucks on the road. From 
1925 through 1953, a total of 51,- 
679,367 cars and 8,799,323 trucks 
was scrapped. As of Dec. 31, there 
was “surviving” a total of 45,061,313 
cars and 9,147,402 trucks. 


Automobile Scrappage Table—Passenger Cars 


Cars in Use 
End of 
Year 
1924 
1925 
1926 
1927 
1928 


Year 
1925 
1926 
1927 
1928 
1929 


Number 
15,350,038 
17,485,627 
18,915,260 
19,410,175 
20,673,852 


1929 
1930 
1931 


22,599,701 
22,345,090 
21,484,450 
19,752,283 
19,300,336 


1930 
1931 
1932 
1933 
1934 


1935 
1936 
1937 
1938 
1939 


20,725,926 
22,015,052 
23,846,488 
25,330,584 
24,455,012 


1940 
1941 
1942-3-4 
1945-6 
1947 
1948 
1949 
1950 
1951 
1952 
1953 


25,754,387 
27,157,554 
28,968,114 
24,218,562 
26,464,525 
29,153,708 
31,789,143 
35,407 444 
39,418,772 
40,767,855 


1952 41,788,260 


Cars in use, December 31, 1924 
News cars sold, 1925 through 1953 
TOTAL in use, barring scrappage 


cars out of r 


New Cars Sold 


Number 
2,967,755 
3,228,695 
2,623,538 
3,139,579 
3,880,247 


2,625,979 
1,908,141 
1,096,399 
1,493,794 
1,888,557 


2,743,908 
3,404,497 
3,483,752 
1,891,021 
2,653,377 


3,415,905 
3,731,166 

593,191 
1,829,747 
3,177,376 
3,490,952 
4,838,342 
6,326,438 
5,060,903 
4,158,394 
5,738,989 


Total Cars 
Barring 
Scrappage 
18,317,793 
20,714,322 
21,538,798 
22,549,754 
24,554,099 


- Surviving 

End of 
Year 

1925 
1926 
1927 
1928 
1929 


1930 
1931 
1932 
1933 
1934 


25,225,680 
24,253,231 
22,580,849 
21,246,077 
21,188,893 


1935 
1936 
1937 
1938 
1939 


23,469,834 
25,419,549 
27,330,240 
27,221,605 
27,108,389 


1940 
1941 
1944 
1946 
1947 
1948 
1949 
1950 
1951 


29,170,292 
30,888,720 
29,561,305 
26,048,309 
29,641,901 
32,644,660 
36,627,485 
41,733,882 
44 79,675 
44,926,249 1952 
47,527,249 1953 


29-YEAR SUMMARY 
15,350,038 
81,390,642 
96,740,680 


of the registration of cars which had beep out of service during the war. 


Number 
17,485,627 
18,915,260 
19,410,175 
20,673,852 
22,599,701 


22,345,090 
21 484,450 
19,752,283 
19,300,336 
20,725,926 


22,015,052 
23,846,488 
25,330,584 
24,455,012 
25,754,387 


27,157,554 
28,968,114 
24,218,562 
26,464,525°** 
29,153,708 
31,789,143 
35,407,444 
39,418,772 
40,767,855 
41,788,260 
45,061 313 


Survivors as of December 31, 
Scrappage, 1925 through 1953 
Average scrappage per year 


*includes cars taken out of service, presumably due to wartime restrictions. **The figure under ' 
istration in the 1944 count estimated at upwards of one million units. ***This minus figure i is presumed to be the resu! 


Scrappage Scrappage 
%toCars % to New 
in Use « Cars Sold 
4.76 28.04 
9.51 55.72 
10.97 81.14 
9.07 
8.65 


Cars Failing 
To Reregister 
or Scrappage 


832,166 
1,799,062 
2,128,623 
1,875,902 
1,954,398 


12.89 
12.89 
14.32 
10.08 

2.23 


2,880,590 
2,768,781 
2,828,566 
1,945,741 

462,967 


6.61 
6.60 
7.89 
11.31 
5.26 


1,454,782 
1,573,061 
1,999,656 
2,766,593 
1,354,002 


7.41 
6.63 
22.06 


2,012,738 
1,920,606 
5,342,743* 
(416,216)*** 
488,193 
855,517 
1,220,041 
2,315,110 
3,711,820 
3,137,989 
2,465,936 


1.67 
2.69 
3.45 
5.87 
9.10 


42.97 


1953 45,061,313 
51,679,367 


1,782,047 


*‘Survivors,"’ (Col. 7), for 1946 include: 


—Compiled by R. L. Polk & Co 
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On Heels of Cheyenne Action . . . ee ae ee ee 
os ‘or new autos and accessories 


— e cutback in defense con- 


Shop Pay Cut Soughe]l |r. 121, ransier come 


tion in Miami, President Dave Beck 
painted what many called an overly 


| By St. Paul Dealers |raietors ne ints 


is in the worst shape it has been in 


: (Continued from Page 39) in 30 years,” Beck said. 

N other way the bothersome prob- | of Railroad Trainmen, the United . ua 7, 

3 lem + unemployment will go | Mine Workers, the American Farm Obituaries 

d away, both dangerous and un- | Bureau, the National Assn. of 
realistic.” Manufacturers, the Committee for T. C. H uxley J Pes 63, 

e Also appearing before the — Economic Development and the| Diamond T Sales Aide 

5 mit! was a spokesman for e}| National Grange. LOS ALTOS. Calif—T. C. Huxle 

, . —T. C. y 
U.S. Chamber of Commerce who eae jr., 63, vice-president and western 


h said, “It is difficult to see any rea-|rpve Labor Department, report- 
sales manager of Diamond T Motor 
San ciaumiaee an” aa aman Tg on national unemployment,|Car Co., died Feb. 3 of a cerebral 
— an old-fashioned | gisclosed that 22 big city areas are | hemorrhage. 
: j now classified as Class IV, or dis-| yy l hi 
Other groups presenting their | tress regions with more than 6 per-| with Diamond T im 1919 and short- 






































views before the committee in- : 
cluded the AFL the Brotherhood cent of the work force idled. ly after was named district man- 4 
| 06S Only newcomers to the list since|ager for Oregon and Washington. 
1952 have been Detroit; Toledo; |In 1922, he became manager of the 
Quick Change ona aaa Wis.; ae Mich., | New B pe poor and pe was 
an uquerque, N. M. named vice-president and eastern 
» | NUMBER PLATE FASTENERS [ono anes that all but Albu- |sales ‘manager. 
5 va querque are suffering principally Following World War II, he 
" FOR ALL CARS ————————————— moved to Chicago to take charge 
f 1 for th . 
time saver FoR Car oeaters | Dealer Shaw Sets |Last year, for reasons of health 
n Can be fastened top or bottom, front or h r 4 
3 rear of license plate. e e moved to the west coast and 
Springs are best quality steel, spring tempered, New Record in became western sales manager. . 
=! double pe > that can't pull out. + . * " 
: 
shaped to work wel wa a corectly | NASCAR Test William H. Rust BY THE WAY, A. J., HEIL BODIES HAVE All THE 
is clip is universal—will fit all cars includ- OWOSSO, Mich.—William H. Rust, 75 
ing Chrysler made cars of ‘41 and later. Th By Sam Sampson ‘3 fi Feb. /* 
long neck permits, the a end to "pas all 2 Staff Writer : 15. ‘after a "long Sitness, iv. oy BEST FEATURES (N THE RIGHT PLACES, Te 00: 
| tebe | DAYTONA BEACH, Fla. — Two] Reuance Motor Truck Co. which. later 
; HOLDS TIGHT —No Screws —No Rattle | Chrysler New Yorkers clocked the] became GMC. He retired in 1943, 
t Dealer Price $1.00 Per Set of 2 | fastest times for NASCAR Speed * * *& SUBFRAME construction of Heil Bodies have both cross 
? Special offer 6 sets $5.00 post paid Week's measured - mile runs here Mark M. Twohig ; i 
SALES AGENTS WANTED last week, with Brewster Shaw,| creveLanp. — Mark M. Twohig, re members and long members interlocked and welded into 
, FRANK E. WHEDBEE Ormand Beach (Fla.) Chrysler-| tired traffic manager of Willard Storage a single assembly to prevent sagging of body floor. This 
; LANHAM, MD. Plymouth dealer, driving one to a| Battery co cea ised muthorite in his eld reinforced steel subframe is welded integrally with the body 
new fiying-mile record of 117.065] 2n4 one of the founders of the La Salle he load if 1 d distrib * fee 
; miles per hour for strictly stock | Institute of Traffic. to support the load uniformly and distribute the lifting 
production cars. * 2 @ forces of the hoist without bulging or distortion. 
This record was for Class 4 James M. Smith Other Heil features your customers look for include: 
cars—those with engines of un- CLEVELAND. — J M. Smith, 58, . s ° . 
2 2? limited cuble-imch on eal Dae S te 6 eee eee Ee ee weight-saving design for bigger pay loads and lower oper- 
What are a veteran of 35 years in the automotive ating costs; sturdy construction for long service life; a choic 
e The second New Yorker, driven | business, and last was a partner in Smith- § z ? y : 8 ’ © 
by Lee Petty, Randleman (N, M.) | Neff Motors. of hoists and bodies matched to the truck and the load. 
al , * 28 @ 
, my salesmen anee ane a ae ae Glenn W. Mays Keep your customers satisfied .. . call your Heil distributor 
\e .p.n, s ” . . ° 
north, one south) on the beach. FORT WORTH, Tex.—Glenn W. Mays, today about the advantages of dealing with Heil. 
Dodge scored the best time for sa eecaubed —" _— - 
Class 2 competition (200 to 249 ‘ . 
cubic inches), with Betty Skelton, ¥, FO ng pg npg — 
Raleigh (N. C.) aviatrix, chalking | ¢5, “pioneer Vancouver cueumneties — R G-ARM HOISTS 
up 105.882 m.p.m. Dodge was chosen | died recently. STRONG- 
as the official pace car for Speed a ‘ ‘ 
Week events of the National Assn. Harley L. Dunn Trouble-free hydraulic hoists 
for Stock Car Auto Racing. qROSCIUSKO, Miss. — Harley L. Dunn, —o —— — 
i n Buic ‘o., died Feb. 
: Class 3 competition (250 to 299 | 7 of cajurtes received in an accident in the pes neni: — on 
cubic inches) was won by Taylor company’s repair shop. He was co-owner te ng 
Hartman, of Daytona, with a | °% the dealership with his father, T. L. onger 
1954 Mercury, averaging 96.665 ae — <2) with fewer repairs. Hoist frame 
: m.p.h. over two two-way trails. Melvin L. Zimmerman takes all stresses without trans- 3 - 
Class 1 competition (under 200 ferring any stress to truck frame. ae. 
“ TIPTON, Ind. —M L. £ ; : 
cubic inches was won by Bill 26, service manager "a “the Sanaa ‘ “ ‘sf 
Barker, of Greenville, Pa., in a Gcalership at Kokomo, ind., died Feb. é. Re TS 
* How many calls your Nash Rambler. His time was | fice july 1%, when he suffered a neck BH-42D 
salesmen make 86.895 m.p.h, injury while diving into shallow water. 
One of the features of the beach ae 
* How many events was the appearance of the Marsden C. Hutto Sr. THE co. 
‘ demonstrations Packard Panther, new experi-}| pETROIT.—Marsden C. Hutto s1., 73, 
hethe fol Fae eet ener a extienms | motive inventions, died Feb, 13 while visit. | DEPT. 5924 3059 WEST MONTANA STREET, MILWAUKEE 1, WISCONSIN { 
«x Wi r sales low- y : * | ing a son, Charles, in Dearborn, His most Factories: Milwaukee, Wis. — Hillside, N. J. 
és one of NASCAR’s competition | noteworthy invention was the Hutto lap, ¢ , F : 
ups are systematic drivers. a tool widely used in Ginishing engine Sales Offices: New York, Union, N. J., Washington, D. C., Atlanta, 
Siete pe : During its official runs, the Pan- ote ine ae ac arelina, Mr. | Cleveland, Milwaukee, Detroit, Chicago, Kansas City, Denver, Dallas, 
— your sales by using ther was clocked at nearly 111] in Jacksonville, Fla. While still selling Los Angeles, Seattle. 
Visible Week to eliminate waste m.p.h., but on a practice run the om. he Senne ~ agg = 
selling time and step up cus- following day, after further ad-| petroit in 1923, he set up Hutto Engineer. 
tomer contacts. A new manage- justments ae been made, the car ing "Os. develnnng & "Tnchyere chine Wondering how new-car and truck production and sales are making out? AUTOMO- 
ment tool to control sales chalked up an unofficial 131.1 in a| 58P_ into @ $600,000 operation. In recent | TIVE NEWS gives you the entire story, P Sen Sate AEE QATERER: CREP SE 
ee ‘ years Mr. Hutto had devoted his time to | automotive industry, every week throughout the year. 
age and oe serous south run over the beach course, improving the manufacture of piston rings. 
plan their work and wor In a day of events with strictly : £..s 
their plan”. stock 1954 cars. competing over Charles J. Durban 
ad ‘ J the beach mile course from a NORFOLK, Va.—Charles J. Durban. 61, 
Visible Week is a full year’s standing start, a 1954 Cadillac, | advertising and “sales promotion executive 
appointment calendar, visible driven by Joe Littlejohn, took top with U. 8. Rubber Co., died Feb. 10 st 
° a 
a week at a time. Easy for sales- honors. Its average speed was oa aah “Walle on ° "Seem tales 
men to use—easy for you to 76.215 m.p.h, Born in Philadelphia, Mr. Durban had 
check. Simple summary sheet Another Cadijiac, driven by M. | Svee'@ Manas, L. L. ter the past 8 
indicates month-by-month M. Culver, was second with 74.16 ; ee @ 
progress. m.p.h. William Cornwall, driving a Mannie J. Fisher 
Writ for detail 1954 Oldsmobile Super 88, was] ariaNTa.—Mannie J. Fisher, 57, a o TRY AT OUR RISK “ 
rite us for details. thied with T3376, partner in Automotive Sales &’ Service HIDDEN TREASURE FOR AUTOMOBILE SALESMEN 
- ep le . e a en W 
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250,000 Attendance Expected... 


Dream Cars Highlight 
Detroit Auto Show 


(Continued from Page 2) 


combined into a startlingly new but 
readily produceable automobile.” 
? . * 
To concave front grille provides 
more air flow for engine cool- 
ing, Ford said. The plain-flowing 
hood has a functional airscoop. No- 


Freed, Bell Listed 
For N. California 
Parley in March 


SAN FRANCISCO. — Charles 
Freed, NADA’s new president, and 
Frederick Bell, executive vice-pres- 
ident, are among the speakers en- 
listed for the annual meeting of the 
Northern California Motor Car 
Dealers Assn. 

The session has been set for 
March 4-6 at San Francisco’s Fair- 
mont Hotel. 


The theme of the 1954 convention 
will be “The Business of Business 
Is Profit.” 

Others who will address the meet- 
ing will be Harry Moock, former 
sales vice-president of Plymouth, 
and Vince Baker. 

Arthur H. Kenny, Vallejo, has 
been named chairman of the con- 
vention committee. He will be as- 
sisted by Morris Landy, Alameda; 
H. 8S. Bray, Redwood City; Jack L. 
. Hunt, San Rafael, and W. B. James, 

San Francisco. 


Canadian Dealers Ask 


Cut in Excise Levy 


OTTAWA.—The Canadian 
Automobile Assn, has petitioned 
the Government for a reduction 
of the 15 percent Federal excise 
tax on automobiles. 


ticeable is the absence of any hood 
ornamentation, 

A forward-sweeping pillar post 
supports the wide wraparound 
windshield, which is enhanced by 
a chrome overlap of the roof. 
Body lines are emphasized by the 
absence of chrome side moldings. 
Flush-type door handles are de- 
signed to flow with the body line. 

A chrome roof rail molding is 
carried from the windshield to the 
rear deck. A wide band of chrome 
accents the division between the 
roof and the rear window. 

The rear of the XM-800 is fea- 
tured by the severe angle of the 
quarter panels, the integral chrome 
impact bar with imbedded dual ex- 
hausts, and the gently sloping deck 
lid. A radio antenna is centered on 
the deck lid. 

+ = * 
. car is painted in pearlescent 
white with pearlescent copper- 
colored roof. The interior is a two- 
tone combination of copper and 
white vinyl. 

The XM-800 features individ- 
ually contoured seats front and 
rear, and stationary armrests di- 
vide the seats and contain con- 
trols for the driver’s four-way 
power seat, the front passenger’s 
reclining seat, electric window 
lifts, cigaret lighters and ash 
trays. 

The intrument panel shows the 
influence of aeronautics in its de- 
sign. Clustered in front of the 
driver are the gauges for water 
temperature, oil pressure, battery 
and fuel. Each of these gauges is 
monitored by a warning light which 
flashes red if the performance of 
any of the operations nears the 
danger point. A tachometer, a 
speedometer, an electric clock with 
sweep second hand and radio con- 
trols complete the panel. 

Other innovations include a door- 


Dodge Shows Firearrow Hardtop— 

The Dodge Firearrow sport coupe, newest member of the Dodge family of “idea” 
cars, made its debut at the Detroit Auto Show. Finished in metallic opal blue, the 
hardtop was hand-crafted to specifications of the Dodge styling section by the Ghia 
custom body-building firm in Turin, Italy. Measuring only 55 inches at its highest 
point, the Firearrow is 190% inches long and 76% inches wide. It is powered by 
a 150-horsepower V-8 engine and is equipped with PowerFlite. 


pull and door handle combined in a| 


single built-in unit and a fluted- 
type steering column. The car has 
power steering, power brakes and 
Merc-O-Matic transmission. 

* * + 


| grea also displayed three 
special versions of standard 
models—the Carnival, Fantasy and 
Resorter. The three featured 
special paint jobs and interiors. 

Lincoln exhibited its Premiere, 
which has plexiglass replacing 
most of the roof section of the 
regular Capri hardtop, Lincoln 
also displayed the car which 
won the 1953 Mexican Pan 
American road race. 

As companion show cars to the 
La Espada, Cadillac displayed 
three highly customized production 
models — Fleetwood 60 special se- 
dan, 62 Coupe de Ville and El- 
dorado convertible. 

An eye-popper in the truck dis- 
play was the Dodge panel delivery 
painted a vivid shrimp color. The 
shrimp-colored delivery is a com- 
panion to the polka-dotted pickup 
which Dodge showed last fall. 

Also featured in the Dodge truck 
display was a “talking cab,” which 
pointed out features of itself. In 
a second Dodge display, flashing 
arrows pointed to features of a 
pickup. 

The Studebaker display was 
dominated by two sports models— 
specially painted and trimmed 
Commander and Champion hard- 
tops. Also in the display were a 
revolving chassis and a cutaway 
engine. 


Shriner Cited as Motor Sportsman— 


For contributions to the advancement of motoring sport, Herb Shriner (second 
from left), television entertainer and sports-car fan, receives a plaque from Motorsport 
magazine at the International Motor Sports Show in New York. At left is Peter M. 
Heldt, automotive writer; second from right is Al Reeves, Automobile Manufacturers 
Assn. vice-president, and at extreme right is Robert Cass, of White Motor Co. 





American Begins New N. Y. Line 


DETROIT. — American Airlines 
yesterday (Feb. 21) began daily 
DC-6 nonstop coach service from 
Detroit to New York City, accord- 
ing to Jack A. Tompkins, district 
sales manager. ; 

Tompkins said American now 
provides the only nonstop pressur- 
ized-coaeh service to New York. 
The planes leave Detroit at 9:35 


p.m., arriving in New York at 
11:40 p.m. American has 10 daily 
nonstop flights to New York. 


American coach flights differ 
from regular flights only in the 
seating arrangements, company of- 
ficials said. The planes carry 80 
passengers, rather than 54, The 
300 - mile - per - hour DC-6s have a 
crew of five. 





‘CLASSIFIED WANT AD DEPARTMENT 


Reaching an estimated 150,000 readers engaged in all branches of the automotive industry from Maine 
to California. RATES: TWENTY CENTS (20c) PER WORD FOR EACH INSERTION. POSITION WANTED ADS, 
10c PER WORD. PAYMENT IN ADVANCE OF INSERTION REQUIRED. Ads may be signed with full name 


and address at regular rates. Add One Dollar ($1) per 


insertion for 


use of a box number, 


of Automotive News. Replies to Box Number ads: are forwarded to the advertiser, unopened, the same 


day received. Display ads: $11.20 per column inch, per 


OF PUBLICATION DATE. 


WANT AD DEPT., AUTOMOTIVE NEWS, 2666 PENOBSCOT BUILDING, DETROIT 26, MICH. 


AUTOMOTIVE NEWS 


HELP WANTED 

SALES MANAGER FOR large Chrysler 
product dealer in New York state. Must 
be thoroughly experienced, capable of 
training, developing and directing a hard 
hitting sales force. We will pay well for 
qualified man. Write stating background 
and full particulars to Box 3513, c/o 
Automotive News, Detroit 26. 

SETTLE DOWN IN DIXIE. Fast moving 
organization handling prestige line in 
Memphis, Tenn. is expanding sales staff. 
Our present men earning $600 per month 
minimum. Men promoted from within our 
own organization. Prefer men 35 years 
of age and up with at least five years 
successful sales record. Write Box 3514, 
c/o Automotive News, Detroit 26, giving 
qualifications and recent photo if possible. 


Foremost Importer of Well 
Known Lines of Foreign 
Car Parts 


Has several open territories for manufac- 
turers representatives. If you are now 
doing a good job contacting retailers and 
service stations and have room for addi- 
tional profitable line, write in confidence. 
Our men know of this ad. 


Box 3485, c/o Automotive News, Detroit 26. 


SALESMEN — SOUTHERN manufacturer 
making complete line auto seat covers. 
Excellent opportunity. Write, giving full 
information — strictly confidential. Box 
3420, c/o Automotive News, Detroit 26. 


insertion. 


GENERAL MANAGER 
for Largest Chevrolet 
Dealer in East... 


Must have volume experience and 
be able to run entire dealership. 
Excellent opportunity in Auto In- 
dustry. Give full particular, refer- 
ence, salary, photo if possible. 
Replies held in strict confidence. 


Box 3528, c/o Automotive News, Detroit 26 


POSITION WANTED 


MAN, 25 YEARS AUTOMOBILE experi- 
ence. both factory and retail. Factory 
positions held; zone manager, regional 
manager, district manager. Retail ex- 
perience; gereral manager, sales man- 
ager, retail salesman. Operated own 
General Motors dealership six years. Now 
in process of selling own independent 
line dealership, Interested in any re- 
munerative position in California—pref- 
erably San Francisco area. Box 3521, 
c/o Automotive News, Detroit 26. 


PROVEN SALESMAN, closer, sales man- 
ager. College graduate, navy vet, age 
33, family. Wish to relocate Oregon or 
Washington—250-500 car deal; GM dual 
preferred. Best references. Experienced 
appraising, hiring, training salesman. 
Box 3524, c/o Automotive News, Detroit 
26. 


CLOSING: SIX DAYS IN ADVANCE 


| 
t-te) | 
| 
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POSITION WANTED 


POSITION -WANTED WHERE these 
proven abilities can be used. Title and 
salary of secondary interest. First in- 
terest is the long pull opportunity and 
potential earnings based on my ability 
to train salesmen, as a strong closer 
and as a promotion and advertising 
man. Appraising-reconditioning and 
merchandising used cars are my speci- 
alties. I have had four years factory 
busiress management before the war. Six 
years in retail starting as assistant to 
general manager and working up to 
general manager of a 1,200 independent 
car deal using the Hull-Dobbs system. 
Can furnish the best of references as 
to ability and character. College gradu- 
ate, age 37, height 6-2, married, one 
child, Now employed as general man- 
ager. Box 3520, c/o Automotive News, 
Detroit 26. 


GENERAL MANAGER or sales manager. 


Now employed with midwest Ford dealer. 
18 years experience in the automobile 
business. Have trained 40-60 salesmen. 
Ford or Chevrolet opportunity preferred. 
Would assist Ford dealership in Ford 
development plan. Have been general 
manager for large Buick company. Lo- 
cation definitely open. Box 3525, c/o 
Automotive News, Detroit 26. 

SERVICE AND PARTS EXPERT, 16 
years’ experience Chrysler products, su- 
pervising, promoting and merchandising 
both departments. Prefer southwest or 
west. References exchanged. Box 3465, 
c/o Automotive News, Detroit 26. 


COMPLETE PROTECTION GIVEN 


AUTOMOTIVE NEWS' READERS 
Automotive News will not divulge the. 
name of any classified advertiser using a 
box number. For our readers who wish to 
protect their identity when answering box 
number ads, we suggest you send your 
replies direct to Classi Manager, Auto- 
motive News. Enciose a note listing the 
concerns which you would not want your 
letter to reach. Your reply will be de- 
stroyed if the advertiser is one you have 
mentioned; otherwise it will be forwarded 
immediately to the advertiser. 


SALES MANAGERS NEEDED 


$15,000 A YEAR AND UP 
ATTENTION Car Dealers © Sales Managers 
¢ Top Car Salesmen 
Illinois, Indiana, Ohio, Michigan and Kentucky 


CERTIFIED SALES ENGINEERING, INC. 


4641 N. CAPITOL AVE., INDIANAPOLIS, IND. 
PHONE BRoadway 6106 


SERVICE SALESMAN, Cadillac distributor 
—middle eastern seaboard city. Must 
be a General Motors Institute graduate 
under 35 years old with pleasing person- 
ality. Excellent pay, benefits and work- 
ing conditions. Send details to Box 3518, 
c/o Automotive News, Detroit 26. 


WANTED — GENERAL SALES manager 
in a volume Ford dealership in the 
midwest. 1,300 to 1,400 new unit po- 
tential, Must have had experience in 
this capacity. Old time dealership. Will 

‘ pay base salary plus percentage of net. 
Send complete qualifications with answer. 
~ > c/o Automotive News, De- 
“roit 


Color Styling Marks DeSoto’s Coronado— 


Color-harmonized with exterior two-tone finish, DeSoto's new Coronado features 
shades of blue and beige. Pleated nylon is used in cushions and seat 

backs, with bolsters of crushed-grain leather in lighter tones. This treatment is 
blended into door panels for overall harmony. Advertised-delivered price of the 
Corenado, a four-door sedan with Fire Dome V-8 engine, is $2,780.25. Introduced 
at the Detroit Auto Show, it is scheduled to appear soon in dealership showrooms. 
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POSITION WANTED 


ALES MANAGER. Qualified to assume 
full responsibility in all phases. Presently 
employed, complete charge GM dealer- 
ship—Philadelphia vicinity for the past 
four years as sales manager. Handling 
three hundred new cars yearly. Wants 
relocate although not forced to. Ex- 
ceptional background of prewar ex- 
perience to meet today’s market con- 
ditions. Age 46, single. ‘‘Big Three’’ 
dealership preferred. Go anywhere. Write 
Box 3435, c/o Automotive News, Detroit 
26. 


SALES OR GENERAL MANAGER, Pres- 
ently employed as general sales man- 
ager of one of the country’s largest 
agencies. 38 years old, thoroughly ex- 
perienced in all phases of the business. 
Will consider smaller deal as general 
manager. Will also invest if necessary. 
Box 3522, c/o Automotive News, De- 
troit 26. 


FINANCE MAN, 36, EXPERIENCED in 
all phases and operations, is interested 
in full responsibility of bank or pro- 
gressive finance company branch. Ex- 
cellent 1:eferences, married, want perm- 
anent location. Write Box 3523, c/o 
Automotive News, Detroit 26. 


and do a top job? Under 35, 5 years 
manufacturer, 3% years retail manage- 
ment experience. Top record and refer- 
ences. Capable handling dealership, 
sales or assisting. Southern GM or Ford 
deal—small town only. Box 3457, c/o 
Automotive News, Detroit 26. 


GENERAL MANAGER-SALES MANAGER 
desires position in Florida with new car 
dealer. 25 years’ experience in the auto- 
motive industry. Complete knowledge of 
used car reconditioning, merchandising, 
service and parts. Ford and independent 
experience. Excellent references. Box 3498, 
c/o Automotive News, Detroit 26. 


AUTOMOTIVE PARTS AND accessories 
merchandising manager. Qualified by 
background, interest, and talent. Avail- 
able for vehicle or parts manufacturer. 
Please inquire. Box 3495, c/o Automotive 
News, Detroit 26. 


TRUCK MANAGER—Now employed, age 
42, family, 20 years successful selling 

and dealer management. Specialized 
heavy-duty field. Desire lucrative selling, 
sales direction or management, South- 
west or southeast. Excellent character 
references. Box 3515, c/o Automotive 
News, Detroit 26. 

PARTS MANAGER, 16 years’ experience, 
MoPar parts, wholesale and retail. Pre- 
fers southwest or west. Excellent refer- 








ences. Box 3479, c/o Autemotive News, 
Detroit 26. 
MANAGER. Specializing in sales and ac- 


counting. Seventeen years experience with 
Florida dealers. Chester Edwards, 618 
McRorie, Lakeland, Fila. 


DEALERSHIPS AVAILABLE 


LOS ANGELES DEALERSHIP. Finest 
pew and used car facility in all southern 
California. Located in the heart of auto- 
mobile row in downtown Los Angeles. 
Showrooms display 21 new cars. Lot dis- 
plays 80 cars without crowding. Com- 
pletely equipped body and service shops, 
now handling Hudson. Take over 
equipment and leases—nothing else. Plant 
will sell 100 to 150 used cars a month 
from street traffic alone. Tremendous 
opportunity for midwest dealer needing 
coast outlet for used cars. Immediate 
action necessary account partnership be- 
ing liquidated. $25,000 full price. 
Management available. Contact E. Ross 
Wright or Earle Beal, Wright & Beal, 
llth and Figueroa St., Los Angeles 15. 
Calif. Phone Prospect 7771. 


HANDLING DODGE-PLYMOUTH. Well 
established 8 years. 75 units. South 
Texas in famous Rio Grande Valley. 
Town of 10,000 plus ‘'arge rural farm, 
citrus, oil and ranch interests. Summer 
climate year around. Large winter 
tourist trade. Only Chrysler products 
dealer in town. Modern 8 year old 
building and used car lot. Stock and 
equipment inventory $23,000. Will sell 
for $15,000. One half cash to reliable 
party. Reasonable lease or will sell real 
estate. No used cars or accounts re- 
ceivable. Reason for selling—poor health 
and death in family. Borden Motors. 
513 EB. Highway, Mission, Texas. 


DEALERSHIP AVAILABLE handling 
Dodge-Plymouth. Located in north east- 
ern Ohio industrial city of over 50,000. 
Only parts and equipment need be 
purchased. Building can be leased reason- 
ably. This is a well established business. 
Will deal only with principals. Box 3475. 
c/o Automotive News, Detroit 26. 


DEALERSHIP AVAILABLE — One of the 
‘“‘Big Three’’ in a prosperous northern 
Ohio city. No buildings to purchase, only 
operating equipment and parts. Principals 
only. No brokers. Box 3476, c/o Auto- 
motive News, Detroit 26. . 


WELL ESTABLISHED DEALERSHIP 
bandling Chevrolet and Oldsmobile in 
central Nebraska. New cars sold in 1953 
totaled ‘50 units. No blue sky. Will sell 
for fat price or inventory. Will take 
approximately $25,000 cash to handle. 
Will carry balance. Must have factory 
approval. Box 3472, c/o Automotive 
News. Detroit 26. 


FOR SALE. WELL ESTABLISHED 
dealership handling Chevrolet and Cadil- 
lac in central Kansas. Sold 200 units 
in 1953. Interested parties contact Bill 
Smith, 6230 Troost, Kansas City, Mis- 
souri, c/o O. S. Gunn. 


DEALERSHIP AVAILABLE — Cen- 
tral Florida handling Studebaker. Willing 
to consider partner with sales ability. 





100 car potential. Requires $7,000 in- 
vestment. Box 3484, c/o Automotive 
News. Detroit 26. 


DEALERSHIP AVAILABLE handling De- | 


Soto and Plymouth in northern Ohio. 
Lease new building in 10,000 population 
town. $20,000 worth of parts and 
equipment. Will sell 
3503, c/o Automotive News, Detroit 6. 


FOR SALE—DEALERSHIP handling! 


Dodge-Plymouth, located in suburb near 
Chicago, 300 car deal. $1,250,000 gross 
in 1953. No veal estate, no used cars to 
Duy, very low rent. All replies confiden- 
fal. Box 3481, c/o Automotive News, 
Detroit 26. 


MR SALE—DEALERSHIP handling Ford 
Central Indiana. 100 car deal. Excellent 
ousiness location. At inventory value. 
Buy or lease modern building. Box 3516. 
°/o Automotive News, Detroit 26. 








| safe-keeping in case of fire. 
for $16,000. Box | 


5050 Joy Road 


DEALERSHIPS AVAILABLE 


DEALERSHIP AVAILABLE. Dealership 
handling DeSoto and Plymouth in Lake- 
land, Florida, selling 150 units per year. 
Parts, shop equipment, office furniture 
and signs at inventory. No used cars or 
account receivables. Good lease, a beau- 
tiful location, Write or wire Ralph Hor- 
ton, 244 North Florida Ave., Lakeland, 
Fla. Phone Mutual 5-1611. 


DEALERSHIP AVAILABLE handling} 
Dodge-Plymouth — western Washington, | 
heart of vacation land. Progressive terri- | 


tory of 35,000. Will sell at reduced in- 
ventories — $15,000 will handle. 
vantageous to buyer, owner interested in 
larger dealership. Box 3509, c/o Auto- 
motive News, Detroit 26. 

SEVERAL PROFITABLE ‘‘Big 3"’ dealer- 
ships available in sunny southern Cali- 
fornia. Inquiries confidential. Business 
brokers. G. R. Bill Company, 2202 El- 
Cajon Blvd,, San Diego, Calif, 








HANDLING CHEVROLET AND BUICK 
sales and service agency. North Dakota 
county seat. Priced with terms to quali- 
fied buyer. Kashfinder, Wichita, Kans. 





WHEN BUYING or SELLING We have for sale a nice selection of 


an 
AUTOMOBILE DEALERSHIP 


Consult a Specialist 


LEO J. KLEM 


412 Fisher Bidg. Detroit 2, Mich. 





“DEALERSHIP WANTED 


WANTED — GENERAL MOTORS, FORD 
or Chrysler dealership on east coast of 
Florida. Will purchase property or lease. 
Already o.k’d by factory. All replies 
confidential. Box 3480, c/o Automotive 
News, Detroit 76. 





FORD AGENCY—North Jersey area. 300 
to 600 cars. Now is the time to sell. 
Factory approval assured. Box 3526, c/o 
Automotive News, Detroit 26. 


GM AGENCY—NORTH Jersey only. Have 
factory approval. No brokers. All replies 
strictly confidential. Box 3508, c/o Auto- 
motive News, Detroit 26. 


GM OR FORD DEALERSHIP within 75 
miles New York City. Hammond, 54 
Riverside Dr., New York, N, Y. Watkins 
4-6754. 


"BUSINESS OPPORTUNITIES 





COLORADO, AUTOMOTIVE SERVICE 

completely equipped. distributorship 

several lines. Building included. Ex- 

cellent business. Fine territory. Contact 

L. C. Nowlan, Realtor, P. O. Box 562, 

Grand Junction, Colo. Ph. 213. 
DEALER SERVICES 


Clean Off Your 
Used Car Lot 


AT PUBLIC 
AUCTION 


Results Guaranteed 
20 Years Experience 
Complete Sales Service 


. a ae 
Phone—Wire—Write for 
Sale Date and Particulars 


WM. A. LEIGH 
ASSOCIATES 
“Nation Wide Sales Service” 
Phone FO 5-5832 or WI 3-8104 


P.O. Box 7061 
Oklahoma City 12, Okla. 








INVENTORY SERVICE 
Parts and Accessories 
@ CERTIFIED REPORTS @ 


Get the facts now —find out if you are in 
shape for '54. Obsolescence and shortages can 
kill profits so don't wait for the year end to 
learn how this department is operating. 


Dealers say our analysis and testing of 
procedures alone worth cost of Inventory 


Full time experts. No pick-up part time help. 
Automotive inventory Service Co. 
10040 Freeland Detroit 27, Mich. WE 3-6445 








NEW! MODERN! FAST! 
MACHINE RECORDED INVENTORIES 
Eliminates possible error. Cuts time in half. 
Original recordings left with dealer 
Perpetual in- 
ventory setup or present system revised. Ac- 

curate, confidential. LOW COST. 
INVENTORY PARTS SERVICE CO. 
Detroit, Michigan 
Texas 4-7450 





INVENTORY SERVICE. Parts and acces- 


sories. Top type personnel, organized 
procedures, up-to-date records. Model, 
year breakdown for Ford, Chevrolet, 
L-M and MoPar dealers. Fast service 
eastern half U.S.A. Talbot’s Inventory 
Service, 124 8S. Woodward, Birmingham, 
Mich. Midwest 4-5355 or 4-8460. 
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CARS FOR SALE aol PARTS FOR SALE 
NASH PARTS AND ACCESSORIES— 
$5,400. Dealer’s cost. Make an offer. 
FIRST IN NEW YORK STATE Write Box 229, Watertown, N. Y. 


AUTOMOBILE TITLES GUARANTEED 
ANNOUNCING 


| FIRST AUCTION THURSDAY, | Genuine Willys Parts 





FEBRUARY 25th | Hard to get items back to 1936 models. 
Freight prepaid—Ship anywhere 


Kaiser-Willys Miami Motors 


and every Thursday thereafter at 


SYRACUSE AUTO AUCTION 





Located on U. S. Route II, 3% miles south 
of Syracuse suburbs, 2!/, miles north of | —— on 
junction of Routes 20 and I! (Greyhound 
bus service). 


TRUCKS FOR SALE 

FOR SALE. 5—1951 F8 chassis cab, 195’’ 
wheelbase, factory air, 10:00 rubber, log- 
ging trucks in running order—cabs, fen- 
ders, hoods, rough. Tires fair, 2 speed 
rear axles, transmissions, radiators, 
blocks, air, etc. O. K. $695 as is, Call 
Motors, 918 Grand Ave., Glenwood 
Springs, Colo. 


Auctioneers: 
Telford Chambers and A. V. Zogg, Jr. 
Irving C. Mondore, Owner 








FOR SALE OR LEASE. Automobile trans- 
port truck. 1952 Chevrolet tractor with 
rew motor, air brakes, 2-speed axle, 
conventional cab, mechanical handling 
system trailor. Almost new tires through- 
out. S. T. Bass, 944 Texas Ave. or 
Phone 3-3586 Shrevepoit, La. 


SHOP EQUIPMENT FOR SALE 


DYNAMOMETER IN EXCELLENT work- 
ing condition. We are forced to move 
due to widening of highway. Act quick 
and we will sacrifice for % price. You 
can see it work. King Oldsmobiie, Fort 
Lauderdale, Fla. 


WILL TRADE 


WILL TRADE NICE acreage in Arkansas 
on 65 between Little Rock and Harrison 
for 1954 car and truck. Harland Motor 


SOMETHING NEW 
USED CARS DELIVERED 


fleet leased 1952 Chevrolets, Fords and 
Plymouths in all body styles. These cars 
can be delivered to your door regardless 
of location. Phone or write for informa- 
tion: 


Robinson Auto Rental, Inc. 
229 S$. Hanson St. Philadelphia, Pa. 
1. E. Spatig, Used Car Manager 
Sherwood 8-1500 














Co., Hillsboro, Iowa. 
ATTENTION DEALERS ! ! | ——_*XT0U® ©A"S For save __ 
* *| FOR SALE — 1920 CHEVROLET ‘‘Four 
Ninety’’ touring. A master showpiece 
eects SALE OF or collectors item. Less than 1,500 
miles. Original hand tools with car. 


Color black. Top and upholstery new. 
Can be driven anywhere. Asking $1,000. 
Telephone Ernest Harrell, number 2739, 
Harrell Chevrolet Co., Thomasville, N. C. 


Excellent Bodies - Good Motors - Heaters 


Upholstery New 
BUY NOW — LOWEST PRICES EVER 


1950-1951 FOR SALE. 1909-1910 Ford touring, ex- 

—_— aa cellent condition, complete in every de- 
Plymouths Fords Chevrolets tail, runs perfect, good tires. Will trade. 
1 to 500 | Reply Box 3517, c/o Automotive News, 


Detroit 26. 


__MISOELLANEOUS 


ENGINE REBUILDING — Crankshaft 
grinding and metalizing. John P. Hughes 
Motor Co., Inc., 800 Commerce &t., 
Lynchburg, Virginia. 


MORRIS FREEDMAN 


54th & LINDBERGH BOULEVARD 
PHILADELPHIA 43, PA. 
SARATOGA 7-2300 SHERWOOD 7-1700 











TOLEDO AUTO 
AUCTION COMPANY 


5902 Telegraph Road Toledo, Ohio 
by the National Airport 


SALE EVERY TUESDAY, 1 P.M. 
Checks Guaranteed 


Harold Strait, Jim Vance 
Auctioneers 


Gale Neiswender, 
Monager 


— Open daily 9 to 5 — 
Phone Klondike 4631 


PROVEN BEST 


By Actual Test 
Our New Model 


TOW BARS 


Meet 1.C.C. Requirements 


Cannot Be Matched 
At Any Price 


Write Today For 
illustrated Catalog 


AUTO AUCTION 


TIM ANSPACH 


“Midway,"' Stop 20 
Albany-Schenectady Road 
FACTORY SALES DIVISION 


| PILOT DISTRIBUTING 
COMPANY 
BATTLE CREEK 9, MICH. 
Phone WO 2-5257 All Dept's. 


“Leaders In The Industry" 
Since 1939 


ALBANY, N. Y. 
(For Dealers Only) 


EVERY MONDAY ... 12 NOON || 





Member of N.U.C.D.A. and N.A.A.P.A. 








CARS WANTED 


CASH FOR NEW 1954 Oldsmobiles and 
Cadillacs to take care of heavy oil in- 
dustry demands. We transport. Don 
Pierson Olds - Cadillac Co., Eastland, | 
Texas. | 








WANTED — 1951-1953 FLEETWOOD Im- 
perial Cadillac in good condition. 
3527, c/o Automotive News, Detroit 26. 





PARTS FOR SALE | 


AUSTIN-BANTAM PARTS. 
Laurel, Miss. 


Hage- Master, 


a2 FREE 


FOR 
GM ILLUSTRATED 


PARTS 
CATALOG! 


Largest Wholesale Stocks 
of GM Parts For 
® Buick 
® Cadillac 
© Oldsmobile 
® Pontiac 
® Chevrolet 




















for One Year $8 [_] 











(for dealers only) Distributors 
Every Thursday — at noon Box 630 Miami, Fila. | 
We gvarantee checks and titles Ph. 9-3636 





for which check is attached [_] or send bill [[] 





AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 


| One day service. Special cash allow- §| Go i540 0000 9 sce vieevarsawaeaneeeeecdens Ds 63:08 Kone eeeeesaenas 
ance on Phone Orders. All Shipments 
|# C.0.D. TRADE CONNECTION: 
| Car Dealer [) Truck Dealer (] Manufacturer [] 
GORDON BUICK Jobber [) Insurance [] Financial [] Supplier 1 
Cesnety Seoetees Set . Make OF Cae. ccccccenesccsacccnccceseces Diccneienesasssacecncasenee 
Chicago 5, Illinois WAbash 2-1030 2-22-54 





































MISCELLANEOUS 
Automatic Braking 
ONLY . . °514° cuice 
Meets 1.C.C. Strength Requirements 
COMPLETE with 
Guide Cables and 
Meets ALL 1.C.C. Requirements! 
—SPECIAL— 

Carrying Bags ................ $1.00 & $3.50 
SAFETY CHAINS, set of 2, only ....$2.50 
QUICK-TOW Bumper- 

Up Intra-state Tow Bar, 942.50 
WE STOCK ALL MAKES 
FOR AUTOMOBILES and TRUCKS 
TOW BAR SALES CO. 
AS NEAR AS YOUR PHONE 
DE 2-0700 AN 3-8888 DO 3-8373 BU 8-7466 


With BRAKE HOOK-UP 
CABLES 
. . 7 
$4,145 
BRAKE HOOK-UP. ........... 61 
Protecto Covers (Tailor Made) $6.95 
to-Bumper Tow Bar , $19.50 
TOWING EQUIPMENT and PARTS 
Exclusive Factory Distributors 
40 So. Clinton St., Chicago 6, Ill. 






NOTICE. DICK FRAZIER, formerly with 


Don Allen and Dick Frazier Buick, 
ton, Ohio is now associated with John 
B. White, Realtor, 2937, E. Las Olas 
in Fort Lauderdale and is ready to serve 
any of your needs. Phone 3-1264. 


LIVE LONGER, FEEL BETTER, eating 
Riolem juiceful, uncolored oranges, 
grapefruits $2.50 bushel. Riolemaut, 
Palatka, Fla. 


GET ACQUAINTED OFFER 


WANTED!!! 
1000 NEW CUSTOMERS 


$66.30 SPECIAL INTRA-STATE 


TOW BAR DEAL 


Can- 


TRI-KING 3-Point Hook-Up 
(Folding ‘‘V" Type) 


QUICK-TOW, Bumper-to-' 
Tow Bor ............ ss 


SAFETY CHAINS, set of 2,.... 


$19.50 
$2.50 


2 No. 25 Adaptors $1.80 


Ge Only =" 


(Offer Expires Feb. 28th) 
All Prices Include 8% Fed. Excise Tox 


TOW BAR SALES CO. 


Exclusive Factory Distributors 
AS NEAR AS YOUR PHONE 
DE 2-0700 AN 3-8888 DO 3-8373 BU 8-7466 
40 So. Clinton St., Chicago 6, Ill. 





DISCOURAGED? 


Don't give up yet. A small ad in the 
Want Ad columns of Automotive News 
can help you locate that hard-to-get 
that 
monager — or those used cars. 


port — or experienced service 
Send your message across the nation 


through an 
AUTOMOTIVE NEWS WANT AD 





Box emer ano ee eee 


New Subscription Order 


Send Automotive News to Address Below 


| 
| 
| 
| 
or Two Years $14 [_] 
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HEAT-RESISTING, SCUFF-RESISTING, WEAR-RESISTING 


ea 


TOP COMPRESSION RINGS 


25 5 leading — builders u use » Sealed ower om Ring 


SIDE RAILS ON THE 
MD-50 STEEL OIL RINGS 
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SEALED POWER CORPORATION ° MUSKEGON, MICHIGAN 


Sole manufacturers of KromeX Ring Sets, MD-50 Steel Oil Ring, Full-Flow Spring, Flex-S Flexible Oil Ring, and GI-60 Groove Inserts. 
Leading producer of Automatic Transmission Rings, Power Steering Rings, and Non-Spin Oil Rings. 
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